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For. high-precision 
pipe or bolt threading! 


Beaver 
No. 71 
Series 










Patented 


| EAVER No. 71 (plain) or No. 71-R (ratchet) are built especially for high pre- 

cision pipe or bolt threading. The tools are patented design and offer such advan- 
tages as compactness; simplicity; adjustability for over size or under size threads; 
immediate chip clearance and easy oiling. The dies can be changed in a matter of 


seconds—and NO TOOLS REQUIRED. 


No bushings either—a smooth-working 


universal chuck accurately centers the tool and insures straight threads. Note that the 
dies are up on top—so the long curling streamers from soft bolt stock cannot jam or clog 
these tools. Ideal for hand use—or with modern power units such as Beaver Model C. 





No loose bushings to bother 
with (or lose). A smooth-work- 
ing universal chuck centers 
the tools accurately — insuring 
straight threads. 








To note its compactness com- 
pare a No. 71 with the hand. 


See page 4 of New Cata- 
log for full details. 





A small metal box is available 
to hold eight sets of dies—also 
larger metal kit box which holds 
a No. 71 or 71-R tool and many 
extra sets of dies. 


aq / wR) 
By yn bane Ye 











Jl 


otx€zZz°°7¢ 


COF 


PUBI 
EDIT 


Chica 
Detro 
lished 
MceGr 
matte 
under 


Subse 
per ye 
per yw 





FOR DISTRIBUTORS AND THEIR SALESMEN 


TRIAL ‘SBLLING, 
SALESMAN, 
by Ernest H. Smith. 


INDUSTRIAL 
and MILL 8UPPLY SALESMAN, 















THE NEW YORK 
PUBLIC LIDRA.Y 


389545B 


ASTOR, LENOX AD 
TALWEN Poi wieadse.8 











lya? 





MILL SUPPLIES with which is consolidated 1npvs- 
DISTRIBUTOR 


AND 


founded 





JULY__1946 @ VOLUME 36 @ NUMBER 7 —4 


Qoutents 











——— 
— ame 
Editorial Staff I i ee cccacee 78 
W. F. CROWDER OT EP AR Gs ck ceccccckcavcccccccccccccocece &1 
R. W, BARNETT Managing Editor Currently Important ..... 82 
J. A. WERTIS Associate Editor Sal PI . eoeeeeeeeeeeeeeeeeeeeveeee 
ia weonaen Aidadesd Gdites es Planning Starts With Facts...................... 83 
N.C. ODELL Technical Editor “Buyers Are Interested In Availability"................ 86 
re Sor oe Panera Ee lene Pioneering With Decibels.........................2+. 87 
uw. YouNS West Coes? Editor (Les Angels)  cike Father — Like Som...............scececeeeceeees 88 
DONALD D. HOGATE Chiet, Washington Bureou Keyed To Sell Electric Tools..................ccee00-. 90 
Ss LAG ve kids 06 wahesieecbcednenebien ae 
AGRE Shah's SONOR sh ei eciccccncceosteseessine Oe 
1 ©: Wma ioe ents Ds a. cccccbencscseverccneshetkeseces. ae 
Vice-President General Maneger Gear Tolerances ............cccccecccccccccccccsees 98 
Making Friends With The Public...................... 99 
COPYRIGHT 1946 All rights Reserved Answering The Back Order Control Question............ 100 
McGRAW-HILL PUBLISHING COMPANY, INC. N Pp ts 102 
James H. McGraw ew roduc e@eeeveeeeeeeeeeeeereeer eee eee eeeeeeeeeee 
Founder and Honorary Chairman Putti A s Cc ‘ 104 
Seieals : teitmaaie Bas utting Away Supply Cares.............eeeeeeeeeeees 
'e: et L} 
POD From The Buyer's Viewpoint................0seeeee00- 106 
Senter Vtep-Prestiens end Trosenrer PD DORE Gee BO oi cece cccceccdccccccccccecccs OOF 
Josern A. Genanvi 
ese Hor They Be OP oc cc cccccccccccccccscecccccccccccecse 1B 
Nevson Bonn 
Director of Advertising Helping Your Customers..............ceeeceeeceeeeee 110 
Eucene Durvm.p 
Ediserial Aestetent to the President To Sell Hose, You Need The Answers.................. 112 
J. A. Bracxsunn, Jn. 
Director of Circulation Supply Sales a ee eee eeeereee 114 
Keeping Up With Business.............. eee eeeeeeeeee 1N6 
' I EEE ewe: | 
Buyers Hold Annual Meeting.......... sc eeseeedepee se ie 
pat = ICATION OFFICE, 99-129 N. Broadway, Albany, N. Y. 
EDITORIAL AND EXECUTIVE OFFICES, 330 W. 42nd St., New News eeeeteeoeseeeeeeeeeeeeeeeeeeeeeeeeee eeeeeeeeeee 122 
c ar” Sen Th Washington Phitoasiphia Cleveland, 
Detroit, Pittsburgh, Bt. Lauls, Boston, Atlanta, Los Angeles. | Pub- Man vs. Atom—Year SU Tisch cdae obla doe Meee ewadas eeu 129 
ished monthly, w an ona rectory number in mber, 
McGraw-Hill Publishing Company, Inc, Entered as second-class Topic of the Month... .........0ssseeceeeeccceeeevees 132 
matter January 23, 1940, at Post Office, Albany, N. Y., U. 8. A., 
under the Act of March 3, 1879. I os oid adeeweavee oeauetcecaabacedte Oe 


Subscription ratee—BSingle copy 25c. U. 8. and possessions $2.00 
per year, $3.00 for two years, $4.00 for three years. Canada, $3.00 
per year, $6.00 for three years. Pan American countries $6.00 per 


En ee 


year, $12.00 for three years. 
£50,00 for three years. 


All other countries $15.00 per year, 











Looking rthead 


Construction is being talked about 
by everyone, but the industry is 
not only talking but is taking 
plenty of action today. 

The direction In which construction 
is going and what it means to the 
distributor is fully explained in an 
August article. 

e@ Have you ever thought of truck 
drivers as salesmen? Necessity 
being the mother of invention, a 


Southern distributor experimented 
with having driver-salesmen. 
You'll be interested in the surpris- 
ing results. 

@ The “will call” counter is an im- 
portant unit in most firms. Just 
how important it is to a Detroit dis- 
tributor and how he encourages 
“will call sales” may give you some 
ideas for specific application in 
your operations. 


e Both distributors and their sales- 
men constantly wonder what buyers 
think of them. If you’re a “won- 
derer”, look for “the buyers’ view- 
point”. 

@ There'll be numerous other ar- 
ticles in the August issue, too. In 
fact, whether you’re an gutside 
salesman, an inside man, a stock 
clerk or an executive you'll profit 
by reading next month’s issue. 
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| ) IKI 4 DISTRIBUTION SALLS POLICY 


THE HOLO-KROME SCREW CORPORATION, Hartford 10, Cons. 





HOLO-KROME 
DISTRIBUTORS 


Holo-Krome Distributors are alert to the > 
completeness of their Holo-Krome franchise 
—name... product... policy. Its value 
is proven daily by the constant flow of 
Socket Screw Sales—new business... ms 
repeat orders ... Users, too, know of the 
Holo-Krome Distributor Distribution Sales 
Policy. 
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LINK-BELT PRODUCTS -- 


You Should Know About 
And Sell 





























@ You can sell LINK-BELT cut 
and cast tooth sprocket wheels 
with full confidence that plants 
once sold will become your 
permanent customers for these 


outstanding products. 


There is a correct Link-Belt 
Sprocket type and size for every 
application with a balanced design 
that assures long service life. 
Teeth are ground or cut to fit 

the chain correctly. This means 
greater durability and maximum 
performance from both chain and 
wheels. Bores are true and 
accurate. LINK-BELT Sprockets 
are not just “castings.” They are 
wheels that are carefully finished 
for endurance ... that cut 


maintenance and replacement costs. 


Made of steel and semi-steel for 

















GET FOLDERS _ cut-tooth sprockets and in gray 


No. 2067 and 1957 iron, cast steel, or Flint-Rim for 


1 ill : 
—— ergs PO cast-tooth in standard arm con- 


the details, including i , 

sizes and prices. structions or with plate centers 
Have them handy for j : , 

quick reference. in solid or split types. 


~ FLINT-RIM< 


SPROCKETS HAVE BELT COMPANY 
| " 
EXTRA DURABILITY _ ee 9, Indianapolis 6, Philadelphia 40, 


—_--——-—-> Atlanta, Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. 
Offices in Principal Cities. 


Sell them for installation where the 
material handled is of a rough, abra- 
sive nature, such as cement clinker, 
crushed stone, phosphate, ashes, etc. 
Flint-Rim Sprockets have smooth and 
very hard, wear-resisting, chilled bear- 
ing surfaces for contact with the links. 
They last longer—they make chains 
last longer. 


CHAINS AND SPROCKETS 


for conveyors + for drives + for power transmission 





MILL SUPPLIES © JULY, 1946 3 





TRANSMISSIONEER... 


He’s a graduate of a 


& HE? 
HOS HE: 


qualified by intensive tra 
to give you the latest answers to prob- 


Dodge factory course, 


ining and a broad practical 


experience 


er— 
lems in efficient mechanical transmission of pow 


in your plant or as applied to your product. 4 








The Transmissioneer is backed by a broad line of Dodge bear- 
ings, sheaves, pulleys, clutches and other drive components. 
He is qualified by training and experience to select elements 
which make the right drive for the job. 

Typical of the engineering advancement which marks 
Dodge products is the new Taperlock sheave, which has the 
simplest, surest mechanism ever devised for fastening wheels 
to shafts. For information about Taperlock—and other new 
developments in the mechanical transmission of power, call 
the Transmissioneer — your local Dodge distributor. Most 
power drive requirements can be supplied direct from the 
distributor's stock. 

Look in the classified telephone directory under “Power 
Transmission Equipment” for your Transmissioneer’s name pens Ge Fold oe Be ae ne 
and number. Call him for advice —without obligation. 


classroom work and practical demonstrations of power trans- 
DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 























mission problems make up the course. 





THE SYMBOL THAT 
CAME TO LIFE 
257 factory graduate Transmis- 


sioneers wear this sign of a 
nation-wide personal service 


MISHAWA KA — that helps you put all your 


pewer into the job. 


Coprrie’t. 106, Dodge Mfg. Corp. 


DODGE ADVERTISING IN LEADING BUSINESS PUBLICATIONS 
CONSISTENTLY SPOTLIGHTS THE SERVICE OF DODGE DISTRIBUTORS 
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He knows there's a lot of difference between 


SMART? - - - Sure hes smart. 
the three FORM-A-GASKETS: 
It dries hard but 


FORM-A-GASKET No. sets fast but not too fast. 


It's aa SWE \\ evel dials! 


ces are warped 


1 (a paste 
leak-proof ynions 


product for 


pressure-tight, 


not brittle 


even when vias 
1 It dries to a 


clowet than No. ! 


sets a Theale 
It resists plenty 


@| paste 
ush your tals be 


which you can P 


bles easily. 


r nail. 


FORM-A ey), 4 ae 2 
Mitelelis layer Tahic) 
yet disassem 


AVIATION FORM A-GASKET No. 3 (a liquid 
1-a short time it will not run whe 
hard and brittle. at temper atures down to 


product! 


tough, | 
of pressure 

does not dry but it sets itself into 
n heated even to 400 F. NTR ALL 


position ir 
70° below zero: It's a 


it become 
great, all-around 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N. Y., U. S. A 
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PLOMB’S (Complete LINE 


OF 1/4” DRIVE SOCKETS, ATTACHMENTS 
AND SETS 


Your customers can now get these 
high-quality small tools for intricate 
work from you. You'll be proud to 


sell these fine Plomb hot-broached 
sockets, with strong but thin walls, 
and forged attachments, including 
Reversible Ratchet, Speeder, Spin- 
Type Handle and Universal Joint. 
Order them for your stock today! If 
you don't have one, write for the 
Complete Plomb Tool Catalog... 


PLYUMB TYVL TYUMPANY 
25 F Santa Fe Avenue, Los Angeies S4 
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with the ) \ 


W-S Portable Pipe Bender | hk 


y 
Your industrial customers will be interested in this ih v | 
Portable Hydraulic Pipe Bender because it can save : 
them time, cut costs and do a better job for them. They l 
will like it because it is easy to carry around the shop, 
simple to set up and operate, and because it will handle 
pipe from ¥% inch to 3 inches and solid steel bars up to 
2 inches. 

The 90 years of Watson-Stillman hydraulic experi- 
ence is your sales support when you sell W-S Pipe 
Benders. You can increase your sales volume by show- 
ing your customers how to bend pipe 
better, faster and easier with a Watson- 
Stillman Portable Pipe Bender. 

The Watson-Stillman Company also 
manufactures a complete line of High 
Pressure Screw End and Welding Socket 
Pipe Fittings and High Pressure Gate and 
Globe Valves. 






























WATSON-STILLMAN COMPANY 
Distributor Products Division 
ROSELLE, NEW JERSEY 
Sold only through distributors 


bidioten and Manufacturers of Seite ‘Steel Fittings, Valves, Wire tae po 
Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 
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16 - Gage Forto- 
Shear weighs 8 
Ibs., has universa! 
motor,trigger 
switch with locking 
pin. Handle can be gripped at 
any ition, to rear, for 
easy ce and control. 


Gage Porto- 
Shear weighs 5 
Ibs., has universa 

motor. Switch is 

: conveniently 
located on motor housing which 


serves as handle. Cuts to }4” —— as 
radius. 





\ CUTTING 
OPERATION 


CUTS ALWAYS 
IRREGULAR LINES VISIBLE 


bs 


STRAIGHT LINES 


CURVES DOWN 
RADIUS 
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Black & Decker Electric Porto-Shears have 
a ready market in sheet metal plants and 
shops. They zip through jobs that are slow 
with snips . . . cut metals too tough for 
snips . . . make clean, smooth, accurate 
cuts with a big saving of time and trouble. 
Fast, powerful shearing action. Cutting 
operation always visible. Easy to follow 
straight lines, irregular patterns or curves 
down to a minimum radius of 34”. 


The 16-gage Porto-Shear cuts up to rated 
capacity in steel or galvanized iron... 
about one gage thinner in Monel or stain- 





Read These Quick Facts: 





less . . . 50% above rating in copper, 
aluminum, lead and other non-ferrous 
metals. Can be adapted to cut thin sections 
of laminated wood or sheet plastics. 


Check over the sheet metal shops and 
plants in your territory that need Porto- 
Shears. You can sell some of them now. . . 
more when an adequate supply is available. 
Big color ads this month—in The Saturday 
Evening Post and numerous industrial 
publications—are helping you build future 
Porto-Shear sales. The Black & Decker 
Mfg. Co., 617 Penna. Ave., Towson 4, Md. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


ds 


Decker 





PORTABLE ELECTRIC TOOLS 
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“YOU CAN FILL ALMOST ANY 
PUMPING REQUIREMENT WITH 
GOULDS ‘COMMERCIAL LINE!” 





Tue day isn’t far off when you 
will be able to answer your cistom- 
er's pump needs right out of your 
Goulds stock! With Goulds centri- 
fugals, rotaries and reciprocating 
pumps on your shelves, you will be 
in a good competitive position, too. 
For Goulds “Commercial Line”’ will 


Go 


lds ° 


Means Business for You! 








take care of about 95% of indus- 
try’s small pumping jobs. You don’t 
have to be a pump expert either. 
There are 98 years of pump engin- 
eering back of these pumps, each 
one of which is designed for broad 
application in industry. How are you. 
set? Let's get together... now/ 
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UMPS, INC. 


SENECA FALLS, N.Y. 





a MACHINIST is only 
as good as his TOOLS 


In tool-room, shop or on the production line, 
output per worker depends largely upon the 
tools at hand. That's why keen management 
depends on Williams for Tool Holders, Lathe 
Dogs, “C” and Strap Clamps... those “per- 
sonal” tools that are the everyday team- 


mates of highly-paid mechanics. 


J. H. WILLIAMS & CO., 





Williams Machinists’ Tools are all drop-forged 
and produced with exacting skill to high 
standards of design and workmanship. Write 
for a copy of Booklet describing these fully 
guaranteed tools today. Williams Machinists’ 

Tools are sold by leading Industrial 


Distributors everywhere. 


BUFFALO 7, NEW YORK 
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each link in Plymouth’s distribution 
system plays a part 


To insure fair allocation of Plymouth’s 
restricted rope production to all custom- 
ers, an immense amount of basic infor- 
mation has been gathered, sifted and con- 
sidered. It was a big job—and only good 
teamwork all up and down the line did it. 
Plymouth Sales Representatives, work- 


THE ROPE YOU CAN TRUST BECAUSE 


ing hand-in-hand with Plymouth Dis- 
tributors and the Factory, are the key 
men in interpreting Plymouth’s alloca- 
tion policy into a smoothly working sys- 
tem. Their chief concern is to see that 
every Dealer’s share of Plymouth rope 
is “Fair and Square.” 
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—using this formula for the 
duration of the rope-fiber shortage 


l Total pounds of rope-making fibers allocated to Plymouth by the 
Government are converted to pounds of finished rope. 


2 Past End Use needs and projected demands are studied and determined. 


The pounds of rope available are then allocated to the various End 
Uses—Industrial, Farm, Government, Marine, Fishing, Oil Well Drill- 


ing, Wire Rope Centers, etc. 


End Use allocations are then made to specific customers after further 
review in the light of past purchases and projected needs, tempered 


by influences of Government restrictions. 


While fair allocation of rope, and an intelli- 
gent advisory service to rope distributors and 
consumers are our chief concern, Plymouth 
is letting consumers know that they can have 
plenty of help from their Plymouth suppliers 
on how to make their present ropes last 
longer. This chart is one of those helps. 


Plymouth Cordage Company, Plymouth, Massachusetts. 
District Offices: 296 State St., Boston 9, Mass.; 420 Lex- 
ington Ave., New York 17, N. Y.; 105 W. Adams Se: 
Chicago 3, IIL; 1006 Washington Ave., Houston 2, Texas; 
70 Sacramento Street, San Francisco"11, Calif. In Canada: 
Mill, Welland, Ontario; Sales Office: Cordage Distributors 
Limited, 500 King St. West, Toronto 2, Ontario. 


ROPE - TYING TWINE - BINDER TWINE - BALER TWINE 


IT IS ENGINEERED FOR YOUR JOB 
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Your GATES VULCO ROPES 
>» Today Making Performance Records 


NEVER EQUALED by ANY V-Belts Before! 





No V-Belts built by anyone before the war had anywhere near the 
strength and durability that was found necessary on U. S. Army 
tanks, tractors and self-propelled big guns during the war. Gates de- 
veloped these greatly superior V-belts for Army use—and here is 
why this fact is important to industrial users of V-belts: — 


| la L Every improvement developed by Gates for U. S. Combat Unite—and 


many later improvements, also—have been added, day by day, to the 


quality of the Standard Gates Vulco Ropes which have been de- 
livered to you. 
4 That is why, long before the war was over, you were getting in your Standard 





Gates Vulco Ropes a product built to far higher service standards than any 
V-belts ever built by anyone before the war. 


And that is not all of the story. Through continuing specialized research, the 
service qualities of these superior Gates Vulco Ropes have been still further 
improved as all of Gates facilities and energies have been returned to the 
service of industry, 


These are the simple-reasons why you are finding that your Gates Vulco 
Ropes are today outperforming any V-Belts you ever used before. 


THE GATES RUBBER COMPANY 
DENVER, U.S.A. 
World’s Largest Makers of V-Belts 





sci IN ALL INDUSTRIAL CENTERS sistscets: | 
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CARMET | 


Carbide Tools and Tips 









* Blue Shanks for Iron ee 


and Non-Ferrous Metals 






* Red Shanks for Steel 


ee Cutting. 


* Wax Caps Protect Tips 
4 in Stock and Transit 








EFFICIENTLY BOXED 


Carmet sintered carbide 
tool bits are packed for 
shipment in strong, metal- 
reinforced boxes of distinc- 
tive design. The grade, size 





EASY TO IDENTIFY 


In addition to the box 
marking, and to the 
shank coloration (see 
above), each Carmet tool 
bit is stamped with the 








and number of pieces are marked on each end of name and grade number ... your stock clerks 
the box, for convenience on your stock shelves. and machine operators can’t mistake them. 





TOPS IN CUTTING PERFORMANCE 


Carmet carbide tips are produced by advanced tech- 
niques, under conditions of rigid control that main- 
tain complete uniformity to type and grade. These 
carbide tools can show you tremendous increases in 
cutting speeds, and corresponding improvements in 
your finishing costs. ® Let our Service Engineers 
work with you to fit Carmet tools into your operations. 


. Ahthe 
\ Data on 
” CARMET 
Send for your copy 


The 16-page Carmet Catalog ; 
contains full data on_ types, 
grades, sizes and applications of 
standard blanks and tools; in- 


formation on special sizes, tool 


shank steel, etc. Write for it STEEL CORPORATION - General Offices, Pittsburgh 22, Pa. 
today. 


\__ abpress DEPT. MS-43 , 


W & D—166 
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"You can’t beat Porto-Power g 
as an all-purpose tool for 

Production and Maintenance Work” 




















y; because this hy jane hands 


do most anything. It Pushes, pulls, lifts, bends 


presses, spreads, clamps, and straightens. And for 


on to stand out of the 
my money if's a lot safer the muscle 


rovide 
hydraulic nee . or 4 of MY “— 


nd \et 
way 7 nste® 
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Porto-Power with 
special attachments 
is made in 2, 4, 7, 
10, 20, and 50-ton 
capacities. Watch 
Blackhawk for an- 
nouncements of 
more sensational 
Porto-Power devel- 
opments, they mean 
extra profits for you. 


*Reg. U.S. Pat. office 


- | 


There is only one Porto-Power’- ..it is made by 


BLACKHAWK 


A Product of BLACKHAWK MFG. COMPANY, Dept. P1776, Milwaukee 1, Wis. 
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AMERICAN CHAIN 


Answers Another Chain Question Be 





*Elwel"’ Chains are the smaller sizes 


3 ots 


of American Chain’s high quality elec- 


ta 


trically welded steel chain. There are 
three basic patterns as follows: 


% 


ee ‘Cage > ae Topas Peng . 


1. Elwel Coil Chain—either straight or 
twist link—made in 12 sizes from 


5 (%a") to 7-0 (He”). 


Elwel Machine Chain—straight or 
twist link—12 sizes, from 5 (74”) to 
7-0 (6")—from 25 to 11 links per 
foot. Elwel Truck Chain is similar to 


— = a a 


Elwel Machine twist link but is made 


oe 
% 


in heavier sizes—up to 12-0 ('%2"). 


siiiaiaait 
re 


i 


% Elwel Passing Link—with links de- 
e 


signed wide enough for links to pass 
—removing tendency to kink. Sizes 


2-0 (No. 6 Ga.) to 7-0 (He”). 


al 


<mmeiee 


putes. a oe ME 
- - 
he. 
me 
se Oe ee a : gees 
. ’ ’ ‘ Pi. ei 
‘i ‘3 
* 


\a 


Elwel Assemblies. Equipped with rings, 
hooks, toggles, snaps, etc., Elwel Pattern 
Chains are made into a variety of assem- 





blies for farm and industrial use. 


-+» SELL AMERICAN : : > rie compere caatn uve 


American Chain Division makes all types of electric welded and fire 
welded chain — all types of weldless chain made of formed wire or 
stampings — a complete line of chain fittings, attachments and 
assemblies — repair links — cotter pins — hooks. 


CG 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 





In Business for Your Safety 
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WHEN Is A MACHINE Washed Up"? 


In seven years some say—but in modern production 
practice it is not a question of years or how much 
the machine has earned or still owes you. The ques- 
tion is, will your equipment enable you fo compete 
with the new, faster working, more efficient and 


flexible layouts in your competitors’ plants. 


A five-year-old Machine Tool is ‘washed up", for 
instance, if it can be replaced by one costing-a 
few hundred dollars that will write itself off in 
less than a year through improved production. 
That's the story of Walker-Turner Machine Tools 
wherever metals, wood or plastics are drilled, cut 


or shaped. : 





These machines are “‘light’’ only in weight and 
price. Their production output in the past eight 
years has astounded the management of thou- 
sands of plants—large and small—throughout the 
country. 


A key to high manufacturing efficiency and low 
manufacturing costs is the modern, flexible, light 
machine tool. It represents small capital investment, 
flexibility of operation, increased productivity and 


low operating costs. 


Walker-Turner Machine Tools are sold only by 
authorized Industrial Machinery Distributors. A 


general catalog will be sent on request. 
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TAKE A PEEK 
at FERRY CAP 


H™s a place where quality really pays dividends. 
Because quality is so important, many engine and 
other manufacturers have enhanced the value of their 
assemblies with Shinyland studs. 


Shinylands of the usual Ferry Cap high quality are fur- 
nished to regular milled stud standards with this addi- 
tional feature—the land between threads a shiny, bright 
mirror-finish. 


Shinylands are carried in stock in standard catalog Stafply Speetfy 


sizes in bulk and in attractively labeled packages; sizes, SHINYLANDS for studs with land between 
%” dia. and under. threads, shiny, bright mirror-finish. 


: : : SHINYTHREADS for studs with aircraft quality, 
See this achievement in Ferry Cap stud production. bright, shiny threads. 


Send for samples of Shinylands. SHINYHEADS for hexagon head cap screws 
of high carbon C-1038 steel, full-finished, 
bright, shiny heads. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD «+ - e ¢« CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS e FERRY PATENTED ACORN NUTS 
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Derrick Men Know Good Rope 


American Manufacturing Company makes a full _to the specific requirements of the particular job 
line of first grade oil field cordage.“AMERICAN __ each is to perform. That’s the reason why the per- 
BRAND” Pure Manila Catlines, Spinning Lines, formance of all ‘AMERICAN BRAND” ROPE is 
Shooting Lines, Cables and Crackers are made _so consistently high and completely satisfactory. 


“American Brand 


CORDAGE 


ROPE ° TWINE ° OAKUM ° PACKING 
A Complete Line from One Source of Supply 





AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST: LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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When, by simply changing the blade on a hacksaw 
machine, a job can be done in two-thirds the time, it's 
something to look into . . . especially when this is only 
one of numerous reports showing similar performance. 


Show your customers how the superior cutting performance 
of Atkins “Silver Steel” Blades can increase their metal 
cutting efficiency . . . how they cut faster... reduce tool 
costs .. . turn out more cuts per blade. 


An on-the-job demonstration of Atkins “Silver Steel” 
Blades can be arranged for your prospects and customers 
on work they choose. Write us for details today. 


» 
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It will pay you to’ stock and recommend KENNEDY Extra-Value 
Valves. You will find that their many superior features make 
them sell readily and earn repeat orders. Write for Catalog and 
complete information. 


THE KENNEDY VALVE MFG. CO.° ELMIRA, N.Y. 
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“Sell Goodyear Once 





and you've sold it always” 


— say big-time distributors 


GOODYEAR INDUSTRIAL RUBBE 


GI) - Specified. 


T happens time and again — sell a customer one 
Goodyear product and you've sold the line. 


Take the case of a big western sand and gravel 
company. They tried elevator and conveyor belts 
of several makes on their sand washer. But loads 
were unusually heavy, and the belts, operating 
under water, wore out quickly. Finally, their dis- 
tributor sold them a Goodyear Belt. 


That was six years ago. Today this belt is still in 


R PRODUCTS 
30” 7. PLy CONVEYOR BELT 


for Te tale} washer 





service, still in good condition. Result: The com- 
pany is 100% sold on Goodyear. 


Products so good they sell each other, substantial 
profit margin, never-let-up advertising support — 
all these advantages make a Goodyear franchise 
well worth looking into. Why not see if there’s one 
available in your territory? Write today to 
Goodyear, Akron 16, Ohio, or Los Angeles 54, 


California. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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C/R Mauls have same 

high-quality rawhide as 

mallets and hammers 

C/R hammer faces of coiled rawhide may aun 

be quickly replaced in the permanent definitely. 
malleable i iron heads. ‘ 


C/R Mallets are well balanced, 

making them easier to use . 
—— same top-quality rawhide 
‘Bininate recoil 


. lessen fatigue. 


hammers. 


iN 
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MAKE BIGGER SALES 


of machinery and equipment 
with this 


TIME PAYMENT PLAN 


HERES WHAT YOUR 

CUSTOMERS PAY 

PER *1,000 
OF 


FINANCING 








Here IS A PLAN that enables you to step 
up sales of heavy machinery and equipment... to 


customers and prospects who prefer to spread payment 








| | over a period of time. 
~ aaa sumtin Our Heavy Machinery and Equipment Financing Plan 
| \ $32.50 pays you your full selling price in cash, and it doesn’t 
— 
© | cost you a penny to use it. We purchase the financing 





paper from you without recourse; you assume no credit 
24-Moenth Terms 


67.90 


| yours for the asking. Let us send you a copy... with 


risk or contingent liability. 


A booklet which you can use in offering this plan is 








36-Month Terms more information about how this plan will work for 


$107 50 you. Write to the nearest Commercial Credit office 
listed below for Booklet No. HI-1. 











COMMERCIAL FINANCING DIVISIONS: COMMERCIAL CREDIT 


BALTIMORE, NEW YORK, CHICAGO, LOS ANGELES ‘Ge! PANY 


/) ‘} 
eQnQo0000 
u FAL 


SAN FRANCISCO, PORTLAND, ORE. cpital-and Surplus me 


[ D. 
BALTIMORE 2m 





OPERATING OFFICES IN ALL PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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DRVSEAL PIPE THREADS 


An improvement in tube fittings your customers 





should know about . . . Now being furnished in 


IMPERIAL TUBE FITTINGS 


The Society of Automotive Engineers has issued 
specifications for an improved type of pipe thread. 
This new pipe thread gives pressure-tight joints 
without the use of lubricant or pipe dope. It is 
known as the Dryseal American (National) Stand- 
ard Taper Pipe Thread and varies from the Ameri- 
can Standard in that: 


1. There is a difference in the truncation of roots 
and crests of threads. (See “A” at right.) 

2. Effective length of thread has been made con- 
sistent for all sizes, with sizes over 4” length- 
ened appreciably. (See illustration below.) 

3. Closer control of gaging is required to assure 
proper diameter, form, taper, etc. 


NO NEED TO USE DOPE we ¥ 
ON THREADS 

In the Dryseal Pipe 
Thread the truncation of the 
root is greater than the 
truncation of the crest, and 
contact between root and N&W—WITH DRYSEAL) — 
crest is assured in assembly 
before flanks of threads en- 
gage. (See “B” at right.) 
The elimination of clear- 
ance at crest and root pre- 








‘ Note | ipe thread on 
vents spiral leakage and Note longer ~ Gite Grreces, 


renders joints pressure tight 
without lubricant or pipe dope and without appli- 
cation of excessive wrench torque. 


RECOMMENDED ASSEMBLIES 


Pipe thread assemblies in which both parts have full 
length Dryseal American Standard Taper Pipe Threads are 
considered best for strength and seal. However, there are 
additional S.A.E. specifications covering short Dryseal 
taper pipe threads and Dryseal straight pipe threads which 
offer certain economies or advantages in materials, clear- 
ances or assembly. For trouble-free assembly without sealer 
or lubricant, the full length thread is recommended. 


FULL LENGTH DRYSEAL ON IMPERIAL FITTINGS 
Full length Dryseal Taper Pipe Threads are being incor- 
porated on pipe thread connections on all Imperial Flared, 
Compression, Hi-Duty and Flex Tube Fittings. Many types 
and sizes of Imperial Fittings are already coming through 
with these threads; others are being changed. 


THE IMPERIAL BRASS MANUFACTURING COMPANY 
511 South Racine Avenue, Chicago 7, Illinois 
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A. Hew Dryseal Differs 
From the American Standard 


DRYSEAL THREAD 















[Z wider flat on root. 


AMERICAN STANDARD 


GY 


‘ ad Flats opproxinately equal. 





Ya 


Note that in Dryseal thread above, there is greater 
truncation of root than of crest, producing a flat 
on root wider than. flat on crest. Accordingly, 
contact between root and crest is assured before 
flanks of threads engage. No spiral clearance is 
permitted, such as normally occurs in American 
Standard, in which truncation of roots and crests 
is approximately equal. Also, Dryseal thread is 
somewhat longer than American Standard on 
sizes over ¥e” and gaging of threads is more 
closely controlled. 


B. Assembling Dryseal Thread 


LENGTH OF 
EFFECTIVE THREAD 


WAND TIGHT 
ENGAGEMENT 


INTERNAL THREAD 


























HAND TIGHT WRENCH TIGHT 


Note that crests and Note that flanks or 
roots of threads have sides of thread have 
already engaged now engaged mak- 
while flanks of ing a tight metal-to- 
thread are still apart. metal seal. 


Flats and clearances in drawings are exaggerated 
to emphasize distinctive features of Dryseal threads. 


RS IN TUBE FITTINGS AND TUBE WORKING an 

















A Two oR THREE-MAN CREW 
wouldn’t get very far in a race, 
would they? By the same token, a 
Mill Supply Man who carries only 
a few Dixon Products just whittles 
down his own chances. Sell the com- 
plete Dixon Line and you open up 
many opportunities to knock off an 
extra sale on, every call. You see, 
there’s not a plant in your area that 
does not have a crying need for 
several Dixon Graphite products. 
With the complete line you don’t 
have to try and out-guess the buyer. 


THAT'S AN IDEA! Why not let me drop in on your sales 
meetings. I'm ready to pass along a lot of valuable dope on the 
wheres and whys of the whole Dixon Line—plus some valuable 
selling tips every salesman on your staff can profit by. Do each 
plete set of 15 Dixon product Data 





of your have a 
Sheets? If not write today to Graphite Gus. 





You’ve got just what he needs. And, 
the beauty of it is, that one Dixon 
Product sells another. More than 
ever before, plant men today need 
the extra production that only 
Dixon’s Graphites and Graphited 
lubricants can give, They know it, 
too, what with machines still being 
over-worked ‘and a few new ones in 
sight. The complete Dixon Line of- 
fers Mill Supply Men a most unique 
and timely opportunity to be of real 
help to their customers and make 
real money doing so. 





JOSEPH > ; X O Ni cruciate COMPANY 
DIV. Voz JERSEY CITY 3, NEW JERSEY 
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Now In Production 
AT OUR AURORA PLANT 





Here they come—being produced now in volume for delivery to all Thor 
distributors—the new Thor Portable Electric Saws! 

Packed full of new tool features—their arrival timed to meet the big demand 
of contractors—these new Thor Saws are today’s hottest distributor item. Join 
Thor with this new-tool grasp on the building market—call your nearby Thor 
branch today for complete information. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 


Birmingham Boston Buffalo Cleveland Detroit Los Angeles Milwaukee New York Philadelphia 
Pittsburgh St. Lovis Salt Loke City San Francisco Toronto, Canada London, England 


PORTABLE POWER 


1wwors 


PNEUMATIC TOOLS * UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS* MINING AND CONTRACTORS TOOLS 
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belt lacing equipment exclusively, Clipper 
has developed the world’s finest belt hooks. 

These are made of the highest quality belt 
hook wire. Hooks hold with firm, sure grip— 





give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 
saves money for your customers— 
BUILDS REPEAT SALES! ’ 


Designed to Meet Present Day Production Demands 
al 








The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 


The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter 
Lubrihide Pin, also providing equal distribution of pulling 
strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. 


. CLIPPER BELT LACER COMPANY, Grond Rapids 2, Michigan 


In over 30 years’ experience manufacturing 
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Clipper No. 9 Port- 
able laces belts up to 6 
inches wide in one 
quick, easy operation. 








































“To Drive Boiler Feed Pumps, motors 
must first be simple. For example, take 
these three Allis-Chalmers 800 hp, 3600 
rpm motors, They're 2-pole, squirrel- 
cage, single winding machines .. . with 
ractically fool-proof rotors and sleeve 
arings. But second, and even more 
important... 
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We're Getting Better Efficiencies and 
wer factor .. . and lower starting 
va, through improved squirrel-cage de- 
sign. We've designed bearing brackets 
generously for greater structural rigid- 
ity. In fact, all the way around you can 
expect to find long lite and low main- 
tenance built-into our motors! 


“For This i, 
Give Me Two Things 


ina Motor" @ 


... said the Power Plant Engineer 









They've Got to be Dependable! 
Here's what I mean. These same motors 
have given us 17 years of uninterrupted 
service. We've had to order replacement 
parts for them only twice... at a total 
cost of less than $12 a year. We call that 
good performance ...the kind we've 
come to expect of a// your motors!” 


v4 
| ie 












Frankly, Mr. Reader, we are mighty 
proud of our 2-pole motors. We've been 
developing them for high-speed require- 
ments like this from the very earliest. 
Licked a lot of. problems too. Like cut- 
ting down noise through better design 
. .. reducing windage noise with proper 
baffling, and curbing magnetic noise. . . 


Yes, “A-C” Means Long Life in Motors! 


ee of size or type you'll be 
money ahead with Allis-Chalmers 
motors, For at A-C you can expect and 
get the same careful engineering, gener- 
ous design and long-life operation that 
thousands of motor buyers have come 
to rely upon through the years. 

And remember . . . while many jobs 
call for special or modified motors, there 
are many more that can be solved with 
standard motors . . . at less cost... 
and often with saving in time! ALLis- 
CHALMERS, MILWAUKEE. A 2082 
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ALLIS@ CHALMERS 


One of the Big 3 in Electric Power Equipment — 
Biggest of All in Range of Industrial Products 











Goilheam 


HIGH SPEED STEEL 


TOOL 
O 






~ «eo ote eo THEY OFFER A WELL- 
DEVELOPED MARKET 





Industry is giving more attention to its Tool Bit requirements. 
New methods are constantly being inaugurated, and this 
means that the field for GORHAM Tool Bits is constantly 
broadening. Selling GDRHAM High Speed Steel Tool Bits is not 
@ static endeavor . . . you just keep going on... consistently ... 
profitably! Our long experience in helping industry solve its 
complicated and unusual problems qualifies us to offer our 
service to your customers. We are well able td advise them on 
the proper tool bit for their particular work. Years of highly 
specialized work are back of today’s superior GORHAM prod- 
uct... years of painstaking research and technical knowledge. 
GORHAM tools are the result of selecting the proper metals and 
heat-treating them to the exact degree of hardness for best 
results. Let us advise you on the benefits of selling this well- 
known, widely approved line. 


GORHAM TOOL COMPANY 
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FASTER 
PRODUCTION 


Here’s big power and accuracy for 
heavy duty, continuous-production 
drilling—yet this new ARO Model 
7016 Air Drill is 40.% lighter in weight 
than other drills of same. capacity! 
This big difference in weight 
makes the ARO 4” Drill easier to 
handle and greatly reduces operator 
fatigue. Geared for the correct speed- 
and-power combination in relation to 
its capacity—providing a capable, 
stall-proof answer to all jobs of drill- 
ing, reaming and countersinking. 
Has 4” pipe opening in handle 
.-» built-in automatic oiler . . . built-in 
speed regulator and safety trigger. 
1000 R.P.M. ARO-built for long life 
and trouble-free performance. Write 
for catalog. The Aro Equipment 
Corporation, Bryan, Ohio. 


There is an Aro Jobber near you. 








ny 
nose of the tool. 


PNEUMATIC 
ppete) B- 


MILL SUPPLIES © JULY, 1946 


auxiliary 
tor’s left 


an 
bown 
that can be instantly located 


3 around 





Y 
A FEW OF MAN 
APPLICATIONS 


AND 
MERIES, DAIRIES 
POWDERED MILK PLANTS 


i skimmed milk 
boxes ‘ 
ee sterilizers ond nec 8 
pent ‘Also for pasteurizer valves. 
ixers, 
KERIES ..- 0" dough mi 
aaa rollers and proofers. 
TTLING MACHINERY ee OM 
prose of bottle fillers ond — 
of capping machines, use — 
stone instead of tallow or pe 4 
leum jelly products. Eliminates nee 
of frequent cleaning. aaa 
S...oncan 
Page Pee face of —, 
ing rolls against corrosion tad 
frictional wear . . - and minim 
nse Can covers co; 
..Cea x 
a (eliminates valve gum- 
ming caused by glycerin) pe sr 
cocks .-- hydraulic plungers 
mash agitator plungers. 
CIGAR MAKING . - - Die rollers. 


VARIOUS INDUSTRIES . . . Cor” 
used 


*Trade Mark Reg. U. S. Pat. Off. 


KEYSTONE LUBRICATING COMPANY - EST. 1884 
21st, CLEARFIELD AND LIPPINCOTT STS., PHILA. 32, PA. 











ann (NEVASTANE erease pots 


A TOP-QUALITY LUBRICATING JOB... 


Keystone NEVASTANE is an exceptionally fine lubricant 
designed specifically for use in food manufacturing and proc- 


essing plants, and wherever else a white, tasteless, odorless 
lubricant is desired. 


> 


- NEVASTANE is practically pharmaceutically pure. It con- 
tains no whitening agents, oxides or materials used for similar 
purposes. It has a melting point of 250° F. . . . resists water, 
steam and acids . . . stands up long and well in hard, steady 


service . . . and is supplied in densities to suit a wide range 
of lubricating needs. 


Fully described, together with other Keystone Specialized 
Lubricants in the new Keystone Application Guide, which 
also contains the handy, time-saving Keystone Selectors of 
bearing, gear and pump lubricants. Write fora FREE copy today. 


There is a Keystone Distributor 
near you who will be glad to 
cooperate with you to make Key- 
stone Specialized Lubricants 
available to your customers. 


TRADE MARKS 
REG. U.S. PAT. OFF. 


SPECIALIZED 
LUBRICANTS 
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OUT END MILLS 


Excessive speeds should be avoided in 
operating end mills because this quickly 
destroys the cutting edges. For deep cuts 
or comparatively soft materials, two-flute 
end mills should be used. For hard 
materials, shallow cuts, or work re- 
quiring a very exacting finish, finer 
tooth end mills are better suited. 
For all types of end mills, 
you are assured of more 
accurate work at mini- 
mum cost when you 
specify NATIONAL 
tools — the Na- 


tional choice. 


ee * ‘thee 


“~, 


Nari INAL 


NATIONAL 


WAS OE OV OR COMY Eee 
ROCHESTER. MICH...U.S.A 
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| BETHLEHEM 
STEEL 


C Bend 
Bitilton supplies cry Type of Fastening | 
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VEELOS ON REELS 


cuts machine downtime | 
» for your customers 
cuts belt costs ( 


BUILDS PROFITS FOR YOU 


Veelos meets any V-belt requirement of your customers, 
spurs production, shrinks belt costs... at a substantial 
profit to you. 

Any desired belt length can be uncoupled from a reel 
of Veeios . . . installed endless on any drive in just a few 
minutes. 

Veelos packaged on reels, eliminates costly invest- 
ments in spare V-belts... simplifies stock records... 
ends stockroom snarls caused by a confusing assortment 
of sizes. Each reel of Veelos holds 100 feet... requires 


only negligible storage space. 
Extensive, consistent advertising in leading industrial 


magazines tells your customers again and again about the 
“eiaadleieag advantages of Veelos. Write today for the profitable 


\V. 34 E LT distributor proposition. 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM, PENNSYLVANIA 


to any Length 
any Driv' 


Adjustable 
Adaptable to 
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BOICE-CRANE 
BAND SAW 


BOICE-CRANE 
DRILL PRESS 






MILL SUPPLY and 

MACHINERY DEALERS THICKNESS. PLANER Bt rurinc-asor Saw 
LIKE THE MONEY-MAKING : 
BOICE~CRAWNE 


POWER TOGQE 
FRANCHISSGE 




















4 
BOICE-CRANE 
SAW-JOINTER 


BOICE-CRANE 
_ SPINDLE SANDER _ 


ie 
AE 





e The steady, tremendous demand. 


e The terrific number of leads from 
national advertising. 


e As the world’s largest manufactur- 
ers of certain equipment, Boice- 
Crane offers the lowest prices on 
a quality line. 


e The complete line includes many 
items not available in others. 









BOICE-CRANE 


BOICE-CRANE y 
SIX-INCH JOINTER § 


SPINDLE SHAPER 






e The recognized flexibility and 
sturdiness of Boice-Crane equip- 
ment. 





A few territories open. 


Write, phone or wire 


BOICE-CRANE 
COMPANY 


939 Central Avenue 
TOLEDO 6, OHIO 
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BOICE-CRANE 
BELT SANDER 


BOICE-CRANE 
GAP-BED LATHE 























ot Sterling Dis 


Sterling distributors are invited to use 

this advertising service designed to aid 
° them in advertising and'selling Sterling 
Sanders. The ad-mats for newspaper ad- 
vertising, mounted “cuts’’ for catalogs 
and other sales promotion use, the advice 
of Sterling's Advertising Dept. on copy 
and layout problems is yours, without 
cost. We believe this service will be help- 


ful to you and invite your inquiries. 





See how your local advertising can tie-in with 
Sterling's national advertising! The whole program 
is designed to help you sell more Sterling Sanders 
...faster...easier. Write for your free copy of this 
folder today! Sterling Tool Products Co. 384 East 
Ohio St., Chicago 11, Illinois 


ERLING PORTABLE ELECTRIC 
ano am-onven SANDERS 
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— fingertip control 
=—no hand pumping 


Now you can get a press that 
completely eliminates hand- 
pumping. The new Dake Elec- 
draulic Press provides up to 75 
tons from a motor-driven pressure 
source. And any pressure can be 
repeated, held, or changed—with- 
out stopping the motor. 


| a < ’ 


eecgenacen eaten sanxiemeanes | oman aie ee 


This press is ideal for produc- 
tion, assembling, and straighten- 
ing operations, as well as general 
maintenance work. Pressures are 

set or released from simple con- 

é trols at the front of the press. A 
gauge at eye level speeds opera- 
tion, and a special safety valve 
prevents overload. 


Like all Dake hydraulic presses, 
this one has a rigid frame and 
movable workhead. It is available 
in either a 50- or 75-ton capacity. 


” 


For information about this or 
the smaller presses which make up 
the complete Dake line, mail the 
coupon below. 


ra\ 


DYNA: 
ENGINE COMPANY 


GRAND HAVEN Mach iG AN 
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VALVES AND COUPLINGS 


For fewer leaks, for lower pressure drop, specify 
Parker Valves and Couplings. They’re specially 
designed to simplify hydraulic power and fluid 
transmission tubing systems. 

Parker Valves are light, yet strong. They'll give 
you smoother flow. And PARKER TRIPLE 
COUPLINGS complete the circuit with leakproof, 
vibration-protected joints. You'll have a system 
that’s easier to install, safer to operate and quicker 
to service. 

Stocks of industrial valves, couplings and fittings 
are now available at your distributor’s and at Parker 
warehouses. Send for our catalogs. The Parker 
Appliance Company; 17325 Euclid Avenue, Cleve- 
land 12, Ohio. In Canada, Railway & Power 
Engineering Corporation, Ltd., Montreal, P. Q. 


in’ 


Look for this famous trade mark. It’s your assurance of 
trouble-free couplings and valves. These initials, ALP, are 
the initials of our founder, A. L. Parker. Let them serve to 
remind you that for Alignment, Leak-protection and Pressure- 
tightness you can’t beat Parker Valves and Couplings... the 
couplings with the famous patented Parker Triple construction. 





THE PARKER APPLIANCE Co. | 


erry Pin 


FLUID POWER PRODUCTS FOR ALL INDUSTRY 
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CONTINENTAL BROACHES 


Precision Ground by Exmerts 


source of fine cutting tools, is a pioneer in 


the field of broaching. The wide experience 
of Continental engineers assures you that 
each broach is exactly fitted, in design and 
workmanship, for the job it is intended to 
do. Every Continental broach is ground to 
exceptionally close tolerances by a skilled 
broach-maker. Continental makes a com- 
plete range of internal and external (surface) 
broaches, broach fixtures, holders and 
pullers, all to the same high standards. Get 
in touch with Continental today. 
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~ CONTINENTAL TOOL WORKS 


DIVIS!1ON OF EX-CELL-O CORPORATION 
DETROIT 6, MICHIGAN 
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The Neoprene biscuit assembly is an 
exclusively Morse-designed feature. 
No metal-to-metal contact; bearing 
wear reduced. Shock, uneven im- 
pulses and vibration are absorbed. 
Positive, direct drive is permitted in 
a Morflex Coupling installation. 


The single Morflex handles shaft 








These shock-absorbing Neoprene “muscles” take the rap! 


misalignment up to 5°; the double 
Morflex handles extreme misalign- 
ment. There is a Morflex Coupling 
to fit your needs and cost require- 
ments . .. and available in 
quantity! 


Address our Detroit office for com- 
plete information. 


MORSE CHAIN COMPANY, DETROIT 8, MICHIGAN - ITHACA, NEW YORK 


MORSE: 


ROMLER and SILENT CHAINS 


SPROCKETS « FLEXIBLE COUPLINGS + CLUTCHES 
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A PRODUCT OF 


BORG-WARNER 
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Tough.. 
Lively 


... COOL -RUNNING 






War-time Shortage Produced 
a BETTER RUBBER 


for TEXROPE V-BELTS 


we of natural rubber forced the development of+synthetic rubbers. 
And out of this intensive war-time research came a rubber compound 
that has made today’s TEXROPE “‘Super-7” V-Belts the BEST in 20 
years of V-Belt ience ! 

This war-proved Buna-S develops 75% less internal heat. It’s tough, 
durabie, resilient. It cushions, insulates and protects the load-carrying 
cord structure — adds to the service life of the belt. 


HEADQUARTERS FOR V-BELT DRIVES 


Your nearest Allis-Chalmers office or dealer offers a COMPLETE line of 
V-Belt equipment — not only the famous Super-7 belts, but also 
TEXSTEEL, RIVE and “MAGIC-GRIP” sheaves, VARI-PITCH 
sheaves, SPEED CHANGERS, engineering service. Supply a// your needs 
from one reliable source. ALLIS-CHALMERS, MILWAUKEE 1, WISCONSIN. 


ALLIS ® 


CHALMERS 


One of the Big 3 in Electric Power Equipment — 








5 Super-7 V-Belts 
. .. TO MEET EVERY NEED 


Heat-Resisting Super-7 
Stands temperatures up to 180°. Thé 
TEXROPE V-Belt for most drives, 


Oil-Resisting Super-7 

Neoprene cover protects core against 
moderately oily or greasy conditions, 
Oll-Proof Super-7 

Made of Neoprene throughout. Use 
it when the belt must swim in oil. 
Static-Resisting Super-7 
Recommended where explosion haz- 


ard exists. Static-conducting element 
throughout cover won't wear off. 


Super-7 Steel 

Twin steel cables, to pull extremely, 
heavy loads with minimum stretch. 
GET THEM — through your Allis- 
Chalmers district office or dealer. 


TEXROPE Super-7 V-Belts result from the 


tive research of two great 
and B, F. Goodrich—and are 


anies—Allis-Ch: 
d are sold exclusively by A-C, 





Biggest of All in Range of Industrial Products 
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| a true radius in the bottom of a ball socket creates none of 
the usual headaches when the job is done with a Nicholson Ball Shape 
Rotary File operated in a power drill press. Deep sockets (right) or 
shallow ones (left)—it makes no difference, because Nicholson Rotaries 
are perfectly rounded and true centered. They won’t wobble; they won’t 
“chatter” as a result of uneven cutting or grinding. They work with 
high efficiency in drill press, portable power tool, or flexible shaft. 


Drill press operation of rotary files gives the mill-supply salesman “something addi- 
tional” to talk about when explaining the tremendous field of uses for these increas- 
ingly popular shop tools. And since it is generally accepted that the name Nicholson 
represents the highest standards of quality in files—no matter what the type—orders 
for Nicholson Rotaries must naturally follow the salesman’s “groundwork.” 


NICHOLSON FILE CO. © 91 ACORN STREET © PROVIDENCE 1, RHODE ISLAND 
(In Canada, Port Hope, Ont.) 
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16 S472 


—in either Hand Cut or 
Ground. Three cuts— 
Coarse, Medium, Fine. 
Stock diameters from 
yy“ to 1%". 


HAND CUT GROUND 








AMPCO TWIST DRILL COMPANY 





> Y A M J 


(Jack 7or, SMiech CGM 4é 


Se ee ee ae PHIILADELPHEAN 
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A SOUND MOVE FOR YOU IN ANY INDUSTRY 


You'll find it good business to help your customers 
improve production by replacing inefficient power 
transmission drives with positive roller chain and 
sprockets. Baldwin-Rex roller chain drives are 98% 
efficient. 


In virtually all industry, the installation of Baldwin- 
Rex roller chain drives is a sound move toward 
eliminating power waste ...a big help in increas- 
ing machine output. And in addition, they absorb 
shock loads that might otherwise damage machinery. 





For complete data on Baldwin- 
Rex roller chain drives... 
applications, sizes, horse- 
power tables, etc... . send for 
your copy of Catalog M-2A. 


DWIN-REX 


These long-lived chains are easy to install and, 
as they are not dependent on tension for effective 
operation, they do not slip or creep throughout 
their lifetime. Lack of tension also eliminates any 
preload that might shorten bearing and shaft life. 
Frequent adjustments are unnecessary, reducing 
maintenance and eliminating need for expensive 
take-up mechanisms. 


A Baldwin-Rex roller chain drive is a sound move 
for your customers ...and good business for you. 





ROLLER CHAINS 


BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 


378 Plainfield Street, Springfield 2, Massachusetts 
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of rubies is her ancient pet dog—and 

just as precious is her WITT Corrugated Can. Would you blame her 
for never letting either of them ovt of sigh??... 
But seriously, people do think a whale of a lot of their WITT Cans, and 
take genuine pride in their possession. Aind why shouldn't they? 
After all, WITT Cans do take the most b.:*al Fo sreniigg + keep 
their trim, sturdy lines through long years of service . . eutlast 
ordinary Cons from three to five times! | 

Made of heavy-gauge steel, deep-roll corrugated, eamered 
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FOR P-K DISTRIBUTORS... 


Me 
SOCKET “SCREW ee 


1, iE 


MT i FINGER TIES: § 








Compare th 

of G © smooth, bri 

bun ae Threa crews wine, finish 
h co 


ommo 
re diferent as dat as 


COMPARE... SEE... TRY — three powerful selling words — 
when you have something really new, something clearly 
better, to show a prospect. Now, Parker-Kalon offers 
three features that are years ahead by any standard of 
quality and utility — that will prompt any prospect to 
Compare, see, try, — and BUY! 


Only PARKER-KALON offers 
GROUND THREADS — SIZE-MARK — GEAR GRIP 


GROUND THREADS on Socket Set Screws, and the double 
feature of SIZE-MARK and GEAR GRIP on Socket Head 
Cap Screws are exclusive with P-K. To back up this 
product leadership, continuous, industry-wide advertis- 
ing, and a carefully keyed program of sales promotion 
give the P-K Distributor a Socket Screw sales potential 


* « i * . ! 
previously unheard of in this market! Prevents slipping i 


*U. 8. Pat. No. 126, 409 





Plus a Sound, Unchanging 
JOBBER POLICY 
In addition to a profit-planned product and promotion, 
P-K Distributors get the protection of a 30-year policy 
of selling only through accredited distributors, of limit- 
ing distribution to the number of jobbers a territory can 
profitably support.* And that policy is a matter of 
record — not simply a claim. 


compare this set-up with any other Socket Screw fran- 
chise you’ve ever heard of. TRY to find its equal . .. and 
you'll SEE why it puts the P-K Distributor out in front 
—to stay! Parker -Kalon Corp., 200 Varick St., New York 
14, New York. 


*In certain areas, Parker-Kalon is adding a few 
Distributors to handle Socket Screws ONLY. 





a ce 
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WAREHOUSE 
TRUCK 


Fig. 9272—For han- 
dling boxes, cases 
and miscelianeous 
merchandise on the 
floor or shipping 
ope —3 Lengths 
48” 


BARREL 
TRUCK 
Fig. 9301—For han- 
dling ls, cases, 
bags, drums and 
rolls. Four sizes, 48” 
to 60” lengths. 


FREIGHT AND 
CARGO TRUCK 


Fig. 9169-—Extra 
sturdy parts for rail- 
and 


forms wheelguard 
” handles. 


FREIGHT TRUCK 
Western Pattern 
Fig. 9203-S — Heavy 
construction for rail- 
road, packi: house 
use, etc enter 
straps welded to nose 
iron. Length 60” 





BARREL TRUCK 
Western Pattern 
Fig. 9207 — Wheels 
set between handles 
for use in narrow 
passages, curved 
crossbars. 48” to 


54” lengths. 


BARREL TRUCK 
Fig. 9090—All steel, 
one-man truck with 
adjustable slide-lock, 
fits all barrels. Ca- 
pacity 1000 Ibs., 
Length 58” 


CEMENT OR 
BAG TRUCK 


Fig. 9217 — Heavy 
nose of %4” steel 
plate provides 
strength for handling 
cement, fertilizer, 
etc.,in paper or bur- 
lap bags. Length 52” 


Commander 
STEEL-FRAME PLATFORM 
TRUCK 
Fig. HQ2448-—Steel bound hard- 
wood platforms; sturdy construc- 
tion, ball bearing wheels. Sizes 

from 24” x 48” to 36” x 72” 





Fig. $2742-P — Tilting ‘Pe, 8” 
diameter wheels. 


center Turns 
within own length. Sizes from 27” 
* 42” to 30” x 60” 





PIANO OR MACHINERY 
TRUCK 
Fig. Y1112 — Sturd ly mortised 
construction with 14” tie rods at 
ends. Balances on two center 
wheels for easy handling of heavy 
equipment. Size 22” x 36”. 


HEAVY DUTY WAGON TRUCK 


Fig. 01459 — Four ton capacity. 
Solid iron cross sills hard- 
wood strips bolted with 54” ti 

= Large fifth wheel. Size 36” 
x 72” 





Shown above are twelve headliners that rate top billing 
in the complete Fairbanks line of hand trucks and plat- 
form trucks for all kinds of duty, including the heaviest. 
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ALL STEEL METAL TRUCK 


Fig. 01960-X — Continuous angle 
frame with round corners and solid 
steel plate platform. All welded 
construction. Sizes from 24” x 
48” to 36” x 72” 








for Hleady Dilly Fruged Shiafling 
yse JALLOY For LONG SERVICE 











|| Gy 


Jalloy is a special alloy steel, made by Jones & Laughlin for 


machine and equipment parts that must stand up under the 
most severe operating conditions. It is ideal for shafting that 
is subjected to repeated shocks, torsion and dynamic stress. 
Jalloy is readily forged and heat treated. Write today for 


information. 


JONES & LAUGHLIN STEEL CoRPORATION 


PITTSBURGH 30, PENNSYLVANIA 
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OVER 100 ITEMS 


High priority government contracts have had first 
call on our production for a long time. Now, 
though, we're ready to help you—with a big stock 
of Stainless Steel Fastenings, ready to ship! ~ 


Machine screws, wood screws, nuts, bolts, rivets, 
cotterpins, washers, nails, pipe and pipe fittings 
—standard and special items—our stock room is 
at your service, and it's both big and full! We 
have fastenings in 18°/, chrome, 8°/, nickel, of 
course, as well as other less common formulae 
and analyses. 


If any part of your product, or your production 
line, is exposed to corrosion from any source, 
Stainless Steel Fastenings give you the protection 
you need; we have those Fastenings to meet any 
situation—any type of corrosion—oxidation, high 
temperature, acids, alkalies—fastenings to give 
you lasting service. 


ARRAS: Re. 


nti Con 





READY FOR SHIPMENT ,. 


yrrosive Metal Products Co.|nc. 


CASTLETON-ON- HUDSON NEW YORK 


OVER 7000 SIZES 





WRITE TODAY for our catalog and stocklist. Address Anti-Corrosive 
Metal Products Co., Inc., 55 River Road, Castleton-on-Hudson, N. Y. 
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LINCULN 


“The Finest Shat Wouey Cau Guy 








A Complete Line... 


Lubricating Equipment for every purposc—The line 
includes Grease Fittings; Hand, Air-Motor and Elec- 
trically Operated Grease Guns in all sizes; Transfer, 
Filler, and Heavy-Duty Drum Pumps; Special Indus- 
trial Pumps for dispensing lubricants, heavy viscous 
materials, caulking and sealing compounds; and the 
famous Centro-Matic Single Line Lubricating Systems 
for machinery and Industrial equipment. 


Nationally Advertised... 


A comprehensive advertising campaign in leading 
trade papers and farm publications has built ready 
acceptance for Lincoln Lubricating Equipment. 


Manufacturers of Lubricating 


Equipment Exclusively... 


LINCOLN is a Pioneer Builder of Lubricating Equip- 
ment... More than Twenty years of experience have 
been devoted exclusively to the manufacture and 
development of lubricating equipment and systems. 


Engineering Service... 


Lincoln is a national organization with representatives 
in all principal cities—trained lubrication engincers 
ready to give technical advice and engineering counsel. 


A Dependable Sales and 


Service Policy... 


Lincoln Engineering Company is a well established 
organization with an outstanding reputation for fair 
dealing. Every guarantee is backed by a liberal 
Service Policy. 


Proven Products... 


Theexperience gained in over two decades of success- 
ful manufacturing is reflected in the outstanding 
performance of Lincoln Lubricating Equipment which 
is today giving continuous, dependable service through- 
out industry. 
ee a * 
When you become a Lincoln Wholesaler you capitalize 
on all these advantages. Write today for complete 
information. 
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SUPER 
] 


Check These New Super 
Features For Lower 
Production Costs! 


> Bit-Holding Mechanism is inside where it 
can’t interfere with free chip flow or assem- 
bly in tool block. 


The heavy cross section of well supported 
Carbide insures the successful making of - 
deep cuts and heavy feeds without cracking. 


Absence of brazing strains due to mechani- 
cal holding of tip. 


a Tool life is doubled due to compound an- 

gles used. When the Carbide bit is ejected, 
it rises in the holder, permitting a light re- 
grinding cut on top, end, and side, produc- 
ing a new, sharp cutting edge with the 
absolute minimum loss of Carbide. 


s No steel is removed in grinding, insuring 
rapid and economical reconditioning of 
the tool. 


+ Replaceable Carbide bit is extra long for 
longer life. 


Each holder can be used for machining 
any material. Replaceable Carbide bits are 
furnished in proper grade for each job. 


Carbide “Vitped “oats 
21650 Hoover Road, Detroit 13, Michigan 
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THE ALL PURPOSE SHEET 
PACKING-SOLVES ALL YOUR 
DIESEL GASKET PROBLEMS 


Wherever Diesel Engines are in service, whether five minutes from your 
Mill Supply Dealer or hundreds of miles from your supply base, DURABLA 
Sheet Packing—in rolls, in standard gaskets, or in special cut gaskets to your 
order—will give you efficient and long term service and will simplify your 
ordering and stocking problem. 
There is but one type of DURABLA Sheet, versatile and equally adaptable 
to fuel oil, lub oil, cooling water, compressed air service, as well as intake 
Address DURABLA Engineering and exhaust manifolds. All you need to specify is the thickness, (based on 
Department for Information our tables of temperature and pressure) and All Purpose DURABLA will meet 
and Bulletin: Reference 6S7 every Diesel need. 


DURABLA MANUFACTURING COMPANY 
114 LIBERTY ST. ‘NEW YORK 


JRABLA LIM 5 
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You hit the 


ack Ait 


with 


FF-NORTON 


ACKS 


You pile up extra profits when Write for a supply of effective. 
you stock and sell Duff-Nor- Duff-Norton sales promotional 
ton Jacks. Your salesmen add material—it’s free! 
extra dollars to every order 
by checking the customer’s 
Jack requirements. 
The husky power and easy 
operation of every one of the 
wide line of Duff-Norton Jacks 
means satisfied customers and 
added business—it means hit- 


ting the Jack Pot for you! 
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Ogan A NAME TO REMEMBER WHEN YOU THINK OF BETTER Latues 


Finger Tip Control for 
Safety, Ease and Speed 
in Shifting Back Gears 


BACK GEARS 
ENCLOSED IN 
HEADSTOCK 


Legan Quick Change | 
Gear Turret Lathe 


SPECIFICATIONS COMMON TO ALL LOGAN 
LATHES . . . swing over bed, 102”... . bed 
length, 43%”... . size of hole through spindle, 
25/32”. . . spindle nose diameter and threads 
per inch, 1%2”—8... 12 spindle speeds, 30 
to 1450 rpm ., . motor, Y hp, 1750 rpm... . 
ball bearing spindle mounting . . . drum type 
reversing motor switch and cord . . . preci- 
sion ground ways, 2 V-ways and 2 flat ways. 





LOGAN ENGINEERING CO. 
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To Help You Sell Logan Lathes, Advertise- 
ments of Logan Lathes Appear in 39 
soaene Industrial Publications and Direc- 
tories. 


PLUS PATENTED SHIFTER RACK 
INCREASES SAFETY AND EFFICIENCY, 
ADDS TO APPEARANCE OF LOGAN LATHES 


Logan advanced design not only encloses back gears in the head- 
stock, it also places the complete control of these gears at the operator's 
finger tips. In the above illustration, note how the patented Logan 
Shifter Rack is located on the front side of the headstock. That means 
there is no need to reach over the headstock, or to lean forward close 
to the work or moving parts in order to pull a lever that shifts power 
to or from the back gears. Thus, the operator not only avoids risk of 
injury, he also makes the shift more easily and quickly. In addition, this 
location of the shifter rack adds to the trim, clean cut appearance of 
Logan Lathes. It is another example of the practical engineering which 
is combined with careful construction and quality materials to make 
Logan ‘‘a name to remember when you think of better lathes." For full 
information, see your nearby Logan Lathe dealer, or write direct for 
a catalog. 
L-1 


CHICAGO 30, ILLINOIS 





SEE THIS POWERFUL 
MECHANICAL LOAD 
BRAKE 
The powerful automatic disc 
and helix type mechanical 
load brake in the Northern 
Hi-Lift Hoist controls the low- 
ering load, and can stop it 
independently of the electric 
broke. All wearing parts 
accessible—particularly brake 

surface, 


ROLLER BEARINGS— 
HARDENED STEEL GEARS 
Machine cut hdrdened steel 
gears, ample size roller 
bearings, turned and ground 
shafts, press fits—one piece 
welded frame. 

Gears operate in oil bath, 


and distribute lubricant to 
bearings. 


New information on elec- 3 
tric hoists, dimensions, engi- 
neering data, etc., is ready in a 
this complete bulletin. Write 
today for Bulletin H-110. ® 


This 5-ton capacity Northern Hi-Lift Elec- 
tric Hoist provides 2 feet more lift for the 
die shop in which it is installed. 


And it’s easy to see the extra lift is needed. 
Without it, the upper part of the die could 
not be lifted over the lower. 


Northern Hi-Lift Hoists provide 12” to 
36” extra lift, according to the capacity 
hoist—providing that much extra effec- 
tive height in your present buildings—or 
saving that much in new buildings. 


TYPES OF NORTHERN HiI-LIFT HOISTS AVAILABLE 


Floor controlled hoists @ Motor traveled hoists 
Cab controlled hoists @ Base mounted hoists 


See our Catalogs in Sweet's Files of Mechanical, 
Process and Engineering Industries. 
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(wa4e LUNKENHEIMER 


Backs Up Its Distrigutors @ 


. F 5 ike VA et HOA — — 
[i] GRIER 


THERE [S A OISTRIGUTOR MER You TO SERVE You 
shew a ee 


VALVES 


Lunkenheimer Exhibit, N. A. P. A. Informa-Show — Chicago, May 27-29, 1946 


Telling P A’s about Lunkenheimer 
Nationwide Distributor Service... 
at the INFORMA-SHOW, Chicago, III. 


[ ... also see monthly publication 


ads in leading trade and 
technical journals 


THE LUNKENHEIMER C2: 


—~= “QUALITY = 
CINCINNATI 14, OHIO, U. S. A. 








NEW YORK 13. + CHICAGO 6 « BOSTON 10 « PHILADELPHIA 7 « EXPORT DEPT 318-322 HUDSON » NE 
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your ieb 


pillips Screw for y i type of screw- 
It's the pred ed combination of types size, met , ish which best 
meets tests approximating the requirements dictated by yOu 
and by the service conditions your product has to meet. 
's Engineering Research Laboratory js all the equipment aod 
or any job- Here engineers and 
ines for resting physical 


strengths, and resistance t wear and vibration. 
1 equipment 


Here are optical comparators, i and also specia 
designed and,developed right in the laboratory: 
This is the “J pformation Center” 00 80Y fastening problem. And from it you 


will get engineered, metallurgical advantages over and above the basic advao- 


trained technician 


v OW tages of American Phillips Screws «°° ease and 


aligned power driving -*° protection against bur’ 
work-surfaces- So write today; free of obligation, 0 


N scREW COMPANY, PROVIDENCE 1, 
coscoge tm 50 0. uncle O° 2: $02 
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A Message of Importance 
to Distributors of 
PALMETTO Packings 


W.. at Greene, Tweed & Co., look upon our 
Distributor Organization as the very backbone of our 
business structure. It must be made and kept healthy 
if we are to realize the future growth and strength for 


which we are striving. 


To this end, representatives of Greene, Tweed are on 
their way to every Stocking Distributor of PALMETTO 


Packings . . . to present a preview of our “program 
8 Pp Pp prog 


for progress.” It is a sound, energetic plan to influence 


far greater usage of PALMETTO Packings. It assures 


extra profits for you through increased sales. 


The heart of our program is a printed statement of 
Policy which we believe will inspire you. It is sincere 


. fair... and operates to the distinct advantage and 


benefit of the PALMETTO Distributor. 


Things are really happening at Greene, Tweed! 


LL2 27a 


GREENE, TWEED & CO. 


_ OT-4849 


SREENE, TWEED & CO. 


ANUFACTURERS OF PALMETTO PACKINGS: 


« Bronx Bivds at 238th Street, New York 66,.N. Y. | 
) Plants\at New York, N.Y, and.Nerth: ‘Wales, Pa. | 


SS a a ee a Se Se - | 
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“And there's Y 


In a few minutes, this threading operation will be cutting 
production costs by increased performance ... . 

The scene below is taking place every day in 
plants all over the country. 

The man on the right is the “Greenfield Man” — 
a trained field engineer with the “know-how” to get the right 
answer to a threading problem, and the “show-how” to pass 
along this information so it can be put into practical use. 

Are your customers making full use of the “Greenfield Man” 
in your territory? If not, and if they have threading problems, 
suggest that they have you call in the “Greenfield Man” to help them. 











ENGINEERING AND RESEARCH 


Sh ii 


FIELD SERVICE MEK 








LEADING DISTRIBUTORS 








GREENFIELD 


GREENFIELD TAP and DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 
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View above shows a typical 

“Deming Pump School” for Dis- 

tributors at the Deming factory, 
Salem, Ohio. 


View at right shows a typical 
pump school for Dealers at The 
Harris Pump and Supply Co. 


Pittsburgh, Pa. 


“Pumpmanship” means salesmanship PLUS the prac- 
tical “know-how” of fundamental hydraulics, proper 
selection of pumping equipment, safe water supply, 
proper wiring, and competent pump service to users. 


Those and related subjects comprise the intensive 
course for Distributors at the Deming Pump School 
at Salem, Ohio. 


The “follow-thru” is where a Distributor, like The Harris 
Pump and Supply Company of Pittsburgh, Pa., con- 
ducts a pump school for Dealers who, in turn, are 


PUMPS AND 


The Der 


100% 
JOBBER 
AND 
DEALER 
POLICY 


>m™m 


WAT 


pa 





better prepared to render high standards of pump 
service to their customers. 


The success of both the “Deming Pump School” and 
the “Harris Pump School” is PROOF that close co- 
operation between manufacturer, distributor, and 
dealer is sound business. 


The diversity of pumps in the COMPLETE Deming line 
plus the “pumpmanship” of Deming Distributors tind 
Dealers makes a winning combination that results 
in higher standards of pump service to customers. 


ER SYSTEMS 


On 


100% 


OF 


QUALITY 


ny 
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STANDARD 


DEPENDABLE 


* How more sales of DELTA-MILWAUKEE 


pepe 2 te sell more supplies. Every DELTA-MILWAUKEE 
Cut-Off Machine you sell 
creates extra sales for you 


You write up a worthwhile order, when it’s for a 
Delta-Milwaukee Cut-Off Machine. But that is only the 
beginning. 

Wherever one of these popular units is in operation, 
there are further money-making opportunities for you: 

{1) ... Te handle the continuous replacement 
business on cutting tools that are regularly 
used up. 

(2). . . To write up supplementary orders for 
attachments and accessories that are in 
themselves substantial units of sale. 

More Delta-Milwaukee Cut-Off Machines in use mean 
more of this added, day-to-day income for you. So, to 
build up your supply accounts, first sell Delta-Milwau- 
kee Cut-Off Machines. 


THE DELTA MFG, CO., 639G E. Vienna Ave., Milwaukee 1, Wis. 


: 


(C) You sell more Coolant Pumps and 
Tanks, for changing standard ma- 
chine into wet operation unit. 


[CD You sell more Abrasive Wheels, for a variety 
of cutting work, 


(1) You sell more High Speed Saw Blades for cut- 
ting non-ferrous metals, 


C You sell more Circular Saw Blades, for cutting 
wood, 


(CD You sell more Tubing 


ond Bor Stock—ferrovs [) You sell more Oiler Af- 
or non-ferrous metals. tachments, for use with 


(You sell more Coolant Pans, 
for efficient wet operation. 


C _ > 
(] You sell more Coolant. ma 


high-speed steel saw 
jp— blede. 
we 


de 


CO Yow sell more Dust Collectors and on 
sepcrate Cut-Off Machine Attachment 
@ Pockages. 


(CD You sell more Pneu- 
matic Clamping Fix- 
tures, for production 
work, 


_) 
DELTA 


Vy mrhrintreraae \/ E-Yol abba(= We Lote) f= 
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it's easier 
to sell a | 
Line 4 


— & 


METRO) carbide-Tipped Tools—Gages 


A top-quality, nationally advertised brand of tools and gages 


that your customers recognize... ask for... and insist on buying. 


Metro assures quick profits for present and postwar selling. 


Territories open. Write for catalog No. 103 and complete details. 


TOOL AND GAGE CO. 


4240 Peterson Avenue 


Chicago 30, Illinois 
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MARVEL 18 


(Capacity. se for Size, 


MARVEL 6A and 9A 
With this ba f twelve No. 6A and No. 9A » 
With chis beuery of ewelve No. 6A and No. 9A for Volume Production 


the Hammond & Irving Forge Co. of Auburn, 
New York can cut-off billets automatically, not 
only in tremendous numbers, but in accurate 
weights and sizes to exactly fill each die without 
waste. With 12 of the “world’s fastest cutting-off 
saws,” they were able to keep all hammers run- 
ning on their tremendous war orders, and were 
able to instantly resume peacetime manufacturing 
without re-tooling or other delay. The No. 6A 
and No. 9A MARVEL automatics have capacities 
of 6” x 6” and 10” x 10” respectively. 


In addition to the battery of MARVEL Automa- 
tics, Hammond & Irving have cutting-off capacity 
of a different sort in their MARVEL No. 18 
Hydraulic Hack Saw—capacity for size—because 
this roll-stroke giant cuts off billets and bars in 
sizes to 18” x 18” cross section. It easily handles 
the toughest and hardest steels. 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People’ 
5700 Bloomingdale Ave. Chicago 39, U. S. A. 
N. Y. 


Eastern Sales Office: 225 Lafayette St., New York 12, 
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...Nor Can YOU 
Miss, Mr. Dealer 


Your customers, now 
more receptive than ever 
to production methods that 
reduce manufacturing costs, 
will be reading the Bright- 
boy ad as reproduced to the 
left, in current issues of 
leading industrial publica- 
tions. You cannot afford to 
miss the attractive sales 
opportunities offered by 
Brightboy’s work - saving, 
product-improving charac- 
teristics. 


The established selected- 
distributor plan of Bright- 
boy, pioneer line of rubber- 
cushioned abrasives, backs 
you to the fullest with lib- 
eral profit margin, sales 
promotion aids, assistance 
of Brightboy field repre- . 
sentatives, extensive indus- 
trial - publication advertis- 
ing, and WIDESPREAD 
ACCEPTANCE AND DE- 
MAND. You can’t miss! 


Ask us about Brightboy 
distributor-franchise oppor- 
tunities in your territory. 


BRIGHTBOY 
INDUSTRIAL DIVISION 


Weldon Roberts Rubber Co. 
NEWARK 7, N. J. 
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Want racts’ on packings and gaskets? Want 
ideas to help your customers operate more efficiently? 
The new R/M catalog can help you keep all kinds of 
hydraulic presses, valves, pumps and other industrial 
machinery packed right. 


This new 1946 catalog is just off the press . . . revised 
... enlarged . . . full of information and photographs 
on the expanding R/M line. . 


This fact-packed book augments your personal knowl- 
edge, can help you to give your customers a special- 
ized, personalized packing service, fitted to their 
individual needs. 








Our Policy 


R/M packings for maintenance are sold exclu- 
sively through authorized distributors. This 
policy is followed to help you develop a profitable 
and growing packing business in your territory, to 
encourage your study of customers’ problems and 
to stock their needs. Any inquirigs submitted to us 
are promptly forwarded to you for handling. 





Seay It’s “Packed with Satisfaction” when you use RIM 


R 


| MANHATTAN 


M RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE AND PACKING DIVISION 


1, Pa is Talelehelelel a gum | 
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North Charleston, S$. C 
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More and more Besly Taps are being sold 


5\6' gesiane® — , f 
ak rapt no HMaesus™ throughout America. More of all taps made 
are Beslys. Together, these facts are sig- 
nificant. They show how highly Besly Taps 
are regarded by leading tap users... and 
reflect the success of Besly’s powerful 5- 
Step Plan of sales promotion. 
Profit-minded distributors will find many 
advantages in selling Besly Taps. Back of 
a good product and nation-wide acceptance 
are consistent trade press advertising and 
a service organization of shop-trained men 
to assist distributors’ salesmen. 
It will pay you to get the facts. Write 


today for full details of the Besly Plan. 


BESLY TAPS e« BESLY TITAN ABRASIVE WHEELS 
ee oe ce a ee eee ee ee eo 


CHARLES H. BESLY AND COMPANY, 118-124 N. Clinton St., Chicago 6, Ill. « Factory: Beloit, Wis. 
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Subject: WRIGHT HOISTS -1946 
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This little matter of Selling:— 





Never before has the mill supply distributor 
and his salesmen had such an opportunity 
to serve industrial America. 


Practically every manufacturer faces rising 
costs. Labor will cost more and raw materials 
will be higher. While some reductions in 
taxes are expected they still will remain 
higher than in 1941. BUT the manufacturer will 
be unable to raise his prices in proportion 

a ae There are two reasons for this: (a) the 
Government won't let him, and (b) too high 
prices would limit demand, reduce production 
and cause unemployment. 


The answer is vastly increased production 





efficiency. 





That's where the distributor and his salesmen 
come in. You know the drills that will make 
more holes per grind. You know the taps which 
will last longer. You know the hoist:which 

has the lowest maintenance. You know how 

to solve material—handling problems. Or, if you 
don't, you know where you can get the informa-— 
tion, which is the same thing. And, in the 
matter of hoists,- cranes or trolleys, WRIGHT 

is noted for dependability. These precision-— 
made machines are backed by long experience 

in solving material—handling problems. Here 

‘is an unbeatable combination for helping 


ont mM 


co esc 
York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 


America boost production efficiency. 















MSx. WRIGHT MANUFACTURING DIVISION 
We AMERICAN CHAIN & CABLE 
hr Business for Your Safety 
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NO CONTAMINATION HERE 


Because CIBA Uses 
ALOYC2-VALVES 


ORMONE and vitamin concentrates are pre- 
cious! Batches, often worth $5,000, must be 
protected against metallic contamination. Delicate 
processes must not be upset by valve failures. So Ciba 
Pharmaceutical Products, Inc., Summit, N. J., speci- 
fies Aloyco Stainless Steel Valves. 
These valves are contamination-proof because they 
are made entirely of al- 
loy. The uniform corro- 
sion-resistance of these 
alloys is assured by 
carefully controlled 


sapereeeers 


pereegereser 


ALOYCO 
DOUBLE DISC WEDGE 
Provides Positive Closure 
That Protects Ciba’s 


Processes 
Discs are free to rotate, 
non-fouling in any posi- 
tion. The flexibility of 
this design assures pres- 
sure tightness on both 
seats and affords easy 
repairs in user’s own shop. 





analyses. To provide easy, positive action, Aloyco 
Valves are accurately machined with super-finished 
seating surfaces. In addition, they are designed for 
quick disassembly—a necessity where valves must be 
inspected, cleaned, and sterilized; as in beverage, food 
and pharmaceutical plants. Long in service life, 
Aloyco Valves well merit what W. Bluntschli, Chief 
Engineer of Ciba, says of them, ‘‘We have found that 
the maintenance of these valves, and we have hun- 
dreds of them in different. sizes in the departments 
mentioned, is practically nil under the corrosive 
mixtures of chemicals and solvents they handle.” 


STAINLESS. STEEL 
VALVES AND FITTINGS 


ALLoY STEEL Propucts COMPANY, INC. 
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OVER 2.250.000 sovernsite, 


Throughout 1946 over two and one-quarter 
‘million advertising sales messages will tell 
industrial buyers why Dayton V-Belts make 
possible more efficient, more economical power 
transmission ... how they save space, operate 
under the most adverse conditions, provide EIGHT REASONS WHY YOU SHOULD BE A 
smooth-flowing, quiet, dependable power. The DAYTON V-BELT DISTRIBUTOR 

publications in which these selling messages 
appear reach into industries of every kind, 
both large and small. Most important, they 
reach the men who specify and buy power 
transmission equipment . . . the men you sell! 
So, read the eight reasons why you should be a 


twe Wore, ‘energy wa 








EXCLUSIVE packaging for low-cost handling. 
Warehouse stocks to back you up. 

Complete, simplified engineering data at your finger tips. 
Factory man in YOUR territory. 


Then, get the complete story of Dayton’s Unsurpassed V-Belt quality. 


hard-hitting advertising and sales promotion 
programs. Write today. 


THE DAYTON RUBBER MANUFACTURING COMPANY 


DAYTON 1, OHIO 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 


Telephone directory advertising plan. 


1. 
2. 
3. 
4. 
Dayton V-Belt Distributor listed at the right. 5. Most complete catalog in the field. 
6. 
‘2 
a. 


Sales promotion tools to fit your particular needs. 











THE WORLD'S LARGEST MANUFACTURER. OF 
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DISTRIBUTORS... 


here are the products that sell 
...and stay sold 


You can see Wood's quality . . . it is evident at a glance. But long- 
time users everywhere will tell you that Wood's products for power 
transmission stand up under hard usage... demonstrating that Wood's 
quality is not the surface kind that wears off, but the built-in type 
that lasts and lasts. 


For 89 years, Wood's have been serving industry faithfully and efficiently. 

Specialized production experience plus consistent advertising that creates 

confidence and builds business, make the Wood's line a profitable one to 

P=) handle. Some attractive distributor territory still open; write us today for 
m + full details. 





WOOD'S PRODUCTS 
FOR POWER TRANSMISSION 
Pulleys « Clutches « Hangers ¢ Pillow Blocks 
Couplings ¢ Bearings « Collars 
V-Belt Sheaves and Complete Drives 


T. B. 'S SONS COMPANY, CHAMBERSBURG, PENNA. 


EWAR N. J e 5BURGH LEVELA 


Ne MA 
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46 YEARS 


ENGINEERING 











Lyon's Product Research Department which 
hos subjected every Lyon product to a 
searching functional analysis. 


One of the completely equipped Lyon 
toolrooms. 


Lyon engineers working on product mod- 
ernization in ovr extensive Development 
Division. This division, headquartered in 

@ separately equipped building, has full 
facilities for producing pilot dels of 
new and improved products designed by 

the Product Research Department. 











Adjustable Shelving * Tool Storage Units * Lockers and Locker Racks * Bar, Pipe and Rod Units 
Work Benches © Gravity Conveyors * Drawing Tables * Tool Stands * Tool Cabinets 
Flat Drawer Files * Wardrobes Storage Cabinets ¢ Filing Cabinets * Stools * Desks 
Folding Chairs * Shop Boxes * Bench Legs « Sorting Files * Kitchen Cabinets * lroning Tables 
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and PLANNING 





“KNOW-HOW” 





Back up Today’s Production of 


More and Better 


Ale], 


METAL PRODUCTS 


Lyon’s program for greater and more 
diversified production extends far beyond 
plant and machinery expansion at Lyon 
factories. 

Every item in the Lyon line has been 
subjected to critical analysis by Lyon plant 
and field engineers. Correlation of data on 
customer needs and production facilities 
has been used as a basis for modernization 


in both design and construction that sets 
new standards for efficiency and economy. 
Maximum production of these greatly 
improved pre-war Lyon products and 
several entirely new ones (see list at bottom 
of opposite page) still await a normal flow 
of raw materials. But, output is mounting. 
And ample additional modern plant facili- 
ties are ready to “roll.” 





LYON METAL PRODUCTS, INCORPORATED 


General Offices: 753 Monroe Avenue, Aurora, illinois 
Branches and Dealers in All Principal Cities 
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Vil really pay off 


Sell CHAMPION Fluorescent and Incandescent Lamps bearing the familiar 
diamond mark of quality and you put yourself in a position to make the most 
of the big, steady, profitable volume in electric lamps. Every single one of 
your Customers and prospects uses lamps and lots of them. Champion quality 


gets you the repeat business. 


CHAMPION Lamps are easier -to handle. No rules, regulations or red tape 
to hamper you from getting new and additional lamp business at lower han 


dling costs and additional dollar return. 


$1 

Li 

You can do more lamp business and make more money selling Champion v 
Lamps. Why not give us a chance to prove it? c 

A 

CHAMPION LAMP WORKS ; 
L yan, Massachusetts wiaaaes fi AE a i 
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and control 
dust, smoke and fumes; con- 


STURTEVANT PLANOVANE EX- 
WAUSTERS collect 


High 

ing and maintenance costs are 
the result of unique Sturte- 
vant Streamlined Inlet and 
Angle Flow into the wheel. 





VENT'LATING SETS 
—used with ducts to exhaust 
air from laboratory hoods, 
toilets, locker rooms, dust- and 
fume-creating machines. Self- 
cleaning wheel can handle 
grease-laden air. Quiet in op- 
eration, easy to clean and cost 


aR 





ANT PROPELLER 
offer countless sales opportu- 
nities as an aid to comfort 
and efficiency. Oversize wheels 
and varying pitch of fan 
blades assure niximum air 
handling capacity. Ruggedly 
built to assure long, trouble- 
free service. Easily installed 
and extremely quiet. 


Westinghouse 
ae) 


mannan 


er ‘eats S88 


er moe 


sande a 


ccc abi» ame eine 
ed ~ 


ES 


STURTEVANT MONOGRAM FANS 
are versatile, ruggedly built, 
and extremely low in operat- 
ing cost. U: either as a 
Blower or Exhauster for dust 
control, collecting and con- 
veying waste or raw mate- 
rials; exhausting fumes, 
smoke, vapors, and supplying 
air for furnace draft, drying 
and other process work. 


—_ 
B. F. STURTEVANT COMPANY * DIVISION OF 
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STURTEVANT Speed Heaters— 


1. FAN DESIGN engineered by special- 
ists in air handling—variable pitch 
wheel insures quiet, even distribu- 
tion of air over the heating element. 


2. QUIET OPERATION because air is 
guided into the fan without noisy 
turbulence, giving more efficiency 
and: less noise. 


3. TWO-WAY PIPE CONNECTION — 
permits installation of either supply 
line or return piping to either side of 
the heater, saves on installation costs. 


4. WIDE RANGE OF SIZES—14 in all, 
makes it possible to select the right 
heating unit for the job, and for 
every size building or plant. 


You'll find the name Sturtevant — 
backed now by the name of Westing- 
house as well—a ready introduction 
because of long leadership in the 
air-handling field. That’s a real sales 
help. More, you can get the co-opera- 
tion of a nearby Sturtevant Field 
Engineer just for the asking. For 
further details, write: THE B. F. 
STURTEVANT COMPANY, Division of 
Westinghouse Electric, Hyde Park, 
Boston 36, Mass. 


3596-50 


Sturtevant 
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Talk of the Trade 


WELL, WELL, WELL: Jack Joyce (W. S. Wilson Corp., New York) is begin- 
ning to get around again, with the help of crutches . . . Jack slipped on a piece 
of ice last winter and suffered a fractured knee . . . Bill Robinson, brother of 
John D. Robinson (J. D. Robinson Co., Savannah) recently suffered a recur- 
rence of a tropical malady contracted while serving in the Pacific with the 
Seabees and had to take a couple of weeks at the seashore to get back in shape 
for the supply business . . . Sanford Doxey (Mill & Contractors Supply Co., 
Wilmington, N. C.) was laid up recently with pneumonia. 





















ELECTED: George M. Schenck (H. D. Edwards Co., Detroit) has been 
elected president of the Better Business Bureau of Detroit .. . Ray Neal (R. C. 
Neal Co., Buffalo) recently was elected to the board of directors of the Buffalo 
Chamber of Commerce for a three-year term. 









PACKAGED TROUBLE: It’s never too late to learn, Floyd Campbell (A. W. 
Davis Supply Co., Portland, Ore.) remarked after he packed a dozen bottles 
of glue in with a package of bolts. 







CONGRATULATIONS: Glen B. Jennings (Cameron & Barkley Co., Tampa) 
has completed 29 years with his firm . . . Glen served in the branch house 
during the first World War. F 











THE MASTER’S TOUCH: Although he hadn’t played golf for three years, 
Ralph Pond (Charles C. Lewis Co., Springfield, Mass.) decided to give it a Skill Will Out 
whirl when he attended the recent Springfield Sales Managers’ outing .. . 
Equipped with an old bag and a set of old clubs, Ralph set out... When 
he had finished he found out his score was low enough to bring a reward of a 
$15 sport shirt. 



















HOBBY CORNER: Gordon Wilson (Dodge-Newafk Supply, Newark) devotes 
his spare time to designing unusual machines . . . Currently, Gordon is spend- 





ing his weekends standing over a hot drum-reconditioning unit, By fc 
: Distribr 
ALL IN FUN: Fred Emerson who recently was elected vice-president of sales. Ii 
Spartan Saw was the recipient of another honor when he attended an adver- satisfact 
tising group’s meeting . . . Fred was tagged officially with the title “The P] 
Galloping Gay Dog of the Year”. — 
and rep] 
: VICTIM: Robert F. Hepburn (BMC Mfg. Co.) lost a suit of clothes while problem 
making a call in New Orleans recently—thanks to a thief who succeeded in To pu 
getting into Bob’s locked car . . . The loss forced Bob to finish the last four ing indu 
weeks of a long swing through the south with a single suit. program 
PERSONNEL CHANGES: A. W. Bowden former manager of the Atlas j rH 
Supply Co., branch of Raleigh, N. C., has been transferred to Charlotte ... mening | 
L. S. Noel and J. F. Linville, Jr., now have charge of the Raleigh unit .. . engineer. 
Douglas Cochran has been promoted to outside salesman for Waterston’s, gether, t] 
Detroit . . . William Howe has joined the Oregon Supply Co., Eugene, Ure., 80 White 


as an outside salesman .. . Tom Jones is now New Jersey representative for 
the Patron Transmission Co., New York. R. W.B. 
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JENKINS 3-POINT FORMULA —3 














— The right road to 
better valve sales... 


By following this 3-Point Formula in their sales talks, Jenkins 
Distributors can be sure they’re headed for bigger and better valve 
sales. It’s a “natural” that pays off to both seller and buyer in valve 
satisfaction. 

Plant and building engineers concerned with valve maintenance 
and replacement respond to this simple, direct approach to their valve 
problems. It’s easy to remember, and it’s easily proved in practice. 

To put this sound selling idea across, Jenkins is featuring it in lead- 
ing industrial publications. It is part of an impressive advertising 
program geared to the interests of valve buyers everywhere. 

This advertising is only one example of the advantages every 
Jenkins distributor can count on. A top-quality product, competent 
engineering service, and sound distributor policies are others. To- 
gether, they add up to better valve sales, better profits. Jenkins Bros., 
80 White St., New York. 13. 


JENKINS 
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“HELPS” FOR CUSTOMERS 
THAT HELP BUILD BUSINESS 


Jenkins literature is 
packed with useful infor- 
mation, on selection, on 
placement, on mainten- 
ance. “Piping Layout” re- 
prints, and booklets like 
“Where to use Valves” 


and “Prevent Valve Fail- 
ure”, are in continuous 
demand, Jenkins Distrib- 
utors know there’s noth- 
ing better to start a sales 
talk, and to create good- 
will that pays out in sales. 


VALVE 
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This message is directed 
to the salesmen of Re- 
public Distributors from 
coast to coast. 





a pw MULTITUDE OF USES - 
iii FOR DIFFERENT TYPES 
f pllectively suppiyng’o™ ff OF WATER HOSE REPRESENT A MA- 
Stans. JOR MARKET WITHIN THE BROAD 
MARKET OF MECHANICAL RUBBER 
PRODUCTS. MULTIPLE ALSO ARE 
THE ADVANTAGES OF REPUBLIC’S 
rhea inducing and making poy FIVE-POINT POLICY, IN REMOVING 
t return, "Ne" with reason. OBSTACLES FROM YOUR SELLING 


EFFORTS. 
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STRAWS IN THE WIND 


weeks, the threat of a buyers’ strike has frequently been 

the subject of attention. The Consumers Council is reported 
to have proposed a boycott of certain commodities. Specifically, 
this would be directed against the high prices of apparel, 
refrigerators, furniture, radios, and household wares. 

W. T. Grant, chairman of the board of the W. T. Grant Com- 
pany, upon the occasion of the 40th anniversary of the founding 
of this large far-flung merchandising organization, predicted 
a flood of consumer goods ahead. He went on to point out 
that the consumers’ day is coming as supply is catching up with 
demand in line after line. “The shift from scarcity to plenty 
may cover another 6 months to a year, but it surely will come.” 

The results of a recent survey of family savings, appearing 

in the June issue of the Federal Reserve Bulletin was fre- 
quently quoted by way of minimizing the importance of war- 
time savings as an element of strength in the market for con- 
“sumer goods over the next few months. This survey indicated 
that the top 30 percent of the families (or spending units) 
held 87 percent of the wartime savings in their various forms. 
It was pointed out that the survey thus revealed no mass 
backlog of savings to support a mass market but rather a 
high degree of concentration. The survey further disclosed 
that the overwhelming majority of the families canvassed indi- 
cated that they had no intention of spending the savings they 
held. 

Thus from many directions, the straws in the wind appear. 
Of course, the change from a sellers’ to a buyers’ market has 
long been forecast. But the added attention to the change cur- 
rently is perhaps a harbinger of the nearness of its approach. 
In general terms, this means final buyers of consumers goods 
will become increasingly price conscious as the change takes 
place. Any slowing up in their buying for price reasons will 
be reflected back immediately to the manufacturer of the 
affected consumer goods. And these manufacturers are the 
customers of industrial distributors. Price again will emerge 
as an important factor affecting the decisions of industrial pur- 
chasing agents. Selling will again be required. ' 


| NEWS STORIES from various sources within the past few 


The change from a sellers’ to a buyers’ market, however, 
is no occasion for panic and unthinking retrenchment. True, 
we have had four years of a sellers’ market, but as supply 
begins to approximate demand we return to normal trade condi- 
tions. As we emerge from a sellers’ market, the change should 
be gradual (barring unforeseen speculative price rises). We 
frequently compare the present situation with the aftermath 
of World War I. Some will recall the abrupt and, for distribu- 
tors, ruinous price collapse that came in 1920. The underlying 
factors of relative money supply, demand and speculative 
inventory accumulations that characterized that period are not 
present in the current picture. If we can keep our heads, the 
transition should be accomplished without a serious disruption 
of business. 

Yes, there are straws in the wind. We again approach a time 
when selling will be required. The straws will be viewed by 
some as a danger signal. These timid ones will take to their 
cellars. But to those with courage and foresight, they will 
serve only as a time signal for the termination of passive re- 
conversion planning and for the inauguration of a program of 
aggressive selling. An approach to an action program is in the 
hands of distributors. 

In the May issue of Mitt Supp.igs, a special 32-page section 
was presented urging again the “Accent on Selling.” There 
a procedure was set forth for organizing the sales efforts of 
distributors and their salesmen to meet the challenge of the 
days ahead. The four most urgent jobs of sales management 
were analyzed and a program of action to successfully solve the 
problems was set forth in detail. 

Even in the coming sellers’ market, there are tremendous 
opportunities for the prepared firm and for the alert and 
trained salesman. The whole level of industrial activity will 
be far beyond anything we knew pre-war. But the business 
will not come begging. Rather, it will be captured by the firm 
and the salesman that seeks it out and then sells both product 
and service. This is a job that requires individual preparation. 
Each distributor and each salesman has a job to do on himself 
and for himself. 
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Selling the Distributor 


CHANNELLING products from factory to market through the 
industrial distributor calls for the closest sort of cooperation 
between the manufacturer and the distributor. One aspect 
of this joint effort is the manufacturer’s advertising. This 
advertising should not only sell the product but also the 
distributor and the role he plays in facilitating the move- 
ment of goods to the consumer. Another phase is the prac- 
tical assistance the manufacturer can develop and offer to the 
distributor to make their selling effort more efficient and 
more productive. 

An example of one manufacturer’s realization of the value 
of letting the public know the advantages to be gained through 
buying from an industrial distributor is presented in an 
article describing the advertising program of Black & Decker 
which appears in the June issue of Industrial Marketing. 
This article was written by Lawrence O’Neill & Van Sant, 
Dugdale & Co., Baltimore, who handle the manufacturer’s 
advertising. The Black & Decker Mfg. Co. initiated this 
campaign with a high-powered, full page, two-color advertise- 
ment in a recent issue of the Saturday Evening Post which 
urged customers to buy from distributors. This ad was 
echoed in many consumer trade publications and was repro- 
duced in Mit Suppties to let distributors know what Black 
& Decker was doing. 

The campaign and the logic behind it are discussed in the 
article and further Mr. O'Neill lists six suggestions for other 
manufacturers who sell through distributors: 

“1. Support distributors—Use advertising to sell your cus- 
tomers on the advantages of looking to distributors as primary 
sources of supply . . . keep them (distributors) in the buyers’ 
consciousness. . 


“2. Help distributors sell—Use advertising to show your 
distributors and their salesmen the sales features of your 
products . . . with ads written directly to, about and for the 
distributor. 

“3. Merchandise your ads—Send proofs of your advertising 
to your distributors before the ads appear. Let them know 
what’s going on, what products you are pushing. 

“4. Give distributors leads—The policy of routing inquiries 
produced by advertising to your distributors is both practical 
and profitable . . . make certain that your distributor in 
the territory from which the inquiry comes has an opportunity 
to turn it into a sale. 

“5. Keep them ‘In The Know’—Give distributors advance 
information on your advertising plans. 

“6. Encourage comments—Negative or positive, distributor 
reactions to your advertising may produce worth while sug- 
gestions from the firing-line that can be incorporated into 
your advertising. . . .” 

Mr. O'Neill concludes: “Distributors are too potent a selling 
force to be ignored in producing successful industriak adver- 


82 








MILL SUPPLIES © JULY, 1946 









tising. They can help your company’s advertising become 
more effective. They can help your company’s selling become 
more profitable.” 


More Outlets For Surpluses 


THE RECENT action of the War Assets Administration to pro- 
vide more sales outlets for certain types of surplus property, 
including many items of industrial supply, should interest the 
industrial distributor who has found it impracticable to keep 
track of surplus sales. The WAA is transferring present 
inventories of consumer goods (WAA includes industrial 
equipment and supply items in this broad category) that have 
not been sold, or advertised for sale, to the WAA region in 
which the goods are located physically. All future declara- 
tions received from owning agencies will be transferred im- 
mediately in the same manner. The action is expected to result 
in consolidating consumer and capital and producer goods into 
a single sales inventory in each of the WAA’s 33-regional offices. 

Formerly, only the 11 original consumer goods regions had 
specific inventories of this type of surplus. While in some 
cases it was possible to allocate the material to other regions 
for disposal, eligible purchasers had to do business with offices 
located at a distance because their own region had no inven- 
tory of surplus goods. 

Placing inventories of surplus goods for disposal in all 33 
regional offices should help in stepping up disposals and at 
the same time make it more convenient for distributors to in- 
spect the goods and to buy. According to WAA, in cases of 
large concentrations of particular types of merchandise having 
a national market, and this type of merchandise would include 
industrial supplies, it will still be possible to allocate the 
goods from one region to another to speed disposals and to 
provide equitable geographical distributions. 

As to the method of selling industrial supplies, each of the 
33 regional offices practices a certain autonomy. Sales experts 
in each of these offices study the goods and: market and then 
determine what method of disposal is best for all concerned. 
They could be put up for disposal in a “site sale” in which 
the goods are offered for inspection and sold at a fixed price. 
The alternative method is offering the goods for inspection to 
each class of eligible purchasers who make sealed bids, as in a 
sale of a large quantity of unused hand tools, industrial sup- 
plies and heavy hardware in New York recently. Sales num- 
bers were assigned to each type of goods offered and deadlines 
for bids were set on each number with separate bid and con- 
tract forms assigned for each sale. In this case, five numbers 
were assigned to hand tools and two numbers to industrial 
supplies and heavy hardware (more than 70 items and all in 
large quantities). However, the important thing to the distribu- 
tor is that the regional offices throughout the country will 
now Carry inventories which should obviate much of the uncer- 
tainty, disappointment, expense and loss of time distributors 
have had to undergo in the past. 
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Al Schuhl, Aro Equipment Co., division 
instruction 


manager, conducts blackboard 
class on tool design and construction. 
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Abrasive Machine & Supply bases sales effort on continuous analysis of sales 
and extensive program of guiding, educating and helping salesmen sell 


direct result of equipping trained 

salesmen with every available pro- 
ductive sales aid, according to the Abra- 
sive Machine & Supply Co., Newark, 
N. J. Its program for the organization 
of sales effort is based on careful, con- 
tinuous analysis of sales which leads 
logically to intelligent guidance and edu- 
cation of salesmen. 

In the words of James Lindsay, sales 
manager: “Sales effort cannot be wisely 
directed unless management understands 
the many problems of meeting customers’ 
needs, keeps up-to-date records of sales 
results, and fortifies its sales direction 
_ with a comprehensive plan to help sales- 
men sell.” 


ee SUCCESSFUL selling is the 


Abrasive Machine’s program to accom- 
plish these ends is built upon the coordi- 
nation of several activities, beneficial to 
salesmen, management, customers, and 
manufacturers. 

To obtain the facts and figures neces- 
sary to sensible guidance of sales effort, 
Abrasive has instituted a system of per- 
petual sales records and analysis, which 
permits Mr. Lindsay a constant insiglit 
to changeable factors in the sales picture. 

The first step in setting up the pro- 
gram was the development of a code book 
in which salesmen, customers and lines 
were listed and assigned code numbers 
for easy identification. Name classifica- 
tion thus was simplified to a more con- 
venient number Classification system 
whereby a coding of 2-14-470, for ex- 
ample, signifies salesman No. 2 selling 
product No. 14 to customer No. 470. 


The Newark office of the McBee Co.. 
then was engaged to design cards and 
iorms for quick, convenient sorting and 
analysis of coded sales records. The 
present system employs two special cards 
and two forms. 

When a purchase order is received and 
typed on Abrasive Machine’s purchase 
order form, code data is added for sales- 
man, customer, and line or lines sold. 
After the material ordered has been 
shipped and a similarly coded copy of 
the invoice has been routed through to 
Mr. Lindsay’s office, a sales analysis card 
is typed for each item sold. This card is 
divided at the top into three sections— 
customer, salesman, and product number 
—and each section has punched holes 
marked with code numbers. The dollar 
value of the sale is also typed in the 
lower right corner of this sales analysis 
card, 

The typed sales analysis cards are sent 
to be punched on a machine which cuts a 
V-shaped segment into the appropriately 
numbered code holes. The cards are 
sorted and filed by salesmen, and are 
ready for inspection at any time. 

James Birch, wo has charge of punch- 
ing and sorting of McBee cards, as well 
as thé correlated aécounting, transfers 
the data on the punched code card to a 
yellow sales analysis report, of which 
there is one for each salesman each 
month. The sales report lists Abrasive 
Machine’s 34 principal lines, and on it 
Mr. Birch inserts in pencil the dollar 
volume for each line as sales are con- 
summated. At the end of the month, the 


salesman’s total sales by lines for the 
year to date are added in, and from the 
completed month’s figures there is typed 
in duplicate an identical white form. 
One copy of the white sales report goes 
to Mr. Lindsay for insertion in a special 
loose-leaf binder, and the other goes to 
the salesmen concerned, for his own 
records. 

In addition to the sales analysis punch 
card, prepared for each sale of an item 
as it is invoiced, a McBee punch card is 
kept for each customer account. On the 
customer’s card is kept a monthly record 
of sales dollar volume by lines purchased. 
The figures on this card come from a 


Actual handling and operation is the 
best way for the salesman to learn 
the merits and characteristics of the 
tools he is going to sell. 





















































monthly capitulation of data on the sales 
analysis cards. 

The flexibility and convenience of this 
system is illustrated every time Mr. Lind- 
say wants to know something about his 
salesmen’s performance, customers’ buy- 
ing habits, or turnover of lines. By re- 
ferring to the loose-leaf binder of monthly 
sales reports and turning to the page for 
any salesman, the sales manager can find 
that man’s volume on any one, or all 34 
prime lines. If Mr. Lindsay wishes to 
know what a particular salesman is sell- 


(1) All new orders are typed on purchase order blanks, 
additional information being added from the code book 
regarding salesman, customer and line codes. 

(2) Copy of invoice, showing codes taken from purchase 
order, is given to a typist, who types up sales analysis 
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ing to one of his regular customers, or 
to which customers the salesman is sell- 
ing a particular item, Mr. Birch can find 
the answer in a jiffy. 

In the case of checking on what a 
customer with code No. 470 is buying, 
Mr. Birch inserts a skewer-like instru- 
ment, called a tumbler, into the No. 4 
hole of the pack, of McBee cards grouped 
for the salesman handling the account. 
Fanning the cards and lifting the tumbler 
causes the cards notched at No. 4 to drop 
out from the rest of the pack. Again 





James Lindsay, sales manager of Abrasive Machine, tries his hand at driving 
home a bolt with a pneumatic impact wrench. 
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cards for each of the lines listed on the invoice. 








Cus- 


tomer, salesman and product numbers are typed under 
the proper headings on the card, and the dollar value 
of the sale is typed in the lower right-hand corner. 
Card is then punched and filed for reference. 





tumbling these cards at the No. 7 de- 
posits the cards covering all sales made 
during a period to the customer under 
investigation. (There is only one cus- 
tomer, among the cards for one sales- 
man, whose code number starts with 4 
and 7.) 

A similar procedure would be followed 
to ascertain which customers are buying 
4 particular line—by tumbling the cards 
of each salesman, but using the “product” 
section instead of the “customer” section, 
of the sales analysis cards for the tum- 
bling key. 

Abrasive Machine’s sales analysis sys- 
tem thus greatly simplifies the selective 
gathering and compilation of essential 
sales data, and eliminates the confusion 
end drudgery usually entailed in less 
systematic methods of reviewing sales 
figures for a period, copying off figures 
required, classifying data, and tabulating 
the final results. The value of many a 
sales study lies in the speed with which 
it can produce the right answer, upon 
which immediate future sales effort may 
he concentrated. Abrasive Machine’s sys- 
tem has proved most satisfactory in this 
regard, says Mr. Lindsay, and has 
brought to light many significant facts 
which might otherwise have lain buried 
under mountains of paper work. 

Another very real advantage of the 
sales analysis system is that it enables 
the aggressive distributor to keep abreast 
the changing tides of consumer demand 
at a time when there are daily additions 

of new industries to the roster of profit- 


















(3) The typed sales analysis cards go to Janes Birch, 
who inserts them in the punching machine and stamps 
out the numbers according to code. The cards are then 
sorted by salesman and products. 

(4) Mr. Birch pencils each salesman’s figures on a 
This slip is added to as 
the month progresses, and cumulative figure entered. 


yellow sales analysis report. 


able customers. Only through such a link 
with industrial trends can the industrial 
distributor hope to grow with business in 
his locale. 

When it is found that a salesman is 
neglecting certain customers, or that sev- 
eral salesmen are ignoring certain lines, 
Mr. Lindsay discusses the problem with 
those concerned in an effort to discover 
underlying reasons. Extra effort in some 
phase of the company’s selling program 
usually strengthens the weak point. This 
is mutually beneficial to the salesmen and 
their firm. 


Sales Clinics Play Big Part 


The information available from sales 
records is, of course, worthless unless the 
lessons learned are followed up with con- 
structive selling effort. To keep Abrasive 
Machine salesmen aware of their poten- 
tialities and to help them capitalize to the 
utmost on their field work, Mr. Lindsay 
considers continual education and _ pro- 
motion “musts”. 

An important part of the organized 
sales program are the regular bi-weekly 
manufacturers’ sales clinics which have 
been jointly conducted by Abrasive Ma- 
chine and its suppliers for years. 

At a recent clinic, two district repre- 
sentatives of the Aro Equipment Co. were 
present to demonstrate pneumatic tools 
and discuss sales plans with the dis- 
tributor’s salesman. The morning session 
was devoted to an informal demonstration 
of various tools, during which each sales- 
man had an opportunity to handle equip- 
ment in operation and watch actual tool 


At the month’s ending, the typist collects the yellow 
reports and transfers the penciled figures to the final 
sales analysis report. One copy of this type-written 


report goes into Mr. Lindsey’s ledger, one to the sales- 


man. 


disassembly for interchange or repair 
purposes. The questions arising as the 
demonstration progressed, as well as 
those previously encountered in the field, 
evoked answers which will be invaluable 
in future sales contacts. 

The demonstration was followed by a 
classroom discussion, conducted by Al 
B. Schuhl, New York division manager 
of Aro Equipment Co. Using a black- 
board, he diagrammed the working parts 
of the company’s products, explaining 
the design and function of each. Abrasive 
Machine salesmen displayed lively inter- 
est in the subject and asked questions 
indicating a knowledge of the product 
which must have been heartening to Mr. 
Lindsay. 

Matters discussed during the black- 
board session included application of 
pneumatic tools to customers’ specific 
problems, education of customers to pre- 
vent abuse of tools, meeting competition, 
answering customers’ queries and objec- 
tions, promotional plans of the manufac- 
turer and their coordination with the dis- 
tributor’s selling drives. 

At the end of the sales clinic, which 
lasted the greater part of a day, Abrasive 
Machine salesmen were well equipped for 
the concentrated sales campaign on Aro 
tools which began the following week. 


Movies in the Program 


To further add to salesmen’s product 
knowledge, Mr. Lindsay makes wide use 
of motion pictures. Films obtained from 
the state film library. manufacturers, and 
industrial film lending agencies are shown 
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A monthly and yearly analysis card is filled in 
from figures on the yellow form, and kept readily 
accessible for study of sales coverage. 


to salesmen at periodic intervals to tie 
in with scheduled sales campaigns. 

“Pictures are available for almost any 
topic we are interested in,” says Mr. 
Lindsay. “It is only a matter of knowing 
where to obtain them.” 

A recent picture showing was one deal- 
ing with lathe operation. “Our men do 
not sell lathes,” explained the sales man- 
ager, “but they sell cutting tools. We 
believe they can sell more cutting tools 
if they know something about the prin- 
ciples of lathe operation from the oper- 
ator’s viewpoint than if they have no such 
knowledge.” 

Sales clinics and meetings are sus- 
pended during the summer months at 
Abrasive Machine & Supply, and during 
that time the sales program for the next 
year is planned. Manufacturers’ sales 
classes and motion picture showings are 
scheduled, and promotional literature 
mailings timed to correspond. Manufac- 
turers are invited four to six weeks in 
advance, so that last minute changes do 
not upset the pre-established sales activ- 
ity calendar. Such thorough planning is 
one of management’s prime responsibili- 
ties, in Mr. Lindsay’s opinion. 

With careful study of sales from com- 
bined salesman-customer-product analy- 
sis, with encouragement and direction of 
sales effort where it should do the most 
good, and with salesmen’s interest and 
product knowledge maintained at a high 
level, Abrasive Machinery & Supply be- 
lieves itself well armed to meet the op- 
portunities of an expanding industrial 
market. 





Oscar Elledge explains the stock list to T. A. 
Snyder (right) who recently joined the Fournier 
Co., after serving in the armed forces. 


disclosed that they are vitally in- 
terested in being kept informed as 
to which products are available imme- 
diately, the Fournier Rubber & Supply 
Co., Columbus, O., has issued the first 
of a series of “stock list” catalogs. 
As explained on the first page of the 
28-page booklet, the list was compiled 


| sTuDY of customers’ wants having 


The words “stock list” are featured prominently on Fournier 
Rubber & Supply Co.’s new booklet and the file folder in 


which it is enclosed. Charlies Mack inserts a booklet. 


“BUYERS ARE INTERESTED 
Distributors study shows this sohe meets the IN AVAILABILITY” 


problem with a listing of “available stock" 


“from factual inventory records with no 
enlargements whatsoever.” It is explained 
further that the list “represents the 
stock which we endeavor to maintain and 
is intended to be your guide to what 
you may normally expect to find in stock 
—at all times.” 

To promote the use of the list. the 
Fournier Co. enclosed it in a regular 


file folder and suggests to each, customer 
that the booklet be filed “for quick refer- 
ence when your needs for rubber prod- 
ucts or safety equipment arises.” 

Distribution of the catalogs was han- 
dled by the company’s salesmen and, in 
addition, requests for it were solicited 
through the company’s regular newspaper 
advertising. 





Covering the Growing Rural Market 


tral Supply Co., Fresno, Calif.. 

having made a systematic appraisal 
of the market situation, industrialwise. in 
the central California territory has con- 
cluded that the rural trade represents a 
rapidly increasing industrial supply mar- 
ket. However, he has found that it is 
ene in which the industrial distributor 
cannot logically figure as a direct selling 
agency—he must work through a line 
of dealers. 

This group of rural buyers (grain and 
stock ranchers, fruit growers, vineyard 
and cotton growers) is using much more 
power equipment than ever before. As 
@ consequence, it is becoming a larger 
and larger buyer of electric tools, heavy 


Hs" BENTSON, owner of the Cen- 
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power equipment, belting and _ other 
power transmission equipment. ball bear- 
ings. chain, hand tools, etc. One specialty 
is in particular demand at this time 
wire braided hydraulic hose used to op- 
erate hydraulic scrapers and other land- 
leveling equipment. 

To reach this trade, Mr. Bentson has a 
policy of selling through local farm 
equipment dealers. He does not set up 
exclusive local dealerships as outlets for 
the lines he carries. Instead. he sells to 
all local farm equipment dealers who 
will buy, depending upon the services he 
renders and the lines he represents to 
obtain and hold customers. His sales- 
men. therefore, have these outlets to call 
upon in addition to regular customers. 
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In the case of rubber goods, power 
transmission and certain other products, 
-chedules already have been set up pro- 
viding dealer discounts on standard pack- 
age quantities. 

In other cases, notably tools, etc.. no 
provision has been made to cover an 
intermediate dealer and the distributor 
makes some provision out of his own dis- 
count, based on quantities bought and 
other factors. 

As a result of his study and revalua- 
tion of his territory potential, and de- 
termination to work along with the deal- 
ers, Mr. Bentson’s business traceable to 
rural sources has already climbed to 
about one-half of his total, with indica- 
tions that it will go considerably higher. 





PIONEERING 
WITH DECIBELS 


Son's ambition to seek different career from 
father's fades as Rochester, N. Y. supply firm 
explores industrial sound equipment field 


of Don Erskine, president of the 

Rochester, N. Y., industrial supply 
firm of Erskine-Healy, Inc., embarked 
on his own sound amplification service 
business seven years ago, he was posi- 
tive that he was striking out on a totally 
different commercial career than his fa- 
ther’s. At the time, he thought it far 
fetched that his own interest in the more 
glamorous field of audio-electronics had 
anything in common with his father’s 
concern in selling more prosaic products 
to “smokestacks”. 

However, imaginative planning by 
Erskine-Healy officials and young Mr. 
Healy’s* intensive preoccupation with im- 
provements of sound equipment com- 
bined to bring father and son together in 
the same commercial family. Today 
young Mr. Erskine is sales engineer in 
charge of Erskine-Healy’s industrial 
sound equipment department, which is 
successfully exploring the possibilities of 
sound amplification and communication 
in the industrial market. 

The transition from ordinary com- 
mercial marketing of sound service from 
a small store to the selling of similar. 
though larger and more complicated. 
equipment to industrial plants, was not 
an overnight adventure for young Mr. 
Erskine. Following his graduation from 
Rochester University with a bachelor of 
science degree in mechanical engineer- 
ing, Mr. Erskine studied economics for 
a while and then did a little retail selling. 
He was more interested in radio elec- 
tronics .than in the industrial supply 
business to which his father invited him, 
and, after his retail selling experience, 
he went into the sound service business 
for himself. 

Under such circumstances, the sound 
service business was small pickings. In- 


Wi: younc Walter D. Erskine, son 


dustrial plants, hospitals, railroad sta- 
tions and other institutions covering lange 
areas, generally speaking, had not been 
introduced to the advantages of sound 
systems. The customers were small— 
hall room parties, ball parks, auditoriums 
—and more service was sold than equip- 
ment. With the improvement in equip- 
ment and education of industrialists in 
the multiple uses of sound systems, 
young Mr. Erskine decided that selling 
to “smokestacks” might not be such a 
bad idea after all. 

To get started in selling complete sys- 
tems needed capital and industrial con- 
tacts, all of which Erskine-Healy had. 
Since young Mr. Healy had the idea 
and ambition, the elder Mr. Erskine, Ray 
Healy, the treasurer, and W. P. Ward, 
vice president, decided to set up the in- 
dustrial sound equipment department to 
supplement their appliance department. 
Young Mr. Erskine was placed in charge 
and, after more than six years, he found 
himself following in the footsteps of his 
dad without having planned it that way. 
The difference was that, instead of en- 
tering this new phase of his career as a 
raw beginner, Mr. Erskine was starting 
out with seven years of selling experi- 

(Continued on page 221) 


Mr. Erskine instructs an 
employee in a large con- 
fectionary factory in the 
handling of a master con- 
trol sound system unit. 





Walter D. Erskine, sales engineer of 
Erskine-Healy’s industrial sound equip- 
ment department, demonstrates an am- 
plifier control. 





Loud speakers for industrial use 
come in different forms and sizes. 
Mr. Erskine looks at a large fac- 
tory model he has set up for 
demonstration. 














LIKE FATHER 


| arise, I face the sunrise, 


And do the things my fathers learned to do. 


- - LIKE SON 


ow THAT the war is over, more and more sons are joining 
N their fathers in industrial supply companies. The move- 
ment is significant, especially in times like these when 
there are openings in virtually all fields. It means that there 
is a bright future for the industrial supply business and that 
the sons see a future for themselves in the business. 
The movement also means that the field is almost certain to 


The third generation is breaking into the business at 
General Tool Co., Portiand, Ore., by cutting his teeth on 
a pair of pliers. He’s with his grandfather and father, 
J. C. Derville, Sr. and Jr. 


— Conrad Aiken 


keep pace with ever-changing conditions. The combination of 
young aggressive men and older more experienced men is a 
hard one to beat and is made even stronger when it is made up 
of father and son. 

There probably are many more father-son combinations in 
the supply business and Mitt Supp.ies will welcome pictures 
of them for publication.—The Editors. 


Still in uniform when this picture was taken was C. E. 
Sears, son of C. M. Sears, branch manager of R. C, 
Neal Co., in Rochester. 


Wendell H. Clark of Samuel Harris Co., 
Chicago, recently welcomed his son, Wendell, 
Jr., back from the armed forces. 


William T. Ryan, Jr., Cutter, Wood & Sanderson Co., 
Cambridge, Mass., accompanied his father to the recent 
Triple Mill Supply Convention in Atlantic City. 





The two sons at Pedersen Bros. Tool & Supply Co., Chicago, are partners 
in the firm. Left to right are Will Pedersen, his son, Roy, Louis Pedersen 
and his son, Alfred. Alfred returned to the firm late last year after 
serving in the Army. 
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Denver has its father and 


: e son combination with 
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in the firm bearing his 
father’s name. 


James G. Christie, treasurer of the Chicago firm of 
Barrett-Christie Co., has two sons in the business, R. D. 
“Bob” (left) and W. G. “Bill.” 


In San Francisco, the A. J. Glesener Co., has two A. 
J. Gleseners on the payroll, senior and junior. 


After serving in the Air Corps, Kenneth 
Yorke has joined his father, Arthur Yorke at 
the Hansen & Yorke Co., New York. 


A new high in the father-son combination is found 
at Page Steele & Flagg Co., New Haven. Seated 
left to right, are Fred H. Page, George E. Steele 
and W. W. Flagg. Standing behind their fathers 
are F. H. Page, Jr.; G. Donald Steele, and Paul 
W. Flagg. 





It takes a good number of bins 
to store spare parts. There are 
approximately 20,000 items in 
stock. 


distinct ways.” 

H. J. Zonne has been doing it in 
connection with. electric tools in Los An- 
geles for 20 years, with his Zonne Electric 
Tool Co. And now his two sons, Robert 
J. and Phillip W., are with him as busi- 
ness partners. His work in this field has 
been referred to as of a pioneering char- 
acter. 

What are these “Seven Keys” to success 
in building up an electric tool distribut- 
ing business? The Zonnes answer: 

SELL the electric toels themselves for 
every purpose, and the lines of the best 
manufacturers. 

SELL everything that the tool uses or 
is directly accessory to it. 

SELL a complete shop repair service 
on all of the tools and accessories han- 
dled. 

SELL from a complete stock of tool 
parts for the lines distributed, as well as 
parts for most lines not carried by us. 

SELL the applications of the tools as 
well as the tools themselves, through sales 
engineers of long training and experience 
—in other words, a sales engineering 
service. 

SELL by concentrating major effort in 
picked fields. 

SELL direct to these fields, and buy 


OV ai AND AGAIN SELL—in seven 


90 


KEYED TO SELL 


Los Angeles distributor cites seven keys to success in build- 


ing up electric tool sales, believes prospective salesmen 


need two years of training 


Displays of all the tool lines and many of the accessories handled are 


maintained at all times. 


direct from the manufacturers, employ- 
ing no intermediate factors on either side. 

What constitute the accessories of elec- 
tric tools—everything a tool uses? Zonne 
Electric stocks no less than 35 separate 
lines, constituting a pretty good variety 
of industria) supplies. They include 
abrasives; arbors and pillow blocks; bear- 
ings, ball; belts; bits, drill; bits, hammer 
drill; bits, screwdriver; brushes, carbon; 
brushes, wire; bits, router; chucks; con- 
nectors, cord; cord, R.C. and cord protec- 
tors; dressers,- wheel; drums, rubber; 
files; files, rotary; goggles, helmets, 
safety shields, respirators and lenses; 
grinding wheels, gumming; hacksaw 
blades; hole cutters; hole saws; lubri- 
cants; points (mounted); polishing 
items; polishing wheels; pulleys; sand- 
ing pads; saws, band; saws, circular; 
shields, lags, plugs, etc.; soldering irons; 
sticker bolts; switches. 

While the majority of these accessories 
are stock items with general industrial 
supply houses and in that sense are com- 
petitive, the Zonnes carry them so they 
can give tool customers complete serv- 
ice. They believe this is one of the 
strongest factors in distributor-customer 
relationship and promotes tool sales. 


MILL SUPPLIES © JULY, 1946 


The shop is another adjunct to sales 
that is of major importance, though not 
run as a profit builder. Tools are re- 
paired—completely rebuilt if necessary 
from stock parts, or, lacking those in 
times of stress, using parts manufactured 
in the shop. Motors also are rewound and 
reconditioned. The point is, if the cus- 
tomer needs help, give it to him at once. 
A customer helped in emergencies is 
held to you with strong bonds of grati- 
tude. 

In the same category, the parts stock 
represents a service so tied in with sales 
that it has been said that without a single 
salesman out, without advertising or other 
sales promotion, a pretty healthy electric 
tool business could be maintained just 
from customers coming in for spare tool 
parts, who would eventually become in- 
terested in buying new tools. The Zonne 
stock of parts reaches approximately 
20,000 different items. Stocks of parts, as 
nearly complete as it is possible to make 
them, are maintained on all the lines of 
tools they handle. Besides that there are 
fairly comprehensive stocks of parts for 
almost every other tool made. Naturally, 
good service on outside lines leads to 
eventual sales of the tools they do handle. 





H. J. ZONNE 


R. J. ZONNE 


P. W. ZONNE 


Making up abrasive bands 


department head, and Alice 


Their service is an engineering sales 


service. It is said that it takes from three 
to five years to make a tool salesman who 
is beginning to know his way around in 
the business and understand the problems 
of the customer so as to be able to step 
in and help him. The Zonne salesmen 
have been with the company from twelve 
to fourteen years on the average. The 
company trains its new men thoroughly. 
Unless the man comes from another or- 
ganization where he has had training and 
experience, all prospective salesmen are 
put through the same routine. 

First the man is put in the shop or in 
shipping and stock and stays there for 
six months getting the “feel” of the tools 
themselves. If he is a stock man, every 
day he is “selling” parts to his own serv- 


is a supple- 
mentary service. Here are R. C. Kingman, 
Appodaca. 


“keys” to sales. 


ice shop and finding out where they are 
used and how the tools are constructed. 
He stays there for about six months. 

The next step is to the city counter, 
where he comes in contact with the cus- 
tomer and his problems. He stays there 
a minimum of at least a year, learning to 
sell and to understand what electric 
tools are called upon to do. During this 
time he has the opportunity, if he chooses, 
to take up a home-study course on elec- 
tric tools and their applications, laid out 
by the company. 

There is also a weekly sales meeting on 
Saturday morning at which Sales Man- 
ager C. M. Edwards first briefs the major 
tool problems that have come up during 
the week and how they were solved. Then 
he takes up a single tool and covers all 
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Rebuilding and repairing of all makes of electric tools is one of the 
This is the shop and motor winding department 
which is operated in Los Angeles by the. Zonne Electric Tool Co. 


of its selling points as well as those of 
the accessories that go with it, followed 
by an extensive discussion of the appli- 
cation of the tool and its accessories. 
Every second or third meeting, the manu- 
facturer’s representative of the tool of 
the day takes over the meeting at the re- 
quest of the sales manager. He demon- 
strates the tool, takes it apart and covers 
every detail, 

By the time the embryo salesman is 
ready to leave the counter and go outside, 
he has spent from 18 months to two years 
inside learning. The sales manager then 
takes him under his wing and they go 
out together on miscellaneous calls for a 
period of 30 days, to give him an over-all 
perspective of the outside sales job and 

(Continued on page 217) 



















W. W. Warrington, author of this 
article, is sales manager of the 
T. S&S. McShane Co., (formerly 
oo Machinery & Supply 
0.). 


VERYONE AGREES that it is unfair to 
send out to the trade an untrained 
or poorly trained salesman: it’s un- 

iair to the employer, unfair to the firms 
called on and, of course, unfair to the 
salesman. 

Yet all of us, at one time or another 
have had to suffer through a stumbling, 
faltering sales presentation. 

Where does the fault lie—what is the 
remedy? If you are fair about it (wait- 
ing at least ten minutes after the un- 
trained salesman retreats from your 
office), it becomes obvious that the main 
fault does not stem from lack of good in- 
tentions on the part of employers. No 
one would deliberately send out a repre- 
sentative who discredits his house. If 
such is the case, then the fault, and the 
remedy, must lie in the training program 
itself. 

In all too many instances, the training 
program consists of putting the new man 
through the warehouse and city sales, 
arming him with a catalog and sending 
him forth. Those steps in themselves are 
good. However, they are but part of the 
real job, and a small part at that. 

Any sales training program worth its 
salt not only goes past these preliminary 
steps, but is in reality a continuing pro- 


The price of successful sales training: 


Distributors faced with need for training salesmen, will 
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find this discussion of sales training methods refreshing in 





program in the world, no worthwhile 
progress will be made unless the subject 
materiz] run through it is capable of 
learning and has certain basic assets in 
personality, background, appearance, 
habits and the like. Therefore, even in 
times of manpower shortages, extreme 
care must be used in the selection of men. 
Some larger employers have used aptitude 
and other tests with varying success. In- 
dications are that such schemes possess 
merit and further experience may well 
bring about fairly universal use of apti- 
tude tests in the selection of salesmen. 
Until that future time, however, the old 
guides, such as past employment history, 
education, personality, appearance and 
personal habits probably will prevail as 
determining influences. 

The weights given to these various fac- 
tors depend on the policy of the hiring 
company. Some firms prefer to hire top- 
notch, experienced and mature men. 
Naturally, you’ve got to bid for this type 
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of man. Others prefer to “grow their 
own” salesmen, feeling that the finished 
product is tailor-made and worth the 
effort. But, irrespective of what policy 
prevails, one rule always brings good re- 
sults: “Get the the best available man- 
power that suits your needs.” Actually, 
it is better to be without a salesman in a 
territory than to employ someone who 
may do the firm harm which, if not per- 
manent, may take years to undo. 


Fit the Training 


Assuming that satisfactory sales mate- 
rial has been selected, the next step is to 
fit the training somewhat to each man’s 
peculiar needs. For example, it would 
he a waste of time to keep a tyro sales- 
man in a warehouse for a month or two 
it he already had that type of experience. 
In that case he would need but a few days 
to catch on to the particular manner in 
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; J - - Salesmen enter a record of their calls on this simplified 
one. daily call sheet. The salesmen keep carbon copies, mail- 
Obviously, with the’ best sales training ing originals at the close of each day. The information 
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which his new company operated. The 
next step should be a certain time spent 
working in city sales (this too is contin- 
gent on the man’s past experience). 
And, of course, a thorough study of the 
catalog is essential. 

The next step might well be a series of 
short field trips. This does not mean cut- 
ting the salesman loose from his anchor 
in the office. He should go out for a 
swing and then come back and work at 
the city counter or some other phase of 
inside sales work, learning accounts, lines 
and the like. Two, three or four such 
trips might be made. It goes without say- 
ing that such field trips are made under 
the’ protective wing of an experienced 
salesman or the sales manager. 

These initial trips give a man the feel 
of things and instill confidence in him. It 
should be noted that up to this stage all 
training has been on a basis most favor- 
able to the man. He has had little if any 
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Each salesman checks off items sold to an account. 


chance to become timid or lose confidence. 
After spreading his wings on short field 
trips, weaknesses in the man may become 
apparent to himself or to the man who 
worked with him. The next few days or 
so might be devoted to overcoming these. 
Finally—after a lapse of two or three 
months the man is ready to be pushed 
out of the nest, so to speak. 

For about the first week or two the 
new man in his new territory is best left 
strictly alone. He needs an opportunity 
to “go it alone” and find out how little 
he really knows. He finds out that all 
his earlier training is merely the founda- 
tion upon which his real knowledge is 
to be built. This is the most delicate 
period in the training of a new man. It 
takes experience and good judgment to 
determine at what point his confidence 
and enthusiasm starts to wane. For it 
is at that point and only then that a 
life line in the form of a visit from the 
sales manager or a top flight salesman 


a 





on the sheets is transferred to cards by office workers. 
The cards provide a five-year record of account activity 
and a guide for management in determining sales effort. 
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should be thrown to him: Too soon 
and the man may become too dependent 
on others; too late and he may lose 
heart. 

These “jack up” visits are an excellent 
polishing process, The man can be 
helped to overcome weaknesses and im- 
prove strong points. Four or five such 
field visits, each lasting anywhere from a 
day to four or five days, may be made 
on each new man. Finally, the day comes 
when the man is ready to go it himself. 


Timing Essential 


Only after the new salesman has 
proven his ability is he encouraged to 
work with factory men. (He is trained 
to sell the full line and an embryo sales- 
man is too susceptible and easily led. 
When he knows his way around then it 
is time enough to let him work with the 
factory man for this or that line.) And, 
insofar as going to factory schools is 
concerned, there is little or no value in 
sending a green hand to school. It is 
only after he gets the feel of his job, 
‘bumps his head against application and 
‘other problems that he will get the maxi- 
mum benefit from a manufacturer’s 
school. 

Meanwhile, of course, the salesman has 
at his command various proven sales 
‘aids. It is important for new as well as 
for old hands that paper work be held 
io a minimum. But it is just as essen- 
tial that the minimum amount of paper 
work required be done consistently and 
intelligently. 

Number one among the things a sales- 
man needs is the catalog. If this is in 
loose leaf form it is helpful in some 
cases for the salesman can build up his 
catalog to include all standard items or 


(Continued on page 219) 
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Personal Deliveries 
As Part Of Selling 


Tom Jones, who recently opened a new 
territory in New Jersey for the Patron 
Transmission Co., New York, has been 
in the leather belt and transmission 
equipment field for 25 years. Aside from 
the product and sales knowledge he has 
acquired during the years, Mr. Jones 
has found that a wiilingness to personally 
assist a customer is the best way to get 
new purchasers and to retain the regard 
of old ones. 

He recently hurried around to the plant 
of a chemical manufacturer in south 
Jersey after having received an S.O.S. 
call. Arriving at four in the afternoon, 
the salesman was confronted with a 
broken-down gear head motor, the parts 
of which, he knew, could not be replaced 
inside of eight to ten days. This was 
out of the question to the production 
men in the chemical plant, who felt that 
a 24-hour shutdown was all their quotas 
could allow. Asked to find some way to 
get the machine back in production by 
four on the following afternoon, Mr. 
Jones examined the mechanism to see 


C 


what sort of a substitution could be made. 
Deciding that a motor reducer would 
do the job after a few installation 
changes. he telephoned his firm in New 
York and found that it could live up to 
its “Off The Shelf Service” motto. 

Mr. Jones was in the Patron establish- 
ment before eight o’clock the following 
morning. Collecting the motor reducer 
and accessories needed to complete the 
job, he drove through the Holland Tun- 
nel at nine, and arrived at the plant 
around ten. The: installation consumed 
three or four hours, but the machine was 
back in production before the 24 hours 
ran out. Several supervisors and one 
salesman heaved sighs of relief as the 
“wheels of industry” once more took up 
their countless revolutions, and the cus- 
tomer’s products started to roll into the 
packaging and shipping rooms again. 

Mr. Jones backs up his personal serv- 
ice with the desire to keep right on learn- 
ing more about transmission equipment 
and methods. Formerly with the Dodge- 
Newark Supply Co., Inc., Newark, he 
has been secretary of the Power Trans 
mission Council, North Jersey Chapter, 
for the past eight years. 


Tom Jones, left, and Victor Cangro, sales manager, Patron Transmission 
Co., New York, discuss the installation in the New Jersey chemical plant. 
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Seek Information 
Before Calling 


D. A. Branson stresses the Im- 
portance of preliminary spade 
work, learning everything possible 
about a prospect, before making 
that first call. ° 


IN THE OPINION of D. A. Branson, sales- 
man for the Orr Iron Co., Evansville, 
Ind., distributing firm, a good salesman 
always learns as much as possible about a 
prospective customer before making his 
initial call. He terms an unprepared 
call, a “cold” one. 

“No matter how little factual informa- 
tion is turned up in your pre-call re- 
search, that little bit is infinitely valuable 
and often means the difference between 
no sale and a successful call,” Mr. Bran- 
son says. 

“There are many ways of doing this 
research work. One is to talk to friendly 
accounts who may know the purchasing 
agent in the company you are trying to 
crack. At least, they may know some- 
thing valuable about the prospect’s op- 
erations, his supply needs, methods of 
production, and the like.” 

“In my case, at Orr Iron,” the sales- 
man explains, “we have records of most 
accounts and possible accounts in this 
trading area and, since I know where 
I’m going on each trip, I always study 
the records. In most instances, the in- 
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formation given there is sufficient.” 

“Another important thing is this: The 
less you know about an account, the more 
imperative it is that you encourage the 
purchasing agent to do the talking. As 
he speaks, you may pick up valuable 
leads on what he is looking for.” 


Present Conditions Call 
For Aid To Purchaser 


“AS THE MAIN function of the salesman 
is to render service, it is obvious that 
service should be directed at the point 
where it will do the customer the most 
good,” points out R. S. Macalister, tool 
engineer for Almquist Bros. & Viets, Los 
Angeles. “Today the purchasing agent 
is facing more critical problems than 
ever before, just to keep a plant going. 
On the other hand, the production depart- 
ment is more or less stymied through 
lack of materials, and it is the same 
with the plant operating department,” he 
explains. 

This is the reason for Mr. Macalister’s 
decision to reverse the usual selling tac- 
tics and to put more time in servicing 
the purchasing departments of his ac- 
counts. 

He pursues this policy in two ways: 


Perform service where It is most 
needed, advises R. S. Macalister; 
tool engineer for Almquist Bros. & 
Viets, Los Angeles distributing 
company. 

















ao 
i 
As) 




















ee | 
DEPT 






























































——Ad. 








<7 Farm 





“Cut out this one for you and one for me stuff—and 
let's get these orders out" 


(1) Once a day he makes a check of 
his company’s incoming stock, finds out 
what is already allocated and what is 
not, and from the latter material picks 
out the items of interest to his customers. 
He then telephones the purchasing agents 
in the companies he sells to, advising 
them of the availability of certain items 
so that they can act at once while the 
supply lasts. (2) Each day, while out 
making calls, he goes to the purchasing 
agent first and gives his service where it 
may be required, doing what might be 
called “leg work” for the buyer. That 
means possibly being sent into the plant, 
where he already knows his way around, 
to get information on certain products 
needed, to set up “and supervise tests 
of equipment or materials, etc. By giv- 
ing personal attention to such matters 
and reporting back to the purchasing 
agent, he saves the latter’s time. Some 
of the work is in connection with outside 
persons—manufacturers’ representatives 
and agents—all with regard to running 


down supply sources and getting action 
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on the items that are vexing the pur- 
chaser. 

“Time was when our problem was more 
of a mechanical one,” the salesman says. 
“when we worked with the production 
manager, the engineering staff or the 
shop superintendent in finding more ef- 
ficient tools or ways to cut steel faster, 
to make more products, or to search out 
more sources for material with which to 
make the products. Now it is different. 
Customers now beg for some steel to 
cut—at prices that will stick, so they 
can figure costs. They want us to help 
their purchasing departments to give 
them the “necessities of life” so they can 
carry on.” 

Mr. Macalister has taken the tip and 
is rendering first aid to his buyers, with- 
out, however, losing contact with the pro- 
duction men. After all, he figures, the 
time may come when the shoe is again 
on the other foot, and an industrial sup- 
ply salesman has everything to gain and 
nothing to lose in retaining every contact 
he has in customer’s plants. 





Hollis & Co.’s new home is surrounded by parking space equipment. 


A railroad track runs between the main ware- 


for customers only. Note the many windows and ventilating house and a storage warehouse for heavy machinery. 


NSPECTION INVITED 


Little Rock distributor moves into new quarters especially 
planned, designed and built for industrial supply work; display 


space utilized to "sell ‘em something more” 


Hollis & Co., Little Rock, Ark., was 

especially planned, designed and 
built for a mill supply company, at an 
approximate cost of $85.000. according 
to J. H. Hollis, president. 

Located in downtown Little Rock, the 
offices and warehouse cover about a half 
city block, all on one floor of approx- 
imately 25,000 sq. ft. floor space. There 
is ample parking space for customers 
surrounding the building. 

The warehouse has approximately 10,- 
000 sq. ft. It has steel sash windows for 
daylight lighting and fluorescent fixtures 
over the bins and on the ceilings. Offices 
on one side of the building are well 
lighted and ventilated. A display space 
and the sales office run across the entire 
front of the store occupying a space about 
140 ft. by 30 ft. 

On entering the front door of the firm, 
customers are in the display office, where 
items are arranged for eye appeal, every 
effort being made to stimulate prospects’ 


Pi DETAIL in the new quarters of 


The display section and the counter 
are designed so customers can see 
and touch items that are in stock. 
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interest in the firm’s products. 

In planning the building, Mr. Hollis 
and J. K. Lewis, vice-president and man- 
ager, were convinced the important part 
would be the display space. 
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“This display has resulted in getting 
prospects acquainted with the lines we 
carry,” Mr. Lewis said. “It also has 
helped the customer see many items that 


he would have otherwise overlooked. and 
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we have sold many a customer more than 
the one item he had dropped in to buy. 

“The display also serves as a reminder, 
When a customer comes in, he sees 
many items he needs or will need in the 
future, or has been looking for. 


Sell 'em More 


“Our main object is to attract the pros- 
pect, sell him something more, and pro- 
duce a vivid eye picture of products, so 
that when he needs additional supplies, 
he knows and remembers where he saw 
them. We not only let him see the prod- 
ucts, but he can handle them if he wishes, 
and I’ve never seen a customer who 
didn’t like to handle or touch items in 
which he is interested. Customers are 
encouraged to stroll around the ware- 
house, inspecting products. A great deal 
of thought was given to the convenience 
of the customer, and for that reason we 
planned that our entire warehouse would 
be well-lighted, with no cluttered up ap- 
pearances and no dark corners—every- 
thing is in full view of the customer. 

“A customer can park in front of the 
store, come in and buy several products 
and be out in about five minutes if he 
wishes, or he can roam around and take 
his time.” 

Also in the display room is a well- 
stocked rack containing manufacturers’ 
literature where it is convenient for the 
customer. According to Mr. Lewis, he 
has sold the customers “something more” 
by having this literature rack. “Too 
_many times”, Mr. Lewis declared, “mill 
supply houses overlook this way to further 
interest the customer, and increase sales.” 

The company does a large’ volume of 

(Continued on page 000) 
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In addition to this space, Hollis has a machinery warehouse. 


All aisles were designed to permit 
easy passage. The photo above shows 
the firm’s arrangement of belting. A 
customer roams around (photo at 
left) inspecting an item he is inter- 
ested in (man on left in light suit) 
while salesmen get out other supplies. 
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Section 3 of American Standard on Gear Tol- 
erances and Inspection specifies backlash in a 


plane of rotation rather than normal to the 


tooth profile. 


(Courtesy American Standards Assoc.) 


Result of eight years’ study is a standard for tolerance 
and inspection of spur, helical, bevel, and hypoid gears 


made considerable progress before 
the war and, although it had not be- 
come American Standard, information on 
the subject in the form of tables had be- 
come available to gear manufacturers. 
Tremendous war time production of all 
kinds of gears—from fine instrument 
gears to large ship-propulsion gears— 
afforded an opportunity to extend the 
project until it was ready for proposal as 
an American Standard. 
The new American Standard on Gear 


Crna. comid of gear tolerances had 


Tolerances and Inspection, B6.6-1946, 
comprises three sections—spur and 
lielical gears, bevel and hypoid gears, and 
backlash in gears. It includes gears rang- 
ing from 34-in. to 100-in. diameter, and 
from 1 to 32 diametral pitch, with a wide 
choice of tolerances varying according to 
several speed and accuracy classifications. 
Proposed sections to be added in the fu- 
ture cover worm gearing, gear-blank tol- 
erances, measurement over pins, master 
gears, and nne-pitch gears. 

The principle change made by the sec- 





Here the tooth contact on a spiral bevel gear is being checked. 


( Courtesy American Btenderds Asese.) 
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tion on backlash is that backlash is now 
specified in a plane of rotation rather 
than normal to the tooth profile. This 
makes the table on backlash applicable to 
other kinds of gears beside spur. 

The Gear Inspection Committee of the 
American Gear Manufacturers Associa- 
tion initiated the project to establish gear 
tolerances about eight years ago. The 
committee learned that the subject of 
gear tolerances was, and is, a highly con- 
troversial one. Among the reasons for 
this are widely varying methods of inspec- 
tion, common use of various combined 
checks in which individual errors are 
not separable, and, in some cases, lack 
of inspection facilities by either gear 
maker or user. 

The committee first gathered all infor- 
mation available from publications, gear 
manufacturers, users, and manufacturers 
of gear-cutting machines and checking in- 
struments. It was found that neither the 
data from these sources nor British 
Standards covering spur, helical, and 
bevel gears, were adequate or sufficiently 
accurate to serve as a basis for the re- 
quired standard. Consequently, it was 
necessary to start almost from scratch in 
building up the present table of gear tol- 
erances. *. 

When tentative tables of tolerances 
had been established, it was found they 
were of little use until accompanying 
definitions and descriptive methods of 
testing were added, all of which now 
swell the standard into a practical trea- 
tise on the subpect of gear inspection. 

As each individual section was com- 
pleted in tentative form, it was given wide 

(Continued on page 226) 
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ply firms in acknowledging its de- 

pendency on the good will’ of the 
community in which it does business, 
the Tennessee Mill & Mine Supply Co., 
is as well known in Knoxville, Tenn., 
as the largest department or grocery 
store. Under the leadership of C. L. 
Nickle, president, Tennessee Mill & Mine 
Supply has cooperated whole-heartedly 
in community enterprises such as wel- 
fare drives, bond-selling and civic better- 
ment campaigns, and through these ac- 
tivities has built up a good will which 
the company’s officials believe has paid 
dividends in customer acknowledgement 
and public recognition of its place in 
business. 

One of the mediums through which 
the company has been able to cooperate 
in civic activities and to inform the gen- 
eral public of the place the mill supply 
industry has in the industrial picture has 
been an integrated newspaper advertis- 


Nir tome i among industrial sup- 








ing campaign. Space was contracted for 
with the Knoxville Journal and prepara- 
tion of all copy was undertaken in con- 
sultation with Carl V. Rhea of the news- 
paper’s advertising staff. 

In formulating the advertising cam- 
paign, Tennessee Mill & Mine Supply 
officials decided to employ two determin- 
ing policies for all advertisements. One 
of these policies was to use material ac- 
quainting the public with the firm’s per- 
sonnel, most of whom reside in and 
around Knoxville, and the other policy 
was to implement and abet welfare drives, 
bond-selling, enlistment in the armed 
forces, aid to hospitals and civic better- 
ment campaigns. In the advertising of 
these latter activities, Tennessee Mill was 
content to be known merely as_ the 
sponsor of the advertisement. 

An example of the personnel type of 
advertising, Tennessee Mill & Mine Sup- 
ply recently welcomed the return from 
the armed forces of four former em- 
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MAKING FRIENDS 


WITH 


THE PUBLIC 


Tennessee Mill & Mine Supply Co., be- 
lieves in familiarizing public with indus- 
trial supply business through advertising 


Samples of the sort of advertising done by the Tennessee 
Mill & Mine Supply Co., in promoting good will. 


ployees. An 8-in. 3-column advertise- 
ment on the sports page was used. The 
pictures of the four former servicemen— 
Neil Miller, Francis Hall, Wayne War- 
wick and Ralph Hicks—were placed in 
the ad that they might be recognized by 
customers and the public. All four were 
from the sales and service staffs. 

As an illustration of the other type of 
advertisement used by Tennessee Mill 
& Mine Supply, there was one published 
recently promoting the Reenlistment drive 
ior the Regular Army under the heading 
of “Wider Horizons for Men in the 
Regular Army”. This ad detailed all the 
inducements offered to former Army men 
to reenlist and informed them where 
they might do so. At the bottom of the 
ad was a line, “The U. S. Army acknowl- 
edges with appreciation the sponsorship 
of this advertisement by The Tennessee 
Mill & Mine Supply Co.” The firm’s 
nameplate was the only advertising. 

Reflecting the esteem in which the 
Tennessee Mill & Mine Supply is held 
in Knoxville, Mr. Rhea said, “The firm 
is progressive and neighborly and a 
wonderful outfit to do business with. Its 
public spirit has made it known among 
business men and working people as an 
upstanding house and that is good will.” 

Mr. Nickle is president and general 
manager of the firm and his fellow off- 
cials are J. W. Ellis, vice president; L. M. 
Parry, treasurer; J. Frank Slagle, sales 
manager, and FE. O. Steele, manager of 
the industrial supply department. 
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coming increasingly aware of the 

expense attached to the maintenance 
of bulging back order files. In addi- 
tion to the clerical expense of keeping 
up the files, there is the expense of 
expediting at both ends: getting deliv- 
ery progress information from the manu- 
facturer and supplying this information 
to the customer. 

Many systems for keeping back or- 
ders up to date have been devised, some 
of which have been published in Mitt 
Suppuies from time to time. Some are 
complicated and involve a lot of paper 
work and others are relatively simple. 
The nature of the system depends on 
what information about his stocks and 
orders the distributor thinks it is im- 
portant to have. The system worked out 
by C. F. Schlamp, general manager of 
the Evansville Supply Co., Evansville, 
Ind., is a bit complicated and involves 
some paper work but Mr. Schlamp be- 
lieves it pays in accuracy and ease of 
access for the work required to keep it 
functioning. 

In contrast, the method devised by 
F. A. Arnham, manager of the Moline, 
Ill., branch of Sterling Products Co., 
Inc., Chicago, is comparatively simple 
since Mr. Arnham uses it to facilitate 
disposal of back orders and for check- 
ing on delivery progress. Although this 
system does not perform other various 
functions as does Mr. Schlamp’s, it suits 
the Moline firm’s purpose well. 

Mr. Schlamp’s system differs from 
many in that it combines stock orders 
with back orders and that the system 
also is used as a check against excessive 
stock orders. The heart of the system 
is a four-tier, fireproof filing cabinet 
facing the firm’s inventory control file 
panels. G. A. Miller, in charge of in- 
ventory control, has but to turn around 
to check back orders against perpetual 
inventory control records. 


("~ conscious distributors are be- 


Distributors develop different systems of keeping line 
on back orders, each tailored to suit individual needs 





F. A. Arnham, manager of the Moline, Ill., branch of Sterling Products Co., 
Inc., checks back orders obtained quickly and easily from specially designed 


e 

Back orders, as well as stock orders, 
are filed under the name of the sup- 
plier. If several suppliers are involved 
in one customer’s back order, then as 
many separate breakdowns as are neces- 
sary are made in order to file that cus- 
tomer’s order under the names of all 
suppliers involved. 

Each order is attached directly to the 
stock order, being layered in chronologi- 
cal sequence. When the accumulated 
back orders exhaust one stock order, a 
new one is made and subsequent back 
orders are attached to the newer stock 
order. 

Stock control comes into play because, 
ky using the perpetual inventory sys- 
tem in conjunction with the back order 
file. Evansville Supply works at keeping 
its total of stock orders in all lines at a 
level which does not exceed a normal in- 
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ventory plus the back orders. In other 
words, if all back orders were delivered 
at once, there would be no excess stocks 
on hand atter filling back orders. 

Mr. Schlamp said he realized some 
inflation in back orders was inevitable, 
but that he kept a close eye on incoming 
business and made certain as best he 
could that all orders were bona fide or- 
ders. Anything unusual is subjected to 
closest scrutiny. 

When merchandise is received by 
Evansville Supply, the reverse process is 
equally logical. The receiving clerk 
makes out a receiving ticket in duplicate. 
This is sent to the purchasing depart- 
ment. The purchasing department lo- 
cates the purchase order in the file, look- 
ing under the name of the supplier. 

The oldest back orders are detached 
from the purchase order in an amount 


THE BACK ORDER CONTROL | Q 
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sufficient to use up the merchandise re- 
ceived and, if some merchandise still 
remains on back order, the proper no- 
tation is made and the order plus the 
remaining back orders are re-filed. 

In the case of customer inquiry as to 
the progress of an order, Mr. Schlamp 
said that the clerk looks in the inven- 
tory file. gets the purchase orders and 
then looks up the item in the file on 
back orders. “When a factory gives us 
a shipping report,” he added, “we re- 
cord the information right on the back 
order.” 

About the only “bug” in the system, 
according to Mr. Schlamp, occurs when 
the supplier fills a recent back order 
ahead of one or more older back orders. 
“If the inventory control department is 
hot on its toes, it is possible for us to 


G. A. Miller, who has charge of inventory control, and C. F. Schlamp, general 
manager, demonstrate how the back order system at the Evansville Supply 


Co., Evansville, Ind., works. 
the back order file. 


slip in such an instance, because the 
customers’ back orders are attached right 
to our order. “However,” he said, “by 
being aware of this possibility, the ‘bug’ 
is not a serious one.” 

Instant availability of information is 
what Mr. Arnham sought for Sterling 
Products’ back order control system and 
The 
physical equipment consists of a long 
table upon which is secured a series of 
pigeon holes or compartments. There 
are nine tiers of eight compartments each, 
or 72 in all. These are labeled alpha- 
betically with prime accounts appearing 
in their alphabetical sequence. For ex- 
ample, after the letter “D” has been as- 
signed to a pigeon hole, the next 
compartment might be labeled “Doe & 
Co.” and the next “Dwyer Corporation.” 


that is what his system achieves. 


Note the inventory control department facing 


All back orders are filed in their 
proper pigeon hole. When merchandise 
is received, the clerk refers to the order 
number on the invoice, finds the cus- 
tomer’s name in the master order file 
and selects the proper back order from 
the pigeon hole. A customer calling to 
check on the status of a back order is 
quickly taken care. of, for all that is 
necessary is to check the proper pigeon 
hole to ascertain the status of the back 
order. 

In setting up their systems, each dis- 
tributor analyzed his purposes and then 
went ahead but in each case the ease 
of maintenance, low cost, and accuracy 
were demanded as preliminary requisites. 
If more was asked of the system, the 
more complicated it became; 
there was more simplification. 


if less, 





BACK ON THE JOB 


HituiarD Kirsy has returned to his job as salesman for the 
Asheville, N. C., branch of Hajoca Corp. after serving as 
lieutenant of engineers in the U. S. Army. Lt. Kirby was 
blinded by a shrapnel burst during an action in Germany. 
He was in the Army for four years. 

Previous to his entry into the armed forces, Mr. Kirby 
served three years as salesman for the Asheville branch 
under P. B. Mayo, branch manager. Prior to that, he was 
employed in the same branch for five years. 

Mr. Kirby is on the road again. He has a combination 
chauffeur and secretary who drives him around to the cus- 
tomers and writes orders, reports, etc. 








NEW PRODUCTS 


with sales 


possibilities 





Tool Holder 
New Bit Grip 


A NEw LINE of drop-forged lathe turning 
and cut-off tool holders, embodying a 
patented feature for holding the cutting 
bit rigidly in place, is now on the mar- 
ket. The turning tool holders (see 
phantom view) are forged from a special 
analysis steel known for its toughness and 
maximum resistance to wear. The pat- 
ented feature is a clamping pin which en- 
gages the bit for nearly its entire length. 
It contains two flush-type set screws 
which lock the teol bit into position with 
a vise-like grip, preventing any possible 
slippage. A dowel holds the clamping 
pin in position and prevents it from fall- 
ing out when the bit is removed. Among 
the advantages claimed by the manufac- 
turer is the fact that the holders will grip 
over and undersized bits rigidly, also bits 
as short as they can be ground.—Z/ndus- 
trial Tool division, Cooper-Bessemer 
Corp., Mount Vernon, O.—Miut Sup 
pLies, July 1946. 


Tap Extractors 

For Pipe Taps 
Designed for quick and easy removal of 
broken pipe-threading taps, a group of 
ten new pipe tap extractors have been 


added as stock sizes by Walton. Designed 
on the same principal as other extract- 


102 


ors made by this manufacturer, the tools 
are for hand and machine screws. They 
are available for all sizes of pipe taps 
from 1%-in. to l-in. inclusive for both reg- 
ular and interrupted thread styles and in 
four and “five flute styles——Walton Co., 
Hartjord 3—Mut Suppuirs, July 1946. 


Pipe Jacketing 
Self Sticking 


A NEW DEVELOPMENT is said to stop sweat- 
ing and dripping from cold water pipes. 
It is patented insulation which perma- 
nently prevents condensation under warm, 
humid conditions by forming a sheath- 
like jacket around the pipe. Applied 
lengthwise to the pipe, the only tool 
needed is a pair of scissors. The mate- 
rial is held to the pipe by its own adhe- 
sive edges. Its outer backing is a mois- 
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ture-proof, resinous-coated cloth which 
prevents dampness from damaging the 
soft pliable insulating material. The 
backing does not require painting, . but 
will take paint for decorative purposes. 
—Mystik Adhesive Products division, 
Chicago Show Products Co., Chicago 39. 
—Mut Supputrs, July 1946. 


Troughing Idler 
Protects Belts 


A NEWLY DESIGNED impact cushioning 
troughing idler for belt conveyors is now 
being manufactured. It is said that the 
use of these units under the loading point 
will protect and greatly lengthen the life 
of the conveyor belt. Each roll consists 
of a rubber cylinder vulcanized directly 
to the assembly tube. The cylinder has 
multiple grooves molded into it for maxi- 
mum cushioning. Each roll is equipped 
for high pressure grease lubrication.— 
Chain Belt Co., Milwaukee 4.—Muu Svup- 
vies, July 1946. 








PRODUCT 


Tool Holder 

Tap Extractors 
Pipe Jacketing 
Troughing Idler 
Battery Charger 
Pneumatic Drill 
Lathe File 
Fluorescent Lamp 
Soldering Iron 
Valve 

Lathe attachment 
Plastic Hammer 
Shop Elevator 
Miniature Magnifier 
Tool Bit 

Valve 

Fiush Ball 
Knurling Tool 
Paint Anchor 
Machine Vise 
Load Cart 

Loop Forming Vise 
Utility Tool 

Saw Horse 
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MAIN FEATURE 


New bit grip 

For pipe taps 
Self-sticking 
Protects belts 
Automatic 

Reduces operator fatigue 
Light weight 
Many applications 
Heat controlled 
Compressed air 

For small parts 
Non-breakable 

Low cost 
Rectangular lens 
Shear cutter 

Cuts turbulence 
Longer life 
Automatic and hand 
For old finishes 
Maximum capacity 
Drop side 

Wire rope 

Flexible shaft 
Folding 





MANUFACTURER 


Cooper-Bessemer Corp. 
Walton Co. 

Chicago Smoke Products Co. 
Chain Belt Co. 

Hobart Bros. Co. 

Aro Equipment Co. 

Henry Disston & Sons, Inc. 
Sylvania Electric Products, Ine. 
Sound Equipment Corp. of Calif. 
Numatics 

Dunn Engineering Co. 
Schmidgall Mfg. Co. 
Domestic Industries, Inc. 
Edroy Products Co. 

Fearless Tool Co. 

Grove Regulator Co. 

Rayco Co. 

Barnaby Mfg. & Tool Co. 
Gillespie Varnish Co. 
Porterfield Mfg. Co. 

Market Forge Co. 

Nunn Mfg. Co. 

Dumore Co. 

Unique Tool Products Co. 











Battery Charger 


Automatic 


DESIGNED FOR DIRECT CURRENT charging 
of motorized lift truck batteries of 
either the acid or nickel-iron type, a 
new battery charger is being marketed. 


It is a 15-16 volt, d.c., 50-amp., 34-kw. 
diverter pole type, conservatively rated 
and built as an integral unit with a 3- 
phase, a.c., 220/440-volt, 60-cycle, 144- 
hp. squirrel cage induction, ball bearing 
motor. The manufacturer advises that the 
charger has the following features: An 
interval timer which automatically starts 
the machine and shuts it down at the 
end of the pre-set charging time; the 
modified constant voltage generator auto- 
matically controls the charging rate; the 
reverse current cutout disconnects the bat- 
tery in case of power failure, and re- 
connects on return of power.—Hobart 
Bros. Co., Troy, O.—Miut Supp irs, 
July 1946. 


Pneumatic Drill 
Light Weight 


Saw To BE 40 percent lighter than other 
portable drills of the same capacity, a 
new 1-in. air-operated drill has been 
added to the Aro line. Though built to 


the specifications demanded for heavy 
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duty, continuous-production jobs, ‘the 
manufacturers stress the light weight and 
suggest that it will greatly reduce opera- 
tor fatigue. Ample power is provided for 
stall-proof operation on jobs of drilling, 
reaming and countersinking. The unit 
is equipped with an auxiliary handle that 
(Continued on page 233) 








PUTTING AWAY SUPPLY 


Slices and hooks from golf outings of various industrial supply and hardware groups 
as they spent a day in the country. Other outing pictures on pages 190 to 201. 


The “Old Guard” sat out the Hardware Trade meet in the 
locker room of the Upper Montclair Country Club, N. J. Left 
to right, Peter Igoe (Igoe Bros., Brooklyn), Ollie Lanchantin 
(J. K. Larkin & Co., Inc., Woodside, N. Y.), and Gene Foley 
(Bayonne Steel Products Co., Newark.) 


Jack Hansen (Hansen & Yorke Co., Inc., New 
York) receives the New York Hardware Trade 
Association golf trophy from Mike Harriman 
(American Steel & Wire Co.), chairman of the 
golf committee. Mr. Hansen had low net 


The 8th annual birthday party of the Keystoners of Philadelphia, 
was held at the Manufacturers’ Golf & Country Club, Oreland, Pa., 
on June 14 with Joseph DeJure (Chas. Parker Co.), president, and 
Eric Federschmidt (Black & Decker Mfg. Co.), chairman of the 
committee, looking things over. 


C. Carter Bond (Chas Bond Co.); Alan Pyle (E. M. Hanson & 
Co.); Jack Sweeney (Skilsaw, Inc.), and Harold Linder (The 
Biack Mfg. Co.) plan a foursome for the Keystoners party. 


The Eastern Hardware Golf Association’s 
annual championship was held May 23-25 
at Shawnee-On-The-Delaware. Sam Allen 
(Henry Disston Sons Co.) defended his 
crown against Jack Smith, (left), 1945 
titleholder, in the final. 





Gordon Schutzendorf (Bunting Brass & Bronze) (left) sizes up a 
tricky dog-leg, while E. Carison and Charles Kienzie (Squier, 
Schilling & Skiff, Newark, N. J.) do a little planning of their own 
to qualify in the kickers at the Power Transmission Council outing. 
Winner of the 70-80 net score contestants was Elmer H. Starrett, 
Jr., Production Designers, Inc. 


Ready to tee off in the kickers handicap at the 
joint outing of the New Jersey and New York 
Power Transmission Council chapters are 
(seated) Larry Seggel (Dodge-Newark Supply, 
Newark, N. J.) W. R. Turner (Celanese Corp. of 
America) and (standing) W. C. Menk (Graton & 
Knight) Jack Sullivan (U. S. Motors.) Tourney 
was held at Cedar Hill Country Club, Living- 
ston, N. J. 


E. A. Hirshon, sales manager of W. S. Wilson Corp. 
stopped this foursome to give them advice before 
they teed off during the Wilson Joe Zilch Outing. 
Left to right are Mr. Hirshon; Jack Perkins (J. H. 
Williams Co.); O. W. Lindgren and S. C. Herbine 
(Willson Products), and Frank Parker, Wilson 
salesman. 


Among the other competitors at Shawnee was this four- 
some of B. B. Wood (The Wood Shovel & Tool Co.); 
Harold Cunningham, (Ames-Baldwin Wyoming Co.); 
E. W. Heymann (Edw. K. Tryon Co.), and John O. Fin- 
deiser, (American Fork & Hoe Co.) 


Ready to greet the incoming players at the Annual 
Joe Zilch Outing held by W. S. Wilson Corp., New 
York distributing firm are C. S. Phillips (L. 8. 
Starrett Co.); Hugh Hirshon, Wilson president 
and Merle Lange! (Osborn Brush Co.) 
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Members of the Industrial Supply Club of Connecticut worth & Son, Inc., Hartford, president of the association, 


gathered on the green of the Waterbury Country Club during took the picture. Despite a drizzle which continued through- 
the annual outing on June 18. Jim Sprague of L. L. Ens- out the day many played their appointed rounds of golf. 


HOLIDAY ON THE GREENS 


George Steele of Page, Steele & Flagg Co., Bob Smith of Smith & Klebes, and Bob Munger of C. A. 
and Howard Behn of H. J. Behn & Co., Templeton, at the start of their annual match which Mr. Smith 


— Out Gn the Gel course Curing the won. The pair insult each other’s golf all through the year. 


The Waterbury group takes it easy. in traditional Mr. Sprague presents a silver dish to George Lin- 
erder: -Porch Newell, Bob Munger, Lin White, Henry quist of Linquist Hardware, past association 
Johnson and Robert Boland. Mr. White was lone man president. ' 
from White Supply Co., all the others from Chas. A. 

Templeton, Inc. 
























Car! A. Channon completes 50th year. 


ITH THE BEGINNING of this month, 
Wen A. Channon completed his 50th 
year in the Chicago industrial sup- 
ply business. It was on a clear, cloudless 
July 1, 1896, that a youth, browned and 
toughened from working in the South 
Works of Carnegie-Illinois Steel Corp., 
joined the Great Lakes Supply Coi:. He 
was the fifth man in a five-man corpora- 
tion, something akin, Mr. Channon re- 
marked to being low man on a totem pole. 
Earlier he had mde $4.80 a week for 
72 hours of sitting in a bosun’s chair, 60 
feet above the lake boats, signalling when 
to lower or hoist the big- round ore buck- 
ets. But in his new post, in the. firm just 
established by his father, Captain James 
Channon, in association with the South 
Chicago ship supply firm, George B. Car- 
penter & Co., he was paid only $3 for the 
same work week. 

When young Mr. Channon was 21 years 
old, with five years’ experience behind 
him, he was made secretary of Great 
Lakes Supply Corp. And, under the stim- 
ulus of that imposing title (which made 
up most of the promotion for there was 
not much else insofar as a pay rise was 
concerned), he was encouraged to press 
for the hand of the girl of his affections. 
One year later she said “yes” and Mr. 
and Mrs. Channon were on the first leg 
of the road to their golden wedding jubi- 
lee which now is only six years away. 

During the 50 years behind him, the 
president of Great Lakes Supply has won 
for himself the reputation of being a 
l:ard-hitting, blunt-spoken, but fair-play- 


YOU CAN HAVE THE 


“GOOD 


OLD DAYS” 


Carl A. Channon, entering 51st year in supply 
business, places confidence in the future 


and calls for 


| OR et 
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full 


industry cooperation 






In addition to supplies, Great Lakes Supply Corporation handles big 


equipment. 


ing businessman who has carried his com- 
pany to one of the outstanding places in 
the industry. Many changes have taken 
place since Mr. Channon ran through 
his teens in the supply business, and he 
is the last to cry for a return to “the 
good old days.” 

“The good old days,” he said, “were 
the days when the owners or chief exec- 
utives were the very essence of rugged in- 
dividualism. The standard of business 
included raids on each other’s sales forces 
and employees, espionage and malicious 
gossip. The keynote was dog eat dog 
and the survival of the fittest. Anyone 
who even whispered about cooperation 
was a wild-eyed sentimentalist. 

“Today,” he said, “many improvements 
are in evidence. The road ahead, how- 
ever, is long. But there is nothing except 
failure to cooperate which can prevent 
the industrial supply business traveling 
the full route. And, even though tremen- 
dous strides have been made in cementing 
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Here Mr. Channon is shown standing beside a $3,200 trailer. 


relations, here, 
too, there is room for improvement and 
here, too, cooperation is the vehicle for 
attainment of the goal. 

“There are problems to be solved. For 
instance, take the matter of market cov- 
erage. I think we all agree that is a tough 
problem when a manufacturer, because of 
the fact that there are not enough recog- 
nized distributors to go around, must 
either create for himself a distributor or 
4o without representation in the territory. 
This is a matter for serious study. I 
think, too, that it is recognized in respon- 
sible quarters that additional outlets do 
not necessarily mean additional sales. The 
whole problem is one of fine balance and 
will take all of the patience and courage 
of both manufacturers and distributors 
to solve satisfactorily, though indeed 
much progress has been made. 

“Over the period of years,” Mr. Chan- 
non said, “two trends have come into evi- 

(Continued on page 227) 


manufacture-distributor 
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Cards Used In 
Stock Control 


Though not a perpetual inventory, the card 
system developed by R. L. Wolfe, manager of 
the industria! supply department, Keith-Sim- 
mons Co., Inc., Nashville, reveals three nec- 
essary points—inventory, orders placed, and 
marchandise received. A single card is de- 
voted to a single item, such as drills. Drills 
of all sizes would be entered on this one card. 
At the top are spaces for such information as 
f.o.b., freight allowance, terms, freight rate, 
and supply source. Under this is the stock 
record proper, with columns for stock number, 
size, etc. Following are the significant col- 
umns containing inventory, date orders are 
placed and in what amounts, date merchandise 
on those orders is received and in what 
amounts. 


A sample of file card employed for stock 
record file at Keith-Simmons Co., Nashville. 
The obverse side of the card is identical as 
both sides are used. 







OU THEY D 


Distributors develop sales and stock record systems, methods for hand- 
ling cutting tools and hose, and an additional use for shipping tags 








Shipping Tags 
Used To List Lines 


Members of J. Heller & Sons Co., Newark distributing 
firm, use every means at their disposal to advertise their 
company and its lines. One of the spaces unused by many 
distributors is the back of their shipping tags. The New- 
ark firm, which uses roadside billboards and has its deliv- 
ery trucks brightly painted and identified, has made good 
use of its tags by listing major lines on the reverse side. 
Officials believe that additional orders have resulted from 
the use of otherwise wasted space. 


‘list major lines. 
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Firm believers in the value of publicity, the 
supply firm of J. Heller & Sons Co., Newark, 
N. J., utilizes the backs of its shipping tags to 
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Industrial Sales and Prospect 


Card Used by Industrial Engi- |? ormen, 


Equipment Co., Exiy, 


neering and 
Davenport, la. 


H. W. Pedersen Looks Over 
Salesmen’s Call File 


buyers and others to be contacted. Sale dates plus projected 
next calls are listed together with a simple check system for 
recording what subjects were discussed and on what line the 
next call should be concentrated. For example, in the sample 
shown, motors and controls were first discussed. The salesman 
saw the opportunity for discussing transmission and pumps on 
his next visit and he did so. A sale of pumps subsequently 
opened the door to sales of the general line, as indicated in the 
comments which at different dates ran as follows: “Can be 


Sales Record System 
Avoids Many Details 


A simplified system for keeping up on important details con- 
cerning salesmen’s calls has paid off in larger sales, according 


to H. W. Pedersen, general manager of Industrial Engineering 
Equipment Co., Davenport, Ia. By avoiding too much detail 
and concentrating on the essentials, Mr. Pedersen believes that 
better results are obtained. 

The card system shows the customer’s name, address, terri- 
tory, sales-engineer calling on the customer, and names of 


sold pumps. Entire pumping system obsolete. Sold 12 pumps. 
Buys quantities of drills.” 

On the reverse side of the card is room for general comments 
plus a record of catalogs and bulletins left with the customer. 
The card also serves as a guide for mailing promotion and 
sales literature. 





Borrowing an idea from those who 
store leather belting, the Beit-Rope 
Co.’ Utica, N. Y., branch stores its 
reels of rubber hosing on axles 
mounted on a wooden frame. Here 
is Jess .A. Austin, inside man, in- 
specting a piece on one of the reels 


A small, compact stock of valuable 
cutting tools is kept in this recessed- 
shelf cabinet’ by the Page, Steele & 
Flagg Co., New Haven. The pro- 
gressive recessing of the shelves 
makes it easier to insert and remove 
the tools, and also to identify them. 
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supplies to pass on to customers 
for solving their production problems 


Practical applications of industrial 






























Compact Teol Adds Accuracy In Punching 
—This bench tool was developed to save time and 
increase accuracy in the simple hand operation of 
metal center punehing and marking.. Employed as 
a punch to mark intersecting layout lines on bench 
jobs of various kinds, the tool employs a precision 
ground punch perpendicular to the work surface. 
This contributes considerably to the elimination of 
error in centering for drilling and other mathining 
processes. A standard drill bushing is mounted in 
a sturdy plate-arm which, in turn, is fastened to a 
column and base by a knurled nut. The base is 


shaped to permit easy finger pickup, and the whole . 


tool comes apart for compact storage. 


Self-Aligning Red Vise Quick Acting 
— Possessing the inherent advantages of 
conventional rod type vises, which permit 
through-work operations by virtue of wide 
bottom clearance, this toolmaker’s vise uti- 
lizes a screw adjustment in the fixed jaw to 
clamp the work securely after it has been 
locked in approximate position by the mov- 
able jaw. A quarter-turn on the wedge screw 
releases the moving jaw so that it can be ad- 
vanced up to the work, where another quar- 
ter-turn locks it. Clamping pressure is then 
exerted on the work by tightening the clamp 
screw less than a full turn with a lever pin. 
Both actions are very fast. Parts held to- 
gether in the vise can be located accurately 
on the table from beneath. The operating 
principle of this design may be achieved in 
other ways also. An elliptical cam, for ex- 
ample, or a toggle link might be substituted 
for the wedging screw. This model has a 
wobble plate to give three-point support for 
tapered parts and a plate with crossing 
V-grooves for holding round stock. 
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Used in connection with the deburring and re- 
moval of sharp edges around drilled holes in 
malleable and bakelite ball bearing separators, 
power brushing has speeded up production 
400 percent over former file and sandpaper 
methods at the Marlin-Rockwell Corp., James- 
town, N. Y. For deburring the outside diame- 
ter, four Osborn 10-in. Monitor steel wire 
brush sections are used, each equipped with 
.0095 wire and 114-in. arbor holes, operating 
at 1800 rpm. on a double spindle polishing 
lathe. The inside diameter operation is ac- 
complished simultaneously by several Ring- 
lock sections on a fixture. The smallest sec- 
tion is 34-in. dia. with 0.005-in. wire, and the 
largest 24-in. dia. with 0.005-in. wire. Rota- 
tion of the larger brush against the outside 
diameter spins the separators against the sta- 
tionary brush sections held by the operator. 
If necessary, several separators may be de- 
burred at the same time. 


Pewer Brushing Speeds Deburring— 















Stee/ rod rotated 
in lathe or-----? 
drill press 


Holes to suit 
various 
diameters 
















Springs Wound With Hand Block — This hard- 
wood block spring winder is an efficient tool for forming 
“springs to order. In use, a suitable piece of wire is 
passed through the right hole for its gage, and the other 
end is secured in the drill chuck which carries a core 
rod of correct diameter. The wood press is turned until 
the wire slack is taken up and the rod is pulled tightly 
into the Vee. After hand winding a few turns, the power 
drill press is started and the coils of either a closed or 


open spring are evenly formed. 
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Punch Transfers Alignment Marks — Origi- 
nally built to transfer a center mark from the axis of a 
compound die set to the base preparatory to boring, 
this simply constructed alignment punch can be used 
in a multitude of jobs requiring accurate transferral 
of lathe centering marks in parts duplication. 





Tailsteck Boring Tool Provides 
Lathe Versatility—This tool, operated 
from the tailstock of a small lathe, leaves 
the carriage free for other operations. 
The boring bar is setscrewed on a pivot- 
ing holder which has a shank to fit into 
a tailstock or a chuck. The holder is 
grooved along one side to take the pivot 
block, and tapped along the back for posi- 
tioning screws. Opposed, the screws lock 
the pivot block and boring bar in any 
position from zero radius up to three or 
four times the screw travel because of the 
multiplying lever arm. 
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‘To Stl Wowee — 


YOU NEED THE ANSWERS 


When the pressure is on, 
the more you know about 
industrial rubber hose the 
less chance there is of the 
sale blowing up in your 
face. See Page 229 if 
your answer 
clogged. 


line gets 


QUESTIONS: 


1. Other things being equal, what effect 
do diameter and length have on the pres- 
sure resistance of a piece of hose? 

2. When attaching hose to a tight-fitting 
coupling the union should be lubricated 
with (a) grease (b) rubber cement (c) 
heavy oil (d) graphite. 

3. What harm may be done to industrial 
hot water or steam hose if it is kept 
attached to a supply valve at all times? 
4. How can this be prevented.? 

5S. What are the principal functions of 
the two integral parts of industrial hose,— 
inner fabric tube and rubber exterior? 
6. The two greatest enemies of air hose 
are (a) acid and rough floors (b) ice 
and knots (c) heat and oil (d) termites 
and hose-haters. 

7. What are the two common types of air 
hose? 

8. How is each type made? 

9. If a coupling is too large for the hose 
tube you should (a) force the hose on 
(b) ream out the hose tube (c) stretch 
the hose diameter (d) use a smaller 
coupling. 

10. Turning off at the nozzle a hose 
carrying high pressure steam will prob- 
ably (a) pop the nozzle out like a bullet 
(b) rip the hose to shreds (c) condense 
the steam and create a vacumm which 
tends to pull the tube away from the 
carcass (d) back the steam up into the 
boiler and explode pipe connections. 

11. This can be prevented by (a) hav- 
ing no shutoff at or near the nozzle (b) 
keeping steam dry so that it will not 
condense so readily (c) allowing only 
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experienced help to use the steam hose 
(d) installing a vent or relief valve in 
the line. 

12. If hose must be coiled and sus- 
pended from a hook when not in use, 
what can be done to prevent the damag- 
ing effects of sharp bends? 

13. If a hose must be subjected to con- 
stant flexing or strain at one point during 
use, there is something that can be done 
to assure maximum life for a maximum 
length of that hose under those circum- 
stances. What is it? 

14. How great a factor of safety should 
be observed in using hose? 

15. For protection against crushing 
weights of passing vehicles and shock of 


* heavy falling objects, hose should be (a) 


covered with a spiral wrapping of wire 
(b) case hardened by adding carbon to 
its outer sheath of rubber (c) reinforced 
with steel rods imbedded in the walls '(d) 
kept away from crushing weights and 
heavy falling objects. 

16. There should always be something 
between a compressor and its air hose. 
That is (a) a stone wall (b) an oil filter 
(c) a man with a wrench (d) friendship. 
17. Hose-should be stored in (a) saw- 
dust (b). a cool, dry, ventilated room (c) 
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the dark (d) a humid atmosphere with 
plenty of sunlight. 

18. Continued exposure to direct sun- 
light is bad for rubber hose because it 
(a) partially melts the rubber and makes 
it sticky (b) bleaches it so that it looks 
like rope (c) hardens and cracks the 
rubber (d) swells one side and makes 
the hose cross-section egg-shaped. 

19. When a new coupling is to be put on 
a length of hose, for what should it be 
inspected? 

20. What are the general precautions 
to be observed in using industria] hose? 
21. What additional equipment may be 
sold with air hose destined for use with 
portable tools? 

22. Which will wear an air hose out 
more quickly,—use with pneumatic 
rotary or impact tools? 

23. What can be done to protect a hose 
from being burned by surrounding ob- 
jects? 

24. If rubber hose comes in contact with 
oil, grease, or acid, it should be (a) 
thrown out (b) soaked in kerosene (c) 
buried in fine sand for several days 
(d) promptly cleaned. 

25. How may kinking and deterioration 
of hose from oil in steam be prevented? 











GEAR ¥ 


The necessity for finishing surfaces to micro 
tolerances to gain absolute maximum efficiency was 
brought to the fore during the war. Power brushes, 
as developed by Osborn, were chosen to do that job. 


Many manufacturers today have added this war-discov- 
ered technique to the improvement of their products. 


This applies to gears and all interior and exterior 
surfaces of precision parts—for deburring and all 
surface finishing operations. 


It reduces stress concentration areas and thereby 
eliminates metal fatigue, thus increasing the strength 


WORLD'S LARGEST MANUFACTURER 


» ann GO! 


of the metal and prolonging the life of the part or 
product. 

Power brushing techniques as developed by Osborn 
can help make your product (whatever it is!) look 
better, perform better and sell better! And LOWER 
your unit cost! 

Investigate without obligation. Contact Osborn and 
an expert field engineer will be detailed to make a 
study of your operation.or plans, and submit specific, 
detailed recommendations. 


Tw OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


OF BRUSHES FOR INDUSTRY 
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Orderper Volume 


Sales man 
Area Indicator perDay Salesman 
Nerth Adantic Apr. 291.0 15 $12,740 
May 290.0 17 13,590 


17 $14,860 
19 16,880 
Nerth Central Apr. 257.0 16 $13,040 

279.0 18 14,800 


Western Apr. 398.0 15 $14,050 
7,960 


$6,920 
y 400.0 8 13,470 


‘4 


Sizeof Order per 
Worki 


Average 
er Day 
$31.05 88 
27.95 94 


$28.70 112 
26.25 118 


$32.30 83 
33.38 107 


$44.50 132 
66 


42.75 


$21.21 125 
43.60 33 


THE SALES INDICATOR for May moved up 20 points over 
last month to reach 295, the highest level attained since 
March, 1945. Orders per working day, at 97, and size of 


100= 


0 
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SALES AREA BY STATES 


Re 











average order, at $29.45, registered no significant change. 
The salesman's volume for May amounted to $14,830, the 
highest in twelve months, and he averaged 17 orders per day. 
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lo. 422 “Power Vise Stand” con- 


No. 
- verts hand tools to power tools for 


threading, cutting, reaming pipe. 





No. 502 "Pipe Master," the lowest 
priced complete, portable power 
pipe machine on the market. 





No. 562 "Tom Thumb," another 
Oster portable power pipe machine 
designed for speed and accuracy. 





ONE OF A OF OSTER ADVERTISEMENTS IN LEADING INDUSTRIAL PUBLICATIONS 


THREAD IT FASTER 


\ 
- 


- 





Use it as the ONE machine for all the work or as an aux- 
iliary to the big Oster Threading Machines. Either way, 
its production speeds keep threading costs at consistently 


low levels. 


For example, floor to floor time on 1/y” pipe averages 13 
seconds; 114” pipe—23 seconds. Bolt and rod speeds: ¥/”— 
33 seconds. 114”—25 seconds. Comparable production 
speeds on all other sizes within range of machine. 


State your needs for threading speeds and somewhere in 
the Oster line is the right machine for your requirements. 


Catalogs on request. 





No. 542 “Rapiduction Junior” with 

revolving die-head and open type 

vise, Handles wide variety of 
threading work. 





Oster No. 300 Series general purpose 

threading machines with revolving 

die-head and open type vise. 
Three sizes. 


NO. 531-A 


TOM THUMB 


THREADING MACHINE 


Rotary Die-Head, fully adjustable. 


Open-type Vise saves time dropping 
= into and removing from machine. 





Oster "Rapiduction” floor-type, 
high speed, high production thread- 
ing machines. Made in three sizes, 


No, 572 "'Rapiduction Junior" .. , 

floor type power pipe machine 

for production threading of the 
smaller sizes. 


Oster "Wilco" power threading 
machines designed for maintenance 
and production threading. Two sizes. 


machines make jobs Hi 





THE OSTER MANUFACTURING COMPANY, 2041 EAST 6!st ST., CLEVELAND 3, OHIO, U. S. A. 
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Manufacturers Seek 
Price Protection 


The increased use of price-adjustment 
or escalator clauses in contracts and 
shorter firm-price periods by manufac- 
turers indicates their desire for wider 
scale protection against cost uncertainties, 
according to a survey of about 400 busi- 
ness executives by the National Industrial 
Conference Board. The analysis stresses 
that although risks and cost uncertainties 
are an integral part of all business opera- 
tions, the present situation is abnormal in 
ways never experienced before because 
commitments must be made for future 
periods containing many unknowns. 

The analysis also pointed out that man- 
ufacturers have less control over wage 
rates, labor costs and material prices than 
in pre-war days, while the spread between 
demand and supply is unprecedented. 
The manufacturer fears both abnormal 
and normal pressures will result in 
higher costs, the analysis stated. It fur- 
ther adds that since most goods were still 
under price control, the manufacturer 
could not adjust his prices to reflect cost 
changes without OPA authorization, and 
he could not pass on officially authorized 
price increases of his materials without 
separate authorization. 

The typical clause “prices are subject 
to change to prevailing prices in effect 
at the time of delivery” was found to ac- 
complish about as much as possible. 
Another type provides for “an increase 
in price up to the maximum price in effect 
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Orders 
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SOND 





at the time of delivery.” Some sellers use 
the simple all-inclusive clause “Prices 
are subject to change without notice.” 
Another protection clause limits the 
amount of increase. Other clauses were 
reported providing for firm prices for pe- 
riods of three, four, five or six months. 
“In some industries,” the survey says, 
“the standard practice is to break up long- 
term supply contracts into short-term 
contracts for pricing purposes, with re- 
view toward the close of each quarter. 
Still other clauses provide for increased 
prices to cover advances in material costs 
and wage rates over those in effect on the 





DISTRIBUTOR'S BAROMETER 
Changes in wholesalers’ sales for April 
1946, as reported by the Bureau of the 
Census, Department of Commerce, in co- 
operation with the National Association 
of Credit Men. 


Percentage Changes 
Apr. 1946 Apr. 1946 From 


vs. vs. 4 mos. 
Apr. 1945 Mar.1946 1945 


Automotive 

Py essed oece +47 +6 +38 
Industrial 

Chemicals ........ +12 +8 +5 
Paints & 

MED Wikewse +4 +10 +12 
General 

SIE o's da wg 0 +43 +8 +29 
Plumbing & 

Heating Supplies... +34 +12 +30 
Lumber & Bidg. 

Materials ........ +11 +17 +7 
Machinery, Eqpt. 

& Supplies 

(except electrical)... +21 +6 +11 

Ey ieee 04g. 5 sam +8 +11 +7 
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date of quotation, advances in total manu- 
factured costs, increased cost of an im- 
portant raw material, and in a few in- 
stances, increased taxes or freight rates.” 


Castings Shortage 
Stays Production 


An acute shortage of castings has ham- 
pered recovery of full production by 
many of the nation’s major industries, 
the National Founders Association re- 
ported to its membership recently. In- 
dustrial output of foundries and factories 
using castings has been reduced 10 to 
50 percent, Herman Menck, association 
president said. Indicative of the heavy 
demand and lagging production is the 
jact that gray iron and malleable foun- 
dries are so far behind on production 
that order backlogs run from six months 
to three years. 

“More than 380 steel foundries and sev- 
eral hundred non-ferrous foundries are 
producing, in a necessarily limited man- 
rer,” said Mr. Menck, “many of the im- 
portant castings that go into modern ma- 
chinery and equipment. Industry is buy- 
ing new plants to expand production, 
but it cannot buy sufficient machinery 
parts and castings to complete the needed 
production units.” 

Mr. Menck said that the first step in 
improvement was “an immediate clarifi- 
cation of a labor policy by the Govern- 
ment by which management and its co- 
workers in industry may lay their plans 
for future guidance.” 































“AUTO” HIT 
A with interchangeable parts 


-_ 
~_. 
\~ 





I 


* / a Every one’s a beauty in appearance , . . and saves time and trouble. 
HOME HIT > The handle of each Kit is filled with useful tools . . . ones that are 


with interchangeable parts needed constantly 
“e Three of these Kits come in two sizes, for a greater range of tools. 


Ny ~ They are: the “Socket Screw” Kits, with a variety of hex, Phillips 
Y and flat screw driver bits to fit most all screws; the “Socket Wrench” 
ee Kits containing 6 and 12 point hex sockets with openings from 14” 
dios pockets, car owners will want in the glove compartments . . . hav- 
“SOCKET SCREW” HIT 


with interchangeable bits 





up to 3/4,”; the “Auto” Kits . . . that mechanics will keep in their 


ing a choice assortment of Phillips, and flat screw driver bits, a 
tapered reamer and several clutch head bits. The “Home” Kit, in 
one size only, is the smallest of the lot . . . only 414” long... 
with 7 important tools in the handle: Phillips and flat screw driver 


i} \S bits, a tapered reamer, a gimlet and a bottle opener. The seven kits 


hold a total of 50 tools. 








Write for our 8-page booklet that fully describes 
these dandy compact Kits . . . and see why re- 
liable Distributors, in every corner of the 


“SOCKET WRENCH” KIT 


with interchangeable sockets 


country, are so enthusiastic about this new, 


attractive, fast-moving, profitable line of tools. 









Every Millwright Should Use The “Hallowell” Speed 
Tool Kits 


















Kits: Patents Pending 





OVER 43 YEARS IN BUSINESS 





"Reg. U. S. Pat. Off. 


* BRANCHES. BOSTON «+ CHICAGO -« « INDIANAPOLIS «+ § 
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THE MONTH OF JuNE brought gratifying 
recovery of industrial production from 
its strike-bound sick bed, according to 
government figures. Steel production, 
near 87 percent of capacity at the close 
of the month, was approximately double 
what it was in late May, despite a short- 
age of scrap. Bituminous coal produc- 
tion is again running at a high level. 
Copper production is slowly coming 
back. 

Predictions that industry is embarking 
on a period of unprecedented activity, 
however, must be tempered by the pos- 
sibility of further work stoppages for 
new wage demands as a result of price 
decontrol. With the lifting of price re- 
strictions, it remains for a complexity of 
factors to determine whether the flow of 
manufacturers’ goods, heretofore held 
back because of unfavorable prices, will 
modify the urgencies of demand and 
bring a return to sound price-value rela- 
tionships within a reasonable length of 
time. 

Should price rises threaten runaway in- 
flation, temporary or extended legislation 
will undoubtedly be enacted to protect 
in some measure consumers of both dur- 
able and non-durable goods. 

As was expected, the Federal Reserve 
Board indexes of total production, dur- 
able and non-durable manufactures all 
registered drops in May as a result of 
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Source: Board of Governors of the Federal Reserve System. 





May* April May 
1946 1946 1945 
Total Production.... 160 165 226 


’ Durable 


Manufactures .... 176 191 326 


Non-durable 
Manufactures .... 161 163 «173 





* These figures are preliminary and subject to minor 
revision on the basis of additional data. 





the coal and railroad strikes. Durable 
goods production suffered the sharpest 
decline, as industries in this class were 
hardest hit by the shortage of bituminous 
fuel and interrupted influx of raw ma- 
terial. Production of non-durable, con- 
sumer goods was not so seriously affected 
by the major strikes, and it continues 
at near-record levels. 

Construction activity has shown a 
steady, healthy growth since war’s end. 
As more and more urgently needed build- 
ing materials are produced, housing, 
which was granted temporary preference 
over industrial and commercial construc- 
tion, is beginning to catch up with the 
shortage of living quarters. During the 
months from early 1945 to early 1946, 
when industrial construction was given 
free rein in order to speed reconversion, 
our national productive capacity was 
augmented, and goods now coming off 


1935-39 #100 
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production lines of these new plants has 
added materially to the volume of manu- 
factures. The backlog of proposed con- 
struction in all fields presages construc- 
tion activity on a scale never before con- 
templated. 

The inability to build up inventories 
continues to be a problem in the majority 
of businesses. The distribution of all 
products from hairpins to automobiles 
consists of almost simultaneous receipt 
of goods from the manufacturer and de- 
livery to the user. Informed sources see 
little chance of accumulating inventories 
of basic commodities until the middle of 
next year or later. 

Statistics released by the Department 
of Commerce shed light on a significant 
trend in the number of individual small 
businesses in various fields. Although 
the total number of business firms in- 
creased from 2,835,600 at the end of 
1943 to 3,234,800 at the end of 1945, 
this is well below the 1941 peak of 
3,398,000. 

The statistics for the wholesale trade 
businesses reveal that the number de- 
creased by 21 percent between 1941 and 
1943, and increased 24 percent between 
1943 and 1945, while the number of manu- 
facturing concerns increased 1 percent 
between 1941 and 1943 and again in- 
creased 15 percent between 1943 and 
1945. 
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SELL THIS DUMORE 
FLEXIBLE SHAFT TOOL 


Light and Portable—the Flexible 
Shoft Tool, which weighs only 8 pounds, 
can be hung on ony convenient hook, 
connected to an ovtlet, and is ready 
to operate. 


High Speed Motor—}/15 H. P. Uni- 
versal Motor provides speeds from 
500 to 10,000 R.P.M. 


Gear End or Direct Drive— power 
can be taken off motor either ot geor 
reduction end for speed of 500 to 
3,000 R.P.M.; of off other end 
for direct drive speed of 3,000 to 
10,000 R.P.M. 


Variable Speed Control— Foot 
rheostat enables operator to vary 
speed according to work requirements, 
leaving both hands free. 


3612” Flexible Shaft— Designed for 
utmost efficiency and durability at 
high speed operation. 


Ball-Bearing Handpiece — j; 
equipped with No. 0 balanced Jacobs 
chuck to handle wheels with shanks 
Ve" diameter or less. 


For accurate work in close corners and tight places—grinding, buffing, 
finishing and polishing—you couldn’t recommend a more useful 
tool than the Dumore Flexible Shaft Utility Tool! These are its 
special advantages: no motor weight to impede delicate maneuver- 
ing ... both hands left free to work ... foot-operated control of 
speeds to the needs of the job... pencil-point accuracy of the ball- 
bearing handpiece. Most every plant needs a tool like this—show it 
—talk about it on the next calls you make! The Dumore Company, 
Tool Division, Dept. TG31, Racine, Wisconsin. 


DISTRIBUTORS: A few Dumore Industrial 
Franchises are available. If you are interested 
in handling Dumore Industrial Tools in your 
area, please write us for further information. 













DERERS HOLD 


Annual Meeting 


Nearly 100 manufacturers and service 
industries display wares at 3ist annual 
international convention of the National 


Association of Purchasing Agents in Chicago 








For mirror-finish precision reaming, always specify Morse 
Reamers. You'll see the difference in faster cutting, better work, 
and longer time between replacements. You'll find the same 
difference in all Morse Tools. 


Morse Reamers and other Metal Cutting Tools are Made in 
Tungsten Carbide 


TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. * CHICAGO STORE: 570 WEST RANDOLPH ST. *® SAN FRANCISCO STORE: 1180 FOLSOM ST 
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James A. Channon Morgan L. Fitch 


Two New Directors 
For Great Lakes Supply 


Lt. Col. James A. Channon and Morgan 
L. Fitch have been elected to the board 
of directors, Great Lakes Supply Corp., 
Chicago. 

Lt. Col. Channon, son of Carl A. Chan- 
non, president, is stationed at Washing- 
ton where he is a staff officer attached 
to the Chief of the Army Ground Forces. 
He was assistant publisher of Mitt Sup- 
PLies when he joined the Army in 1940. 

Mr. Fitch is president of the Charles 
Ringer Co., Chicago real estate and in- 
surance firm. 


Charleston Supply Co. 
Erecting New Quarters 


The Charleston Supply Co., Charles- 
ton, S. C., is constructing new quarters 
to house offices and stock rooms. The new 
building is being erected on a 15-acre 
tract about one mile from downtown 
Charleston on King St. Extension near 
fertilizer manufacturing plants and oil 
terminals. 

Charleston Supply is at present situated 
on 3 Concord Avenue which is on the 
waterfront in downtown Charleston. Ac- 
cording to C. C. Owens, manager of in- 
dustrial supplies, the new location will 
provide more room for offices and stock, 
more than sufficient parking space for 
employees and customers, greater facili- 
ties for receiving and shipping and more 
room for future expansion. There are 
also advantages accruing from being lo- 
cated near customer’s plants, Mr. Owens 
added. 

The new building will be of all brick 
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Cc. C. Owens, manager of indus- 
trial supplies for the Charleston 
Supply Co., Charleston, S. C., 
anticipates the moving to the firm 
to new quarters. 


construction and will contain modern 
equipment such as steel shelving, mate- 
rial handling devices and facilities for 
stocking all sorts of goods efficiently. The 
building will be 100 by 165 ft. and will 
be one story high. 

The Southeastern Steel Co., a related 
firm, is also located on the 15-acre tract. 
This building also will be one story high, 
60 by 250 ft. 

A formal opening of Charleston Sup- 


‘ply’s new quarters is expected to take 


place late this year. 


New Treasurer for 
Shadbolt & Boyd 


PRICE M. DAVIS, JR. 


Price M. Davis, Jr., one of the three 
sons of the president of Shadbolt & Boyd 
Co., Milwaukee, has joined his father’s 
firm and has been elected treasurer. 

The younger Mr. Davis received his 
discharge from the Army Air Forces 
January 15 and came to work with the 
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Milwaukee distributing firm a month 
later. 

He entered the army as a buck private, 
earned his commission at Officer Candi- 
date School, attaining the rank of Major 
prior to discharge. His tour of duty in 
the AAF included service in the Ma- 
chinery and Tools Branch of the Equip- 
ment Supply Section, Headquarters Air 
Service Command, Wright Field as Unit 
Chief of several different units with 
duties encompassing supervision of world 
wide distribution of Air Corps equipment 
and supplies, as well as initiation of pro- 
curement, determination of requirements, 
storage and issue of material; and a tour 
of duty in the Property Disposal Section, 
Readjustment Division, Air Technical 
Service Command. 

Earlier business experience includes 
employment with Smith-Courtney Co., 
distributors, Richmond, Va. as a salesman 
and assistant to B. H. Smith, vice-presi- 
dent, machinery dept.; and with Kearney 
& Trecker Corp., Milwaukee, in the sales, 
cost accounting, time and motion study, 
milling cutter grinding and assembly 
departments. 


William Patterson Dies, 
Headed Patterson Tool 


William Blake Patterson, who was 
president and treasurer of the Patterson 
Tool & Supply Co., Dayton, until his re- 
tirement last year, died on May 20 at the 
age of 89. 

Mr. Patterson settled in Dayton 65 
years ago and established the distributing 
business with his father. The Wright 
brothers secured the first machinery for 
their bicycle shop from the Patterson 
concern, and the National Cash Register 
Co. started its business with supplies 
from the same source. Some of the 
supply company’s early equipment is 
housed in the Ford Museum in Detroit. 


Jack Smith 
Leaves Holo-Krome 


Jack Smith, the New York district 
representative of the Holo-Krome Screw 
Corp., Hartford, has left the firm and 
started business on his own as a manu- 
facturers’ representative. Mr. Smith has 
an office in New York, and intends soon 
to establish a warehouse in a north New 
Jersey point. He is presently represent- 
ing the Detroit Stamping Co., Detroit, 
and several other machinery manufac- 
turing concerns. 





Always sharp cor- 


FULL FORMED HEADS nered and straight 


sided — perfect 
wrench fit assured 





Accurate in diam- 


STRONG, ROUND SHANKS eter—slide into bolt 


holes freely and 





easily 


Exact for spacing 


CLEAN, SHARP THREADS end éépth— nets 


turn up smoothly 
without jamming. 





UPSON QUALITY 
MEANS TOP QUALITY 


And it’s the same top quality — uniform throughout 
more than 20,000 different headed and threaded items—which means fast assembly 
and lasting holding power wherever Republic UPSON Quality Products are used. 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION e@ CLEVELAND 13, OHIO 
Export Department: Chrysler Buliding, New York 17, N. Y. 


SELLING YOUR CUSTOMERS... 


Sea ~REPUBLI 
ucts, this and similar advertisements ore ap- 


pearing regularly in Hardware Age, Steel, 


Site BOLTS AND NUTS 


Other Republic Products include Pipe, Sheets, 
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for 
Safety 
Speed 
Power 
Economy e 


Enh aut Wodels 


for every 


Lifting Job / 


BUDA Medel 25-B-10 ‘"Two-Speed" 
Hydraulic Jack—saves time and 
effort throughout industry. 


— The BUDA 25-ton Hydraulic 
Jack, like all BUDA Models, is 
thoroughly tested at the factory 
to assure your customers of 
uniform, first-grade performance. 
The BUDA Model 25-B-10 holds 
its load under safe control at all 
times. The two-speed principle 
provides faster handling of 
moderate loads and easier 
lifting of heavier loads. This 
model is used on all types of 
industrial jobs and is especially 
effective where operating space 
is limited. Write or wire today 
for literature on BUDA’s complete 
line of jacks. 


BUDA 
Universal 
Diese! Nozzle 
Tester 


BUDA 
Model 2215-S8 
**All-Purpose"’ 

Jacks 


15413 Commercial Avenue . 
Harvey (Chicago Suburb) Hlinois 
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R. H. Heartt, left, and J. R. Hoff- 
man have formed their own 
machine tool distributing firm in 
Los Angeles. 


Hoffman and Heartt 
Form Supply Firm 


J. Roy Hoffman, formerly vice-presi- 
dent and treasurer, Smith Booth Usher 
Co., Los Angeles, and Robert H. Heartt, 
formerly manager of the firm’s machine 
tool division, have acquired the assets, 
good will and manufacturers’ lines of the 
division, and are now operating under 
the firm name of Hoffman & Heartt. The 
new supply firm will remain at 2011 Santa 
Fe Avenue, Los Angeles, with little 
change in personnel except a few addi- 
tions. 

Among the manufacturers represented 
by Hoffman & Heartt are the R. K. 
LeBlond Machine Tool Co., Cincinnati, 
Andrew C. Campbell division, American 
Chain & Cable Co., Inc., Bridgeport, the 
Hill Acme Co., Cleveland, Jones Su- 
perior Machine Co., Chicago, the Landis 
Tool Co., Waynesboro, Pa. and the Wat- 
son-Stillman Co., Roselle, N. J. 


Charles Cummings Dies, 
Raybestos-Manhattan Man 


Charles E. Cummings, assistant sec- 
retary of Raybestos-Manhattan, Inc., 
Passaic, N. J., and a veteran of 65 years 
in the rubber industry, died on June 6 
at the age of 79. Mr. Cummings was one 
of the 52-year Pioneers of the Manhat- 
tan Rubber division. 

He first entered the rubber business in 
1881, when he entered the New York 
office of the New York Belting & Pack- 
ing Co. He joined Manhattan Rubber 
as a bookkeeper in 1894. Mr. Cummings 
was a member of the Royal Arcanum for 
more than 50 years and a representative 
on the order’s supreme national council. 





Adotilisiug hat ADWERTISES You 


Here’s the first of a new series of advertisements 
aimed to do a double-barrel job for Johns- 
Manville Packing Distributors. 

First, they tell customers and prospects why the 
Johns-Manville Packings you sell mean reduced 
shutdown time and fewer packing replacements. 

Second, they establish you as headquarters, not 
only for packing but also for other essential in- 
dustrial parts and supplies as well. 

This advertising is typical of the promotional 
support that goes with the J-M Packing franchise. 
Over 63 CBS stations, five nights a week, Bill 


Johns-Manville 





Henry and the News bring the Johns-Manville 
name to millions of people. . . frequently tell, as 
part of the broadcast, about the important part 
you play in serving American industry. Display 
aids and direct mail pieces for your own use are 
other ways J-M cooperates with its Packing Dis- 
tributors. 


A Johns-Manville policy for years, this type of 
promotional support will be increasingly impor- 
tant to youinthe days of moreintensified ig 
competition ahead. Johns-Manville, § 

Box 290, New York 16, New York. 


MILL SUPPLIES © JULY, 1946 





126 


ONLY 


THEBES! =— Joos. 


opetete 


ENOUGH 


a 
he 


SWISS PATTERN FILES 


MILL SUPPLIES © JULY, 1946 








William L. Batt, right, SKF In- 
dustries, Inc., Philadelphia, chats 
with Clinton S. Golden, CIO vice- 
president, during a meeting of 


plant foremen and union stewards. 


Management And Labor 
Meet At SKF 


An example in management-union har- 
mony was set when William L. Batt, pres- 
ident, SKF Industries, Inc., Philadelphia, 
proposed that the recent consummation 
of a new labor contract with the United 
Steelworkers of America (CIO). be 
marked by a joint meeting of plant fore- 
men and union stewards. Clinton S. 
Golden, international vice-president of 
the union, accepted Mr. Batt’s offer and 
declared that it was the first time to his 
knowledge that management had offered 
to celebrate peaceful settlement of collec- 
tive bargaining negotiations. 


Abrasives Sales Spurred 
By Training Program 


The entire sales staff of W. J. Holliday 
& Co., Indianapolis, will have a good 
working knowledge of Carborundum 
products when the firm’s training pro- 
gram is completed this summer, accord- 
ing to E. A. Eaton, assistant sales 
manager and manager of the supply de- 
partment. 

Recently, 11 of the firm’s 16 salesmen 
completed basic training in the abrasive 
company’s school. This has been and 
will continue to be supplemented with 
on-the-spot training by. factory men, both 
in the form of talks and demonstrations, 
and in actual field work. The remaining 
five men will complete their training 
shortly. 

Meanwhile, one man, Harry F. Armour, 
is being groomed as an abrasives expert. 
Instead of the usual one week of training, 
Mr. Armour spent a month at the Car- 
borundum plant. In addition to Mr. 
Armour, Carborundum will maintain one 
of its men at the Holliday headquarters 











SELF-SEALING TO 


—with the Red Elastic Collar that 


protects the threads against Liquid Seepage 


Moisture cannot penetrate the Red Elastic 
Collar. Study the heavily corroded bolt 
and nut assembly in the unretouched test 
photograph. It has been subjected to the 
equivalent of three years’ exposure to mois- 
ture ...to industrial smoke and grime ... 
to climatic change. Study the same bolt 
with the nut removed. Look at the bolt 
threads that were inside the Elastic Stop 
Nut. They’re as good as new! Why? Be 
cause the Red Elastic Collar 
protects them permanently 
against Liquid Seepage — and 


~ 





Corrosion. Elastic Stop Nuts are easily 
removed because they cannot ‘rust solid’. 
They prevent fasteners from failing be- 
cause of corrosion weakened threads. 

Here’s a challenge: Send us complete 
details of your toughest bolted trouble 
spot. We'll supply test nuts — FREE, in 
experimental quantities. For further in- 
formation or literature address: Elastic 
Stop Nut Corporation of America, Union, 
New Jersey. Representa- 
tives and Agents are located 
in many principal cities. 





The RED ELASTIC COLLAR 
— denoting an ESNA product 


+ +» is threadless and permanently 
elastic. Every bolt — regardless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar. This 
threading action produces a com- 
pressive, radial-reactive pressure 
against both the top and bottom 
sides of the bolt threads .. . insures 
@ permanently tight, full contact 
between the bolt and nut threads 
...and makes all Elastic Stop Nuts 
self-sealing against Liquid Seepage. 

As a result, all Elastic Stop Nuts 
protect permanently against thread 
corrosion. 























ELASTIC STOP NUTS 


INTERNAL 


ANCHOR INSTRUMENT SPLINE CLINCH rere re GANG CAP 
WRENCHING MOUNTING CHANNEL 


PRODUCTS OF: 


MILL SUPPLIES © JULY, 1946 


ELASTIC STOP NUT CORPORATION OF AMERICA 












127 








PRODUCES 


... cutters that can be depended 
upon even under the toughest dress- 
ing operation conditions. Because 
Vincent cutters are made of a special 
analysis steel, and because they are 
heat treated by the exclusive Vin- 
cent Process in our own plant— 
one of the country’s largest and 
most complete heat treating shops— 
they always have the exact degree 


of hardness required for this type of tool. 


Regularity in dressing and trueing grinding 
wheels saves not only the wheels but produc- 
tion time as well. When you sell Vincent- 
Huntington Dressers and Cutters to your 
customers, you provide them with the tools 
which do maintain maximum grinding wheel 
efficiency. information on the complete line 


is yours for the asking. 
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Discussing grinding wheels are 
E. F. Eaton, assistant sales man- 
ager and assistant manager, sup- 
ply department, W. J. Holliday & 
Co., Indianapolis; Harry F. 
Armour, Holliday abrasives spe- 
cialist, and M. F. Jenkins, Carbo- 
rundum Co. representative. 


while another factory man will call fre- 
quently. 

“An aggressive selling campaign is 
being launched,” said Mr. Easton. “We 
will keep very close track of every abra- 
sive customer, tabulating sales to him, 
finding out his needs and relating that 
information to our stock orders.” 


St. Louis Commerce Group 
Backs Smaller Business 


Several hundred business men attended 
a Conference on Smaller Business held in 
St. Louis recently under the sponsorship 
of the St. Louis Chamber of Commerce. 
The meeting, which featured a speech by 
Alfred Schindler, under secretary of com- 
merce, was the first of its kind to be 
held in the country. Its purpose was to 
permit governmental officials to outline 
their plans for aiding small business, and 
to learn first hand the needs of business 
men. Among those participating in the 
work forum discussion were C. J. Mc- 
Enery, Airtherm Mfg. Co., St. Louis, and 
Walter A. Yeager, Arromills, Inc. 


Joseph Winship Dies, 
Fulton Supply Official 


Joseph Winship, vice-president of the 
Fulton Supply Co., Atlanta, died on 
June 5 in a private hospital of a heart 
attack. He was 58 years old. 

Mr. Winship had been associated with 
the distributing company, of which his 
brother, George Winship, is president, 
for more than 25 years. He was a past 
vice-president of the American Steel 
Warehouse Association. 

















MAN ATOM-YEAR | 


WHEREIN WE SIGNALIZE THE FIRST ANNIVERSARY OF THE 


ATOMIC AGE, CONSIDER THE ALTERNATIVES INHERENT 
IN BOTH GOOD AND EVIL POTENTIALITIES OF NUCLEAR 
FISSION, THEN VENTURE A GLIMPSE INTO THE FUTURE 


y paws Aco, July 16,1945, at Alamogordo, New Mexico, 

man created the first atomic explosion. Most impres- 
sive events diminish in stature as they recede in time. 
This one grows bigger with each passing day. It truly 
marked the beginning of a new age. 

As Year 1 of the Atomic Age ends and Year 2 begins, 
we are engaged in three portentous projects. 

At Bikini Atoll we are detonating the fourth and, pos- 
sibly, the fifth atomic explosions in the history of the 
world. 

At Oak Ridge, Tennessee, we are building the first 
atomic energy plant for peaceful purposes. 

Most important, in New York we and all the other 
United Nations are engaged in the first attempt to sub- 
ject atomic energy to international control. Literally, 
the fate of the world hangs on this attempt. 

As this introduction is written, the United Nations 
Atomic Energy Commission has just begun its work. 
People everywhere pray for its success—for their own 
sake, but even more for their children and for their 
grandchildren. If this Commission fails let everyone 
everywhere be warned: the world has taken a step to- 
ward destruction. 

As we enter the second year of the Atomic Age, the 
nations of the earth are embarked on an atomic armas 
ments race. There is no blinking that fact. We have had 
official notice served on us. Therefore, we must under- 
stand that unless the United Nations Commission can 
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arrest the drift of events, we are moving toward a hor- 
rible war. The Commission must succeed. 

The American delegate, Mr. Baruch, has brought to 
the Commission an ably thought ‘out plan. It would in- 
ternationalize nuclear acience, and release for man- 
kind the beneficent applications of atomic energy. But 
it would “control” atomic bombs only to the extent of 
giving the world brief warning of any nation’s prepara- 
tion to use them, so that we might have foreknowledge 
of disaster. 

Therefore, the real and enormous task before the 
world becomes clear. We must end war. No other control 
of atomic weapons exists. If war comes, atomic weapons 
will be used. If they are used,.our children who survive 
will curse their fathers. Understanding the consequences 
of failure, we must succeed. 

Because we cannot succeed without knowledge, I have 
asked my associates at McGraw-Hill to condense into the 
following pages what we know at the close of Year 1 
about this great new atomic force — its basic science, its 
possible uses and its political repercussions. 





President, McGraw-Hill Publishing Co., Inc. 
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iT BACK twelve months to the birth 

L ot Year 1, Atomic Age, we begin to 
sense the majestic import of the atomic 
bomb that blasted the naked desert .at 
Alamogordo, N. M., on-July 16, 1945. 
There man first shattered atoms in an 
explosive fast-chain reaction. Then came 
Hiroshima and Nagasaki. 

In every case the fateful atom was either 
uranium 235 (U235), or plutonium de- 
rived from the action of U235 on U238. 
Every pound of U235 atoms split in these 
unprecedented blasts yielded the energy 
of 11.4 million kilowatt-hours, or 1400 
tons of coal — slightly more for plutonium. 

No matter where one mines uranium 
ore, the purified natural uranium (Fig. 1) 


always contains 99.3% of the “garden” 


variety U238, and a mere 0.7% of the 
precious U235. 

An atom is like our solar system. The 
central sun is the nucleus—a bunched 
mass of protons and neutrons, each weigh- 
ing one unit. The planets are electrons. 
Each proton has one plus electrical charge 
— each electron an equal negative charge. 
There must be as many negative electron 
planets as positive protons in the nucleus. 
This is also the “number” of the atom. 
Neutrons have no charge, but add weight. 

The atomic number of uranium is 92 
because the uranium atom always has 92 
nuclear protons and 92 electron planets. 
The isotopes U238 and U235 differ only in 
the number of. neutrons; U238 has 146 
neutrons, and weighs 92 + 146 = 238 
units. U235 has 143 neutrons, and weighs 
92 + 143 = 235 units. 

Ordinary chemical reactions, such as 
TNT explosions, release only a fraction of 





3 WHY BOMB EXPLODES 
When block of rapidly assem- 
bled U235 passes secret critical 


size it explodes spontaneously 
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the modest energy of the whirling elec- 
trons in the outer atom. Nuclear reactions 
unlock the immensely greater energies 
which bind together the nucleus. 

Even the gentle tap of a slow-moving 
neutron bullet will split the atom of U235 
or of man-made plutonium into two me- 
dium-weight atoms, yielding also one to 
three spare neutrons plus energy. Thus 
these fissionable materials supply both 
their own bullets and a highly sensitive 
lot of high-explosive targets — a perfect 
setup for a chain reaction (Fig. 2). 

Chain reactions work like chain letters. 
Neutrons from one nuclear explosion hit 
and explode other nuclei. But, since atoms 
are mostly open spaces a chain started in 
a small block of U235 or plutonium quick- 
ly dies out because most of the released 
neutrons escape from the block. 

The bigger the block, the smaller will 
be the percentage of escaping neutrons, 
and the more left to split other nuclei. 
When the block is rapidly built up beyond 
a certain secret size the fragments of 1000 
nuclear fissions split many more than 1000 
additional nuclei. Then fissions multiply 
geometrically, and the block disintegrates 
with explosive speed and violence — as in 
a bomb (Fig. 3). 

This bomb explosion is a fast-neutron 
chain. For economy and ease of control, 
uranium piles for the gradual release of 
nuclear energy for commercial purposes 
will normally use a lean fuel —that is 
U235 or plutonium diluted with U238, 
thorium or other less costly materials. 

To maintain a chain reaction such piles 
must be large and artificially stimulated 
by using carbon blocks or some other 
moderator (Fig. 4) to slow many of the 
neutrons. Slow neutrons make more hits 
than fast neutrons because there is more 
time for them to be swerved from a 
straight path by the attraction of nearby 
nuclei, as shown below. 


4 SLOW NEUTRONS 
MAKE MORE HITS 
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HE FATEFUL [235 ATOM can serve man 

as & new, compact source of heat energy 
for power generation, comfort heating or 
industrial processing. Peacetime applica- 
tions of atomic energy will use dilute 
U235 or plutonium as a “fuel,” mixed with 
carbon or some other moderator to slow 
some of the neutrons and thus keep the 
chain reaction going. 

The diluting agent may be either U238 
or thorium, or both. These will do double 
duty, because neutron bullets convert 
U238 into the energy-yielding plutonium, 
and thorium into U233, which may prove 
equally serviceable. 

Thus the commercial piles of the future 
will “burn” U235 to make other atomic 
fuels, plutonium and possibly U233, which 
in turn will deliver heat energy to the pile. 
In that way it will be possible to get from 
the pile far more heat than the equivalent 
of 1400 tons of coal for each pound of 
U235 split. This highly attractive prospect 
will speed the day when nuclear energy 
can compete with coal. 

While already mechanically obsolete, 
the piles making plutonium for bombs at 
Hanford, Wash. (Fig. 1) reveal the basic 
principle on which future piles for power 
and heat will operate. The heat now wast- 
ed in vast quantities will be put to work. 
The plutonium, now removed for bomb 
manufacture, will be returned to the pile 
(or left in) as supplementary fuel. 


ATOMIC POWER 

The possible everyday applications of 
nuclear heat pictured in Fig. 2 have been 
recognized from the very first day of the 
Atomic Age. Year 2 will see the building 
of the world’s first atomic power plant (a 
pilot plant) at Oak Ridge, Tenn. 

Beyond question such installations will 
prodace power, but it may be years or 
decades before they prove economical. To 
compete with conventional plants the piles 
must first be redesigned to run at tempera- 
tures high enough for good power-plant 
efficiency. Also the techniques of operat- 
ing piles by remote control through the 
heavy radiation screens must be radically 
streamlined. 

The Hanford piles run on natural ura- 
nium containing only 0.7% of U235. The 
typical commercial atomic power plant of 
the future will use more than 0.7% of 
U235 or plutonium, but less than 50%. 
This will avoid both the low efficiency of 
the too-lean mixture and the excessive 
fuel cost of the rich mixture. It will permit 
piles of moderate size and take maximum 
advantage of U238 and thorium as poten- 
tial sources of plutonium and U233. 

One should not expect U235 to replace 
coal generally in this generation, although 
a few central power stations and ships will 


try it out before Year 10 of the Atomi¢ 
Age. Plants far from traditional sources 
of fuels may turn much sooner to uranium 
and thorium as concentrated heat sources, 
that may easily be transported even to 
remote corners of the earth. 

Atomic power, in forms now known, is 
impracticable for automobiles and small 
airplanes, because of the large initial in- 
vestment in uranium and the need to carry 
50 tons of shielding to protect riders and 
pedestrians against the deadly radioac- 
tivity accompanying nuclear fission. 


RADIOACTIVE ISOTOPES 

More immediately important than the 
heat and power applications of nuclear 
energy are the services that the radioac- 
tive byproducts of pile operation can ren- 
der. Because these materials act chemic- 
ally like their ordinary non-radioactive 
cousins, but can be followed and detected 
easily, they are expected to play tremen- 
dously vital parts in medicine and biology. 
For more details, see the last page of this 
section, 
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2 PRACTICAL APPLICATIONS 
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RANIUM 235 and plutonium are now 
man’s slaves. They will build or de- 
stroy as he orders. Man dreads this vast 
force only because he distrusts himself. 
War is procf that man in the mass has 
never achieved self-control. He has always 
sought better weapons; yet the perfect 
weapon now brings him no satisfaction for 
he sees in the atom bomb his own destruc- 
tion as well as that of his enemy. 

The ultimate benefits of nuclear energy 
may well surpass its present terrors, but 
the terrors are here now in awful dimen- 
sion, and man must face them. He must 
pay this price for unlocking the wealth of 
the inner atom. 


ATOMIC BOMB 


This page, then, is about the atomic 
bomb. Nothing will be said here that is 
not either a certified scientific fact or a 
conclusion shared by the majority of the 
leading scientists, engineers and states- 
men who have studied the matter. 

As already explained, an explosive nn- 
clear chain reaction spontaneously sweeps 
through a block of U235 or plutonium 
when the block is rapidly enlarged beyond 
a certain “critical” weight X. That weight 
is still a military secret; the official Smyth 




















There is no known 
defense against the 
atomic rocket at- 
tacking at mile- 
per-second speed 


report vaguely suggests that it is more 
than 4 Ib and less than 200 Ib. Each piece 
of U235 in the dormant bomb must weigh 
less than X. At the desired instant of ex- 
plosion the bomb mechanism assembles 
these pieces rapidly into a single piece 
considerably heavier than X. 

The explosion itself drives the U235 
pieces apart, thereby quenching the atom- 
ic conflagration before all the atoms are 
split, so the bomb efficiency is far less than 
100%. For each pound of U235 (or pluton- 
ium) atoms actually split, the bomb re- 
leases the energy of 1400 tons of coal. 

This explosion is mainly ordinary heat 
at work in unprecedented concentration. 
Bomb metals become incandescent vapor 
millions of degrees hot. This, and the en- 
veloping sphere of glowing air, radiate a 
blinding flash that chars human flesh at 
half a mile and blisters at over a mile. 
There is a destructive shock wave (sound) 
and a second-long hurricane of unimagin- 
able force — the outrushing of the expand- 
ing heated air. Deadly neutrons and 
gamma rays speed out from the bomb. 

A single atomic bomb killed about 100,- 
000 at Hiroshima. Fewer died at Nagasaki 
only because the circle of potential de- 
struction included much vacant land. 
Bombs ten times more powerful can he 
made by the thousands in any major in- 
dustrial country with the plants and the 
know-how. One bomb could saturate Min- 
neapolis or downtown Manhattan. 

Many experts estimate that a complete 
set of American atomic “secrets” and 
blueprints might save a foreign power two 
to three years at best in its race for 
atomic arms. With no help at all from us, 
any advanced industrial nation can, in five 


to ten years, acquire the raw materials, - 


the plants, the know-how and enough 
bombs to knock out the big cities of any 
other country overnight. In Year 2 of the 
Atomic Age this arms race is already on. 

It will nog fail for lack of raw materials; 
every country has Jean ores worth working 
for bombs, 


Cost need not deter, for the atomic bomb 
is by far the cheapest method of destruc- 
tion ever devised. General H. H. Arnold 


a: _ estimates that atomic bombs can be manu- 


A single improved atomic bomb can 
devastate ten square miles of city 


factured and delivered for less than $500,- 
000 per square mile of destruction. 
Don’t be misled by the two billion dol- 
lars America spent on a project that 
dropped only two bombs on the enemy. 
New plants can be built at a fraction of 
wartime cost, and the investment spread 
over thousands of bombs, not just two. 
NO DEFENSE 


So the bombs can be made in ample 
quantity and paid for, but can they be 
delivered? The answer is: “Yes; by the 
time the bombs are ready they can be de- 
livered anywhere and overnight.” If the 
defenses of the target country are weak, 
piloted planes can get through in ample 
number, Ten percent would be enough. 

For more effective delivery radio-steered 
pilotless planes and rockets can carry the 
atom bombs faster than sound. Such weap- 
ons will be almost untouchable by either 
antiaircraft artillery or manflown fighters. 

Greatest threat of all will be the trans 
oceanic rockets. The German V-2 rocket, 
which never once was stopped by Britain’s 
defenders, points one way. It needs only 
transatlantic range (with atomic propul- 
sion) and an atomic bomb in the nose. 
Forty-six feet long, loaded with 7500 lb 
of alcohol fuel and 11,000 lb of liquid 
oxygen, the V-2 of World War II rose 60 
miles in the air and arced 200 miles in five 
minutes to deposit one ton of TNT is 
London. 

Seeing so many strange things come to 
pass, the man in the street cannot distin- 
guish between possible miracles and the 
impossible variety. From the very start of 
the Atomic Age he has been hoping for s 
“ray” that will explode the atom bomb far 
off. Competent scientists and engineers say 
that cannot be, 
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The only way to bring down a 3500- 
mile-per-hour rocket at a safe distance is 
to chase it with your own 4000-mph rocket. 
You can’t win at this game often enough 
to establish ironclad protection. 

The only specific defense against the 
atomic rocket known in Year 2 of the 
Atomic Age is to disperse all cities and 
put key industries underground. This 
would be very costly in time, money and 
national morale. 


Some will ask whether the U.S., as the 
most powerful industrial nation, could not 
build more and better bombs and carriers 
than any other nation. Probably yes, but 
there is still no real security. If the “weak” 
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HE NUMBERED statements that follow in 

somewhat logical pattern are too fateful 
to be accepted on anybody’s say-so. Every 
reader should test them in the light of his 
own information and understanding. 

The points below sum up the conclu- 
sions of the previous article — and these in 
turn reflect a great mass of thought and 
discussion among leading scientists, engi- 
neers and statesmen close to the problem. 
To an amazing degree they concur on both 
facts and conclusions. For authoritative 
statements of their line of thought, in de- 
tail not possible here, the reader should 
see the recent hook, One World or None. 


opponent has enough atomic weapons to 
destroy us once, what advantage is there 
in being able to destroy him twice? 

Shooting first could protect us now, but 
not after the world is atomically armed. 
If we were to destroy the enemy’s cities, 
we would probably miss his well-concealed 
and protected bomb magazines and rocket 
launchers. A few minutes later he could 
return the atomic fire. In brutal simplic- 
ity, that is the nicture of future atomic 
war. Everybody loses, 

At this point one grasps at another 
straw: “If everybody is to lose who would 
be so foolish as to start an atomic war? 
And didn’t the Germans refrain from us- 
ing gas for a similar reason?” Possibly 
yes. It may work that way. But in a world 



















atomically armed to the teeth some ner 
vous finger may pull the fatal trigger. 


ONLY ONE WAY OUT 


Throughout history each new offensive 
weapon has called out its appropriate de- 
fense. But now the offense leaps centuries 
ahead in a single bound and the defense 
lies almost helpless everywhere, unless 
some technical protection, unknown as 


‘Year 2 begins, can be devised. 


The situation is extremely dangerous. 
There is no clear way out except through 
some sort of international action first te 
stop the atomic arms race and, before it 
is too late, to hobble war itself. 

Can it be done? Perhaps not, but there 
is no alternative except atomic chaos. 





THE DILEMMA 


Nations must either face the probability of an atomic World War 
Ill, which would surely be the most deadly in history . . . 


Or, the experts propose, yield both atomic weapons and war po- 
tential to international authority backed by superior force. 





What the Experts Say 


1, In five to ten years any major in- 

nation can make enough atom 
bombs to destroy all the major cities of 
any other country overnight. 


2. This assumes no “secret” information 
or other help from us. 


3. The necessary uranium ores will be 
at hand. 


4. The cost will not be too high. 


5. The bombs produced can then be car- 
ried thousands of miles by bombers, or 
by atomically powered guided missiles 
moving faster than sound. 


6. There will probably be no effective 
military defense against such weapons, 


7. Dispersing cities, and putting key in- 
dustries deep underground, will give 
some protection if accomplished in time, 





but at incredible cost in money and 
human discomfort. 


8. In a world atomically armed, nations 
can probably protect their bomb stocks 
and rocket launchers from enemy assault. 


9. If so, nation A can destroy the cities 
of any other nation B, after which B’s 
rockets will destroy the cities of A. 
Shooting first will not win an atomic war. 


10, This knowledge may not restrain the 
trigger finger of a suspicious power, 


11. Having more and better atomic 
weapons than the other fellow won’t help 
much if he has enough to destroy us. No 
use to kill a man twice or rebomb urban 
ruins, 


12. Every nation is vulnerable in the 
‘Atomic Age, including the U, S. A. 


13, National security will be impossible 
without (first) international control of 
atomic arms and (not too long there- 





after) international control of all war 
potential, both backed by superior physi- 
cal power, 


14. If action to this end is long delayed, 
it may become impossible to halt the 
atomic arms race already started. 


15. At best, the necessary degree of in- 
ternational control, with some real dele- 
gation of national sovereignty, will be a 
revolution in human affairs, It may prove 
to be humanly unobtainable at this time. 
If so, men and women everywhere must 
face the probability of an atomic third 
world war—by far the most destructive 





In this atomic age no nation can be safe through its own unaided might 


in all history, 
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TOM YEAR 1 has probably been marked 
by more debate on a single subject 
than any other twelve months in the 
world’s history. Social, economic and poli- 
tical as well as purely technical issues 
have been pressing for realistic solution. 
Let us look at these issues and see where 
we stand: 





CIVILIAN VS. MILITARY 


Because the atomic bomb is the world’s 
greatest weapon, the armed forces would 
like to control it. But because atomic 
energy can also be used for peaceful, 
beneficial purposes, civilian control seems 
equally essential. These conflicting view- 
points had their strong proponents before 
the Congress which finally reached a fair- 
ly satisfactory compromise in the Atomic 
Energy Bill of 1946, setting up a com- 
petent civil board with which the armed 
forces will have continuing liaison. As we 
go to press, just before Year 2 of the 
Atomic Age begins, this bill has passed 
the Senate, but there is still a question 
how rapidly it will be enacted into law. 





PRIVATE VS. PUBLIC 


Atomic energy is “too big” and “too 
hot” to be handled privately. It must be 
nationalized and internationalized. The 
questions are how and to what extent. 
Fortunately, as the “boxes” on these pages 
show, there are means that may attain 
reasonable safety against misuse of the 
atom, and still do so without public con- 
trol of many “non-dangerous” applica- 
tions, 





SECRECY VS. FREE SCIENCE 


Throughout the first year of the Atomic 
Age hot debate has raged around “keep- 
ing the secret of the bomb.” To prevent 
potential enemies from making atom 
bombs some have urged a complete black- 


out of all phases of atomic energy — even 
of the scientific fundamentals of nucleap 
physics. Others have sought immediate 
and complete disclosure of all bomb “se- 
crets,” both scientific and technological. 
These have held that such information 
cannot be effectively hidden, that secrecy 
blocks progress and breeds wars. 

A year of debate has brought the great 
mass of vocal opinion to this middle 
ground: (1) Ease restrictions on the ex- 
change of basic physical knowledge. (2) 
Release for industry’s benefit many of the 
devices and methods developed for the 
bomb project. (3) Hold tight to special- 
ized information on atomic bombs and 
bomb-material production until interna- 
tional safeguards are fully operative. 
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Policy. Declares it the policy of the 
U. 3. to develop and utilize atomic en- 
ergy to improve the public welfare, 
increase living standards, strengthen 
competitive enterprise and promote 
world peace, 


Organization. Establishes the Atomic 
Energy Commission (AEC) of five ad- 
ministrators to direct four divisions on 
research, production, engineering, and 
military applications—to work in liaison 
with three committees from (1) the 
armed forces, (2) outstanding civilians, 
and (3) joint Congressional representa- 
tives. 


Production. AEC to own and operate 
(under management contracts with in- 
dustry if deemed desirable) all facili- 
ties for the production of fissionable 
materials, such products to be distrib- 
uted with their radioactive byproducts 
under license for private industrial and 
medical research, 


Military Application. AEC to engage 
in development. work and produce 
atomic bombs as directed by the Presi- 
dent, to be delivered only on his order 
to the Armed Forces. 
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DOMESTIC CONTROL AS PLANNED IN 
THE ATOMIC ENERGY BILL OF 1946 


McMahon Committee Bill contains the following provisions. 


~ 


Industria] Utilization. Permits AEC 
to conduct research, design and manu- 
facture equipment for atomic-energy 
utilization, license its use, produce and 
sell power obtained as a byproduct in 
the production of fissionable materials, 
Directs AEC to give widest safe scope 
to private initiative, 


Control of Information. AEC to en- 
force a ban on the dissemination of re- 
stricted data that might be used to in- 
jure the U. S. or secure advantage to a 
foreign nation, yet to provide leeway 
for ultimately relaxing restrictions ag 
future conditions warrant, 


Patents and Inventions. No private 
patents permitted for production of fis 
sionable materials or their utilization 
for military weapons, but AEC will 
justly compensate for such inveations, 
when made by private citizens. Patents 
for non-military applications may be 
purchased or condemned by the AEC 
only when public interest is affected. 


Appropriations, “Such sums as may 
be necessary and appropriate to carry 
out the purposes and provisions of the 
act” plus unexpended funds of the 
Manhattan Engineer District, 
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NATIONAL VS. INTERNATIONAL 


Born of nationalism, the Atomic Age 
began when three nations discovered a 
weapon that today gives them the great- 
est military power on earth, The prime 
question is: Shall the atom remain the 


servant of its conqueror, nationalism? 
During Year 1 of the Atomic Age the 
Truman-Atlee-King declaration, the mas- 
terly report of the State Department’s 
atomic consultants, and the U.S. represen- 
tative on the United Nations Atomic 
Energy Commission, have all called for 
international control of atomic energy. 
Year 2 will start with no such control. 
This failure to decide and act is in part a 
natural result of the extreme difficulty of 
the problem and the obvious dangers of 
unwise decisions. Nations everywhere face 
a triple dilemma in this Atomic Year 2: 
the dangers of nationalism, the dangers 
of internationalism, the supreme danger 
of not being able to make any decision in 
time to meet the atomic bomb threat. 
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The Plan. The U.S, has proposed that 
all nations band together to outlaw the 
use of atomic energy for war and to 
promote and harness its development 
for the benefit of mankind. To this end 
an International Atomic Development 
Authority would be set up, and to it 
the U.S, would turn over, at various 
stages of its organization, all atomic 
bombs, know-how, raw materials, facili- 
ties, and stockpiles of fissionable mate- 
rial. Thus IADA eventually would 
~eupersede national authorities on some 
matters and supplement them on 
others, 


Owner and Operator. IADA would 
take over from national authorities or 
private ownership full management and 
control of all atomic energy matters 
that afford a possible threat to World 
security, These include: 
1. Raw Materials—Supplies of ura- 
nium and thorium to be inventoried, 
controlled, and developed by IADA. 
2. Facilities—IADA to control and 
operate plants producing fissionable 
materials and to own and control 
their products. 
3. Research—IADA to undertake re- 
search and development on all as- 
pects of atomic energy and to possess 
exclusive right of research on atomic 
explosives, 





INTERNATIONAL CONTROL AS PROPOSED 
BY THE U.S. TO U.N. ATOMIC COMMISSION 


Baruch statement follows constructive path laid out by Atomic 
Consultants in *‘Acheson-Lilienthal Report." 
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Private Initiative, Will have its 
chance to push forward the use of 
atomic energy for peacetime (non-dan- 
gerous) purposes. With IADA provid- 
ing raw materials and carrying out 
necessary inspection, national and 
private enterprise may operate “safe” 
power piles, and produce and use radio- 
active isotopes for research, clinical 
and other applications. Radioactive 
isotopes produced by IADA also can 
be distributed for peacetime use. 


The Mechanics of Safety. No plan 
is a certain guarantee against future 
atomic war, This plan should, however, 
prevent surprise attack with atomic 
weapons; for IADA is to buttress posi- 
tive ownership or management controls 
with wide powers of inspection. Obvi- 
ously, successful inspection rests on 
complete freedom of access or egress 
in any area, 


Sanctions. At the heart of the plan 
lies the problem of penalty for viola- 
tion — a matter for profound statecraft. 
To the U.S., one aspect of sanctions 
appears crystal clear: Here is an area 
where the veto right now held by the 
five great Powers must be redefined if 
it is not to be incompatible with the 
meaning and purpose of the proposed 
control, 



























Leading industrial nations can pro- 
duce atomic bombs in five years, com- 
petent scientists announced after 
Hiroshima. Already one year of the: 
precious five has been consumed in 
debate without international action. 
Soon it may be too late to check the 
growing momentum of the atomio 
arms race. 


TIMETABLE—ATOM YEAR 1 


1. July 16, 1945. World’s first 
atomic bomb detonated in New 
Mexico, 


2. July 26, 1945. President Tru- 
man and Prime Minister 
Churchill issue Potsdam ulti- 
matum threatening Japan’s de- 
struction if she continues. 


3. August 6, 1945, Atomic bomb 
dropped on Hiroshima. 

4. August 9, 1945. Atomic bomb 
hits Nagasaki. 

5. August 11, 1945. Army releases 
Smyth Report on “Atomic En- 
ergy for Military Purposes.” 

6. August 14, 1945. Japan accepts 
terms of Potsdam declaration. 

7. November 15, 1945. Truman- 
Atlee-King issue declaration of 
intention and procedures look- 
ing toward international con- 
trol of atomic energy by 
United Nations. 


8 March 28, 1946. State Depart- 
ment issues Acheson-Lilienthal 
Report on the “International 
Control of Atomic Energy.” 


9. April 12, 1946. Manhattan En- 
gineer District announces pro- 
gram for experimental devel- 
opment of atomic power. 


10. June 1, 1946, “Atomic Energy 
Bill of 1946” passes Senate 
unanimously, is referred to 
House of Representatives. 

11, June 14, 1946, First meeting of 
United Nations Atomic Energy 
Commission (Bernard Baruch 
as American member). Manhat- 
tan District announces availa- 
bility of radioactive isotopes for 
research use. 

12, July 1946, Joint Army-Navy 

tests of atomic bombs at Bikini. 
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F MUTUAL DESTRUCTION by the atomic 
bomb can be avoided, the first century 
of the atomic age will bring immense ad- 
vances in scientific knowledge, health and 
living standards, Already many prospec- 
tive benefits can be outlined, but those we 
can neither foresee nor suspect may be 
even more important. 

This prediction is grounded in scientific 
experience ; the most fundamental discov- 
eries have always been the most fruitful. 
The study of molecules gave us chemistry. 
Faraday’s experiments with electricity 
and magnetism are the foundation stones 
of the great electrical industry. Can one 
expect any less from an understanding of 
the heart of every atom? 


BENEFITS 

Atom-splitting benefits clearly visible 
today fall mainly in three classes: (1) 
heat and power applications of the ura- 
nium piles; (2) general industrial applica- 
tions of equipment and methods originally 
developed for the bomb project; (3) chem- 
ical, biological and medical uses of the 
“tagged atoms” (radioactive isotopes) 
now abundantly available from pile opera- 
tion. 

It is now evident that the energy yield 
of the U235 in an atomic pile can be 
multiplied many times by returning to (or 
leaving in) the pile the plutonium and 
possibly the U233 produced respectively 
from the U238 and the thorium in the pile. 
This is an indirect way to “burn” inex- 
pensive U238 and thorium, and thus 
greatly extend the supply and reduce the 
cost of atomic fuels, 


Although present piles run at low tem- 
peratures, it is certain that temperatures 
high enough for the efficient operation of 
steam and gas turbines will be attained. 
Already an experimental atomic power 
plant has been ordered. Atomic power for 
certain remote installations (say, for heat- 
ing Arctic airports) may pot be far off. 


In five or ten years uranium piles will 
be driving a few experimental ships and 
submarines. In 20 or 30 years uranium 
may begin to compete widely with coal as 
a fuel for suitably situated large central 
heating and power plants. The 50-ton min- 
imum weight of shielding rules out nu- 
clear power for automobiles and small 
piloted planes, 


Some day ultra-high temperatures from 
splitting atoms will be used for special 
industrial operations on metals and other 
materials. Even the dread atomic bomb 
might easily serve peaceful ends —blast- 
ing lakes in deserts, changing the course 
of rivers, leveling mountains, 


INDUSTRIAL BYPRODUCTS 


The special industrial equipment and 
methods developed for the bomb project 
will find hundreds of important uses — 
mostly for purposes unrelated to atomic 
energy. These developments include 
pumps with neither seals nor leaks, leak 
detectors of amazing sensitivity, ultratight 
welding, a portable mass spectograph for 
quick and automatic gas analysis, new 
ways of handling corrosive and poisonous 
materials, new diffusion barriers for the 
separation of gases and of petroleum 
products, 


TAGGED ATOMS 


Yet more important than any of these, 
in the long run, will be the hundreds of 
radioactive isotopes now available as by- 
products of pile operation. Chemically in- 
distinguishable from the ordinary forms 
of the elements, these isotopes serve as 
tagged atoms or “spies” if mixed with 
common stable atoms of the same species. 
They “fly, with the flock,” and can later 
be identified as surely as banded birds. 
With these amazing tools of research, the 
course of any element or compound may 
be traced through the bodies of men, ani- 
mals and plants, Similarly, tagged atoms 


may be used in studying the course of 
many kinds of industrial and chemical 
operations, 

BIOLOGY AND MEDICINE 

A suspected hyperthyroid condition can 
be diagnosed by feeding the patient a 
minute measured amount of radioactive 
iodine. The click of a “Geiger” counter 
placed on the patient’s neck will tell (1) 
what percentage of the swallowed iodine 
concentrates in the thyroid cells and (2) 
how rapidly that concentration is ac- 
complished — giving a definite indication 
of the state of the gland. 

In similar fashion the radioactive iso- 
topes of hydrogen, oxygen and carbon 
will trace out the intricate transformations 
of carbohydrates and proteins in the hu- 
man body. Radioactive phosphorus will 
explore the bones, Radioactive iron will 
show how and where blood cells are 
formed. Radioactive sodium will time the 
circulation of blood. 


USES IN INDUSTRY 

In chemistry the radioactive isotopes 
will speed the understanding of metal- 
lurgical and organic reactions, In industry 
they will measure flow, detect leaks, and 
do other useful work. 

Meanwhile the uranium piles will be 
manufacturing certain radioactive isotopes 
that can serve as cheap but effective sub- 
stitutes for high-cost medical radium. 


KNOWLEDGE COMES FIRST 
It is already clear that the chief benefits 
of atom splitting will come first as new 
scientific knowledge rather than as new 
engines and gadgets. But in the Jong run 
man’s new understanding of the inner 
atom will enrich the whole range of 
human activity. This has always been the 
case with less fundamental discoveries 
in science. It can hardly be less with 

this most fundamental discovery. 








ATOM SPLITTING WILL SERVE MAN IN: 
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ivs tHE YALE 
MIDGET KING 


ELECTRIC HOIST 


For light-duty production and main- 
tenance jobs, there’s no better hoist 
to sell than the Midget King. Here 
are a few reasons: Compact, light in 
weight, it’s easy to install anywhere. 
No wasted time, no wasted effort—a 
flip of the wrist on the one-hand bar- 
grip control starts action. It’s a hoist 
that takes “muscle money” off pay- 
rolls, steps up hoisting operations, 
cuts costs. Powered by an economical 
motor, it uses little electricity —lifts 
loads easily and quickly. Ruggedly 
built, it gives faithful service for years; 
with little maintenance. 

All these advantages add up to easy 
selling, profitable selling! It’s a hoist 
that every prospect should know 
about. Point out its many features— 
and point up your income. Keep in 
mind too that the complete Yale line 
includes the Cable King Electric 
Hoist, the Pul-Lift, and a full range 
of hand chain hoists—all profitable 

vALE weISI sellers. The Yale & Towne Manufac- 
“cpap turing Company, 4530 Tacony St., 
Philadelphia 24, Pa. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT ...PROMOTES SAFETY 


HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC re INDUSTRIAL SCALES 
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In The First Half of 1946 


Total employment at record levels despite troublesome strikes in key industries; 
Industrial Distributor sales only slightly below wartime peaks and 2-3 times 1939. 


READING ONLY the newspaper headlines 
during the first half of 1946 would give 
one a very sorry picture of industrial 
reconversion. In the steel industry 700,- 
000 workers were on strike in January 
and February; 350,000 coal miners were 
out in April; carrying over from late 
1945, 200,000 General Motors workers 
were on strike during the early months 
of 1946; 200,000 electrical workers were 
out during much of the period and finally 
250,000 railroad workers were on strike 
for a short period in the last days of May. 

All the moves and countermoves by 
the unions, management and government 
in the settlement of these major strikes 
as well as a host of similar actions in 
smaller auxiliary industries made good 
headline material. These news items were 


supported in our own personal experi- 
ences by relative shortages on every 
hand. Automobiles, mechanical refrig- 
erations and a long list of consumer 
durable goods were coming off the as- 
sembly lines in only a trickle while an 
enormous unsatisfied demand was ever 
present. 

The actual overall production and dis- 
tribution statistics, however present a 
different picture. Total employment in 
May reached the highest levels in Amer- 
ican history. Paid productive jobs were 
held by 55,320,000 people in that month, 
exceeding by 570,000 the previous peak 
of 54,750,000 reached in July, 1943, at 
the top of the war production program. 
Only 2,310,000 people were reported as 
unemployed in May. At this level the 


Consumer Expenditures, by Major Groups 
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number unemployed is no more than 
would be expected as a normal labor 
“float”—those involved in changing jobs 
or moving from jobs in one region to 
those in another. In May, 450,000 men 
were out on strike but this was less than 
1 percent of the people actually working. 

To be sure, the work stoppages in a 
number of critical industries, steel and 
coal particularly, have had far-reaching 
implications that cannot be measured 
alone by the number of workers in- 
volved. Reduced output of essential raw 
materials from these industries has re- 
tarded production in many fabricating 
and processing industries at further 
stages in the production cycle. But the 
big overriding fact remains that indus- 
try in the first 6 months of 1946 prac- 
tically completed its reconversion to a 
peacetime basis, The millions of soldiers 
released from the army and navy and 
the even larger number of workers in 
war plants have moved into jobs de- 
voted to the production and distribution 
of civilian goods and into the many 
service industries. The predictions of 
the prophets of gloom have not come to 
pass. The forecast that there would be 
8 million unemployed this spring was 
never realized. Indeed, inadequate man- 
power remained one of the limiting fac- 
tors on output and will continue to be 
so for some time. 


Incomes and expenditures 


The high level of employment is re- 
flected in a high sustained volume of in- 
come payments to individuals. The rate 
of income payments during the first half 
of 1946 was only a few percentage points 
below the extremely high peak estab 
lished during the first quarter of 1945. 
Personal taxes took a smaller propor- 
tion of this income in 1946 than it did 
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in 1945, thus consumers were left with 
disposable incomes only fractionally 
lower than that at the peak in 1945. 

The high level of disposable income, 
augmented by special demand factors 
and a large volume of accumulated sav- 
ings, has resulted in record retail sales 
and consumer expenditures so far this 
year. Sparked by increased expenditures 
for non-durable goods, total consumer ex- 
penditures for goods and services during 
the first half of 1946 were at a rate ap- 
proximately double that of 1939. This 
rate represents a 20-percent increase 
since V-J Day. Sales of retail stores ex- 
ceeded those of a year ago by one-third 
to one-half. 

Although food, clothing, and other 
non-durable goods were not in sufficient 
supply to meet all consumer demands, 
which were bolstered not only by the 
high volume of consumer incomes but 
also by the requirements of veterans re- 
turned to civilian life, the flow of these 
goods to civilian markets increased mark- 
edly in the past 6 months. However, in- 
creased supplies only in part accounted 


for the rise in expenditures for non- - 


durable goods, Further price increases, 
continued trading-up, and purchases 
made above ceiling prices were important 


MONTHLY 


factors contributing to the boost in these 
expenditures. 

The accompanying chart, “Consumer 
Expenditures, by Major Groups”, shows 
the breakdown of consumer expenditures 
by 3 major groups. Expenditures for serv- 
ices, which constituted 28 percent of 
total expenditures in the first quarter of 
1946, have shown practically no change 
since V-J Day. Included in these figures 
are expenditures of military personnel 
abroad which have been declining over 
this period. Excluding this item, all the 
major components of services showed 
small continued rises since V-J Day and 
total services increased by about 4 per- 
cent since the second quarter of 1945. 

Total expenditures for durable goods 
were at an annual rate of 10 billion 
dollars in the first quarter of 1946. The 
wartime low in this category of expendi- 
tures occurred soon after producers of 
these goods were converted to war pro- 
duction—in the second quarter of 1942— 
when they were at an annual rate of 6 
billion dollars. The first-quarter rate was 
already above the 1941 total despite the 
fact that production of many important 
durables, such as refrigerators, washing 
machines, and automobiles, was still far 
below the 1941 output. 


INDUSTRIAL PRODUCTION 


FR INDEX BASED ON PHYSICAL VOLUME, ADJUSTED FOR SEASONAL VARIATION, [935 - 39 AVERAGE FOR TOTAL = 10¢ 


POINTS IN TOTAL INDEX 








004R0 OF GOvERWORS OF Tut FEDER MESERME SYSTEM 


ee ~ 
200 


"ig a vas 





A 160 














yh : 












































v weneaneanes / 120 
af | A aa ee i 80 
Ca tee “\ 
“A . 
wo. Sh 40 
aad Gok SS Vv MINERALS wins) > Bite 7 
| 0 








1944 1946 





MILL SUPPLIES © JULY, 1946 


The current high rate of expenditures 
for durables as compared to prewar is 
due to higher prices and to greatly in- 
creased purchases of jewelry and auto- 
mobile parts and accessories. The 10- 
billion-dollar rate, however, is far below 
the amount that consumers would have 
purchased in relation to their current in- 
comes had more durable goods been avail- 
able. This category of expenditures will 
rise rapidly in the coming months as 
supplies of home appliances and equip- 
ment and automobiles increase. 

Purchases of nongurable goods have 
continued to set new volume records each 
month since V-J Day. 


Where the goods came from 


This unprecedented flow of goods and 
services to consumers must come from 
somewhere, The inventories of retailers 
across the board are low and have re- 
mained low during the period, thus the 
goods people are buying must come from 
production. What is the production story 
during the first 6 months of 1946? 

The accompanying chart of industrial 
production gives the story. This chart 
shows the movement of the total index 
of industrial production compiled by 
the Board of Governors of the Federal 
Reserve system as well as the move- 
ments of the three components of the 
total. The volume of non-durable goods 
output and mineral production is not sub 
ject to the wide fluctuations experienced 
in durable goods output, thus the move- 
ment of the total index reflects particu- 
larly in durable goods production. 

Despite the abrupt drop-off in durable 
goods production following V-E Day, the 
low point of the movement remained sub- 
stantially above any level achieved in any 
pre-war year. It will also be noted that 
the downward trend was apparently ar- 
rested in the first months of 1946. 

This chart shows the product data 
through May, 1946 only. The June fig- 
ures, reflecting the improvement follow- 
ing the termination of the major strikes, 
will show a marked upswing in the in- 
dex when they become available and are 
consolidated in index form. As this is 
being written at the close of the month, 
kowever, we know that the major tcom- 
ponent industries have shown strong im- 
provement from the May lows. Steel in- 
got production, for example, which was 
in the low 40’s in May had jumped back 
to 87.2 percent of capacity by the last 
of June. This gain in the output of 
steel will, of course, show up in better 

(Continued on page 138) 
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Experienced machinists 
choose the tool that does the 
job quicker and better. <> 
Experience has taught them 
that CLE-FORGE High Speed 
Drills are not only the most 
satisfactory on every count, 
but actually cost less per 
hole. You cannot buy better 
drills .. . and no drills will 


give you lower costs. 


This illustrated 
-booklet answers hun- 
dreds of questions 
about Twist Drills 
«grinding, correct 
feeds and speeds, 
how to correct com- 
mon errors in drill- 

. ing, etc. Write to 
Dept. H for your 
free copy. 


CLEVELAND 
DISTRIBUTORS EVERYWHERE 


ARE READY TO SERVE YOU / 
y 


This advertisement appears in current issues of 
leading magazines in the metal-working field. 
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picture 1s complete 


Key figure in modern efficient buying, 
~ your local CARBORUNDUM distribu- 
tor offers prompt intelligent service for 
your abrasive requirements, No one is 
in better position to give you what you 
want, how you want it, and when you 
want it. From large and varied assort- 
ments of standard types, sizes and shapes, 
your order for wheels, coated abrasives, 
and sticks by CARBORUNDUM te- 
ceives immediate attention. 


Prompt delivery is assured. Delays are 
eliminated. There is no need, on your 
part, to carry extra large inventories. 


Whether it’s a standard order, a request 


for product information, a question of 
availability and delivery, or even advice 
on an engineering problem, you will 
find your CARBORUNDUM distrib- 
utor ready and able to serve. In his 
daily contacts, he is called in on many 
abrasive applications involving a variety 
of problems. Often he is able to offer 
a new solution. And when the situa- 
tion is unusual, he can always call in a 
CARBORUNDUM abrasive engineer 
for practical assistance. 


In the handling of abrasive products 
by CARBORUNDUM, your industrial 
supply distributor is backed by outstand- 





ing product ——- These abrasives 
often help to do a better job, faster and 


cheaper. 


Remember, for standard applications, 
your CARBORUNDUM distributor can 
give you the right abrasive product for 
the job — plus unexcelled sales service. 
The next time a CARBORUNDUM 
distributor's representative calls, give 
him the opportunity to explain more 
fully the benefits you obtain from deal- 
ing with this ideal source 
of supply for abrasives. The 
Carborundum Company, 
Niagara Falls, New York. 





A good rule for good distributor service... CALL IM your 
CARBORUNDUM DISTRIBUTOR 


TRADE MARK 


“Carborundum’’ is a registered trademark which indicates manufacture by The Carborundum Company 
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DISTRIBUTOR SALES AND INDUSTRIAL PRODUCTION 


INDEX -1935-1930*100 
e @ 
° oO 


g 





1943 1944 


1945 1946 





production records in all those industries 
whose operations were limited by steel 
shortages. Even more marked improve- 
ment was shown in bituminous coal pro- 
diction, another basic raw material for 
all industries. Output which was down 
to 79-80 thousand tons in May rose to 
more than 2,000,000 tons by late June. 
The output of non-durable goods, on 
the other hand, rose almost uninter- 
ruptedly from pre-war years throughout 
the war and, after a minor dip, has 
evened out at a level approximately 
double that of pre-war years. Moreover, 
the current volume is only slightly be- 
low the wartime peak established in 1943. 
While our vision is frequently clouded 
by temporary reverses and headline 
scares, the record clearly shows that the 
physical volume of our mines and fac- 
tories throughout the reconversion period 
(when the going was admittedly tough) 
remained at a ievel 60 to 70 percent 
above that of 1939. There is certainly 
a message in this for the timid and a 
golden opportunity for those with cour- 
age. There was a tremendous volume 
of business to be had even during re- 
conversion. And the production of dura- 
ble goods is only beginning to roll. 


What this means to the distributor 


High levels of consumer expenditures 
—high levels of retail sales—mean that 
manufacturers are producing a high vol- 
ume of goods. To be sure, there have 
been price increases but there have also 
been substantial increases in absolute 
physical output. To all the industrial 
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distributors and salesmen serving these 
manufacturers, it means sales opportuni- 
ties. As industrial production goes— 
either up or down—so go distributor 
sales. 

The sales opportunities for industrial 
distributors were strengthened from an- 
other, and perhaps non-recurring direc- 
tion, during the first 6 months of 1946. 
A whole host of the non-durable goods 
industries that were classed as non-essen- 
tial and thus were not given priority 
assistance during the war were starved for 
all sorts of equipment and supplies. With 
the strong consumer demand existing 
during the period, they entered the mar- 
ket in a very substantial fashion as they 
replaced worn out equipment and re- 
plenished exhausted stocks. 

What kind of a showing has the in- 
dustrial distributor and his salesmen 
made? While the June figures are not 





DISTRIBUTORS’ SALES 


First 5 Mos. First 5 Mos 
1946 1946 
vs. vs. 
First 5 Mos. First 5 Mos. 
1945 1939 
(percent (percent 
increase or increase or 
decrease) decrease) 
anh +1644 
— 8.7 +107.6 
+10.0 +133.9 
—1!1.0 +136.0 
+13.7 +208.8 
—23.7 + 84.7 


U. S. Total 
North Atlantic 
Southern 
North Central 
Western 
Pacific 
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in at the time this is being written, the 
story for the first five months of 1946 
can be told. According to the index of 
distributor sales regularly compiled and 
published by Mitt Suppiies from the 
actual sales reports of more than a hun- 
dred distributors from all parts of the 
country, total sales during the first 5 
months of 1946 were down about 6 per- 
cent from the like period of 1945, but, 
were 164 percent above those in 1939. 
Total distributor sales, however, have 
held up much better than industrial pro- 
duction. This is clearly shown in the ac- 
companying chart where Mitt Suppties 
index of distributor sales has been plotted 
against the total production index of 
the Federal Reserve Board. Distributor 
sales while somewhat below those at the 
wartime peak and those of early 1945 
are still running at a substantial volume 
as distributors supply industry with es- 
sential equipment and supplies for re- 
conversion. 

The showing, however, has not been 
uniformly good throughout the country. 
The 5 month comparisons with last year 
and with 1939 are shown in the accom- 
panying table. There it will be noted 
that sales of distributors in the Southern 
and Western states (see map, page 114, 
for the limits of the areas) have in- 
creased substantially over those in the 
corresponding period last year while dis- 
tributor sales in other areas declined. - 


Reasons for variations 


The sharp variation in the showings 
by the broad regions may be accounted 
for in large measure by the difference 
in industry composition of the areas as 
well as by the difference in the impact 
of strikes in the areas. The manufac- 
ture of non-durable goods, which tends 
to dominate industry in the south, was 
at near record levels during the period; 
while durable goods output, a more sig- 
nificant factor in the industry pattern of 
the north, remained at a low level as 
manufacturers continued to struggle with 
the problems of reconversion and indus- 
trial disputes. 

Over the longer period, however, from 
1939 to 1946, sales of distributors in all 
areas have more than doubled, and in 
the case of distributors in the Western 
states are more than three fold. 

Substantial long time gains are re- 
vealed by this comparison. They can be 
held by continued aggressive selling on 
the part of distributors and their sales- 
men backed up by equally aggressive 
action on the part of manufacturers. 





@ In the past few years there has been a tremendous 

increase in the use of MILWAUKEE Industrial Brush 

Tools. There were many new applications and through 

the use of these “Tools” many methods were speeded 

up. More industrial men than ever before know the 

quality and value of the MILWAUKEE Line. Industrial 
production lines in a wide variety 
of industries are realizing higher 
quality results because of the abil- 
ity of these “tools.” 


In short, a tailor-made market has 
been created that opens now as a 
profit source that will have years 
of value for you. 


We are ready now to cooperate 
with you. Our production facili- 
ties, geared to peak output, our 
sales department, and engineer- 
ing staff are at your service. 


* 
THE MILWAUKEE BRUSH MANUFACTURING CO. 


: SUALITY MILWAUKEE, WISCONSIN 
MILWAUKEE WIRE WHEEL BRUSHES > WIRE CUP BRUSHES - WIRE SCRATCH: BRUSHES 


Lode. 


The Key to Industrial Brush Problems 





FLUE GRUGHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
LL, LLL LLC LTE teatime ieee 
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ifs one of your 


best selliig —how one man 
can pic Budgit’ Chain 
Block, ¢ from one load- 


Hither any place 
iB it up by him- 


the superior 
res of ‘Budgit’ 
mike this possible. 








How ail sh 
shaft, aré : 
friction bearings 
brake — aor yplete separate unit 
like those Sgployed in electric 
hoists — operates in grease in a 
sealed housing as does the entire 
mechanism. Explain that the load 
chain is roller type and will not 
stretch, stiffen, or bind — that it 
may be lengthened or shortened 
in the field without special tools. 
Explain about the safety features, 
the hooks and how they operate, 
and all the other features of 
‘Budgit’ Chain Blocks that make 
them steady, reliable performers 


under all conditions. 


Send for Bulletin No. 367 to help 
you sell ‘Budgit® Chein Blocks. 





Chain Block 















jj BUDGIT 


x’ Cranes, ‘Budgit’ end 

specialties. 

; ancock Valves. 

Consolidated Safety Relief Valves and 
ustrial instruments. 








Phil 


Pidgeon, 
Pidgeon-Thomas 
1925, who died in Memphis, Tenn., 
on June 18. 


president of the 
Iron Co. since 


Phil Pidgeon Dies 
After Long Iliness 


Phil Pidgeon, president of the Pidgeon- 
Thomas Iron Co., Memphis, Tenn., died 
on June 18, of coronary thrombosis at the 
Baptist Hospital, Memphis, to which he 
had been admitted on May 21 for treat- 
ment of an irregularity in blood pressure. 
Mr. Pidgeon was four times president of 
the Memphis Chamber of Commerce, a 
social and civic leader and clubman. Two 
years ago Mr. Pidgeon suffered a stroke 
of paralysis and recently appeared to have 
recovered. He was 55 years old. 

Son of the late Phil and Mabel Cun- 
ningham Pidgeon, Mr. Pidgeon was born 
in Memphis arfd spent his entire life 
there except during his college years and 
the time he served as a lieutenant in the 
Army Air Corps during World War I. 
He attended Christian Brothers College, 
the old Memphis University School and 
Andover Prep, and was graduated from 
Centre College, Danville, Ky., where he 
starred in football. 

After his graduation, Mr. Pidgeon re- 
turned to Memphis and entered his fa- 
ther’s firm—one of the first large indus- 
tries founded in Memphis—as a clerk. He 
grew up in the business and later be- 
came a director of the Union Planters 
National Bank & Trust Co., and the Mem- 
phis Street Railway Co., and president 
of the Memphis Freight Bureau. He was 
a member of the Executive Committee 
of the Steel Warehouse Association and 
had served on the resolutions committee 
of the United States Chamber of Com- 
merce. 

Mr. Pidgeon became president of Pid- 
geon-Thomas Iron Co., in 1925. He leaves 
his wife, the former Miss Estelle Nazor; 
a son, Phil Pidgeon III, a student at 
Princeton, and two brothers, Frank and 
James, both associated with him in the 
firm. 
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Take Advantage of 
Growing Sales 
- Opportunities 












THEY HAVE 
POWER—SPEED— 
DEPENDABILITY 





Industry is speeding up all over the country 
and with it the opportunities for selling 
ATLAS Car Movers keep step. They have 
power, speed, and efficien y are de- 
pendable—they are easy an simple to use. 
All this is due to the “compound leverage" 
principle of construction. We would like to 
explain the advantages of this particular 
construction and what it means to your selling. 
Ask for details. 


APPLETON - ATLAS CAR 


MOVER CORPORATION 
1533 No. 6th St. Milwaukee, Wis. 











yp.. UB. 


uP x: ‘ett 


of the 
BURGESS 
vibro -tool 


Trode Mork Reg. U.S. Pat. OW 









s 
© 










The versatile Vibro-Tool writes 
on steel; engraves on glass, 
plastics, wood, stone; puts per- 
manent identification on tools, 
dies, jigs, raw materials. 
Portable . . . useful for inspectors, 
foremen, tool crib workers. Too! com- 
plete with engraving needle $7.50 
V3 needle necessary for engraving on 
steel and other hard materials $2.00 
Diamond Point for continuous glass 
work, jewelry engraving, etc. $5.95 
Write for dealer proposition today. 


SEB BSB S 
HANDICRAFT DIVISION 


BURGESS BATTERY COMPANY 
198 N. WABASH AVE., CHICAGO 1, ILLINOIS 
BE BBS 





























. «+. also marked the start of 
TOLEDO Leadership in Pipe Tools! 


| @ It was a big forward step in 1902... when our 

country bought the rights and franchises for the 
Panama Canal from France. This greatly strengthened 
our growing leadership in world commerce and 
world affairs. 

It was also in that same year—44 years ago—that 
a new name in Pipe Tools was born. With a modest 
Start in small factory quarters .. . this was the begin- 
ning of TOLEDO Leadership as producers of Pipe 
Tools of outstanding Accuracy and Quality. 

Through the years ...the name TOLEDO has been 
a familiar symbol of dependability and long-life 
economy among pipe mechanics in all fields. It’s the 
mame you Can trust today and tomorrow! The Toledo 
Pipe Threading Machine Company, Toledo, Ohio. 
New York Office, No. 2 Rector Street Building. 





The first TOLEDO Catalog pub- 
lished in August 1902 was 12 
pages size 3” x 6” showing 4 tools 
— Models 1, 1A, 2 and 3. Our 
catalog today requires 60 pages 
size 814"x11" to describe the 
many models in the complete 
Toledo line. 
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e “PIONEER” 
STEEL SHAFT HANGERS 














MILLIONS SOLD 





Pat'd. 


4 the weight 
Unbreakable 
Reduces millwrighting costs ! 


“Pioneer” ee eee SS & ae 
rigidity 


unbreckability, nevertheless, 

Sara taragt sei oh ages ne 
oo. a. And because of a -~ 44 t 
expenses of handling, are s0 
reduced that the ohh costs no 

more any other type — enone Se Coat 


expensive f.o.b. ceiling. W 
on the money-saving possibilities of “Pioneer” Steel 


Shaft Hangers. 
“Unbrako" and “Hallowell” products 
ee are sold entirely through distributors. 
Over 43 Years In Business 
STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. BOX 519 
—BRANCHES— 
Boston - Chicege - Detroit - indianapolis - Sen Francisco - St. Louis 


Totally 
WORM GEAR-DRIVE 





| iy: of the 
MEE VANE 


The worm drive costs more, but is used exclusively on the 
Kalamazoo because it operates more smoothly and with a mini- 
mum of wear. 

This worm gear runs silently in a bath of oil, completely 
housed against chips or foreign matter. Note too, that Timken 
Bearings are used on both drive shaft and gear shaft. Years of 
trouble-free service is assured for this drive mechanism. 

Ask your dealer or write direct for complete information. 







MACHINE TOOL DIVISION 


Kalamazoo Tank & Silo Co., Kalamazoo 16, Michigan 
in Canada—Bridge Machinery Co.—Montreal 


Kalamazoo Metal Getting Band Saw 
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all types are 
in demand 


Each individual type of WHITNEY 
Punch has characteristics that make 


thinner’s round, square, ba 
light, ventilating tank, flange ... and 
the men who use them @ them. 
They're money makers! 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, fll. 


























| For PRODUCTION | 
MAINTENANCE 
REPAIR 


© Sodering Paste 

© Sodering Sticks 

® Sodering Oil 

© Sodering Flux 

© Stainless Steel Polish 
© Sodering Liquid 

© Sodering Syru 

© Sodering Acid 

® Solid Sal Ammoniac 


Our Check Charts will help ye } ir 
— show melting point of all 

Technical Staff will advise and consult with 
o on intricate and unusual problems. 
nvestigate! 








L. B. ALLEN CO. Inc 
6731 BRYN MAWR AYE 
CHICAGO 31, ILL 














Ape en ore 


— 
















LLOYD C. SMITH 


Lloyd Smith Manages 
Heller Bros. In Ohio 


Lloyd C. Smith has been promoted to 
vice-president and general manager of 
the Heller Bros. Co., Newcomerstown, O. 
In this capacity, Mr. Smith, who has been 
identified with the file industry for 32 
years, will be in charge of the production 
of files, rasps, blacksmiths’ tools, and 
other Heller products. 


New Plant Expansion 
For Honeywell 


Purchase of a new plant and plans for 
the construction of additional manufac- 
turing facilities have been announced 
by the Minneapolis-Honeywell Regulator 
Co., Minneapolis. The new expansion 
moves are in addition to a previously 
announced four million dollar program. 
The concern acquired a two-story plant 
adjacent to its main plant. The 22,000 
sq. ft. of additional manufacturing space 
acquired in this move can be further 
increased by new building on the land 
surrounding the recently purchased 
plant. 


Heins With Youse, 
Handles Mill Supplies 


H. C. Heins, formerly manager of the 
defunct Bright & Co., Reading, Pa., dis- 
tributing firm, has joined the E. S. Youse 
Co., Inc., Reading. The Youse concern 
has branches in Lebanon and Pottsville, 
Pa., and formerly wholesaled only auto- 
motive and garage supplies. Mr. Heins 
has been made manager of the newly 
established mill supply division. 














ie 


3 PLUS-FEATURE 
& 


S 


IT WILL PAY YOU 10 PUSH 


Here are three Belmont Packings that will illustrate to your cus- 
| tomers the extra value they can get from the Belmont brand. 
Push these items in the proper spots—Belmont performance will 
put you in line for profitable repeat business. 





Extra sensitive to gland pressure. Offer Bel- 
mont 2 Diagonal Wedge Expansion Pack- 
ing for intermediate and low pressure 
steam rods and plungers, hot and cold 
water. The sliding rubber and duck diag- 
onal wedges make it a particularly good 
packing for worn rods. 


For rotating shafts. Belmont 754-P Centrif- 
ugal and Rotary Pump Packing has its 
asbestos yarn thoroughly lubricated and 
graphited. You can tell your customers it 
will keep soft and be easy on the shaft. 
For water, steam, oil and caustics. 


For gasoline and other petroleum distillates. 
For work where gasoline is involved, rec- 
ommend Belmont 6100. Each strand of 
high grade asbestos yarn is thoroughly 
impregnated with a special compound to 
retain softness and essential sealing qual- 
ities when applied against volatile dis- 
tillates. 


Belmont advertising this month fea- 
tures these three products. Now is the 
time to feature them in your selling. 


There is a Belmont Packing 
for Every Service 


Belmont distributors are located in every 
large industrial center, ready to give you 
prompt delivery from local stocks. 
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IN THE BLUE-AND-ORANGE BOX 


THE BELMONT PACKING 


AND RUBBER CO. 


Butler and Sepviv 


Philadel phic 










ladustries have 
come and gone 
—cycles of 
booms and de- 
pressions have 
run their course 
—yetfor 92 
years the quality 
of CLARK Prod- 
ucts has never 


faltered. 


Extra clean finish 
and accuracy of 
threads speed as- 
sembly 


Permit us fo quote 
on your requirements. 


Clark Bros. Bolt Co. 


MILLDALE, CONN. 











Foot Control Leaves 
Both Hands Free To Work 





Fast Action! Fast Selling! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- 5 

ordered in quantity. With Foot Contrel Valve, Air Hose and Fittings, only.... 24 


Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES « AIR REGULATORS « AIR FILTERS ¢ PORTABLE COMPRESSORS « PARFIT SPRAYERS 
T TALKED-ABOUT VISE 





SELL ...TO every a 


in your area. Wherever 
belting is used this Dixon 
Product goes over Big. Plant 
men know it. Show it, sell it 
and profit. Are you han- 
dling Dixon's Complete Line 
of 15 fast sellers? Write 
today for “Complete Line” 
folder. 


DOES NOT CONTAIN GRAPHITE 
jeseph DIXON Crucible Company 


Div. 7107 Jersey City 3, N. J. 
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PAUL VAN DUREN 


New Quarters 
For Van Duren 


The Van Duren Supply Co., Paterson, 
N. J., is now in new quarters on Fair 
Street. The three-story building has been 
modernized and glass brick utilized to 
admit a maximum of natural light to the 
counter and display area. The building 
and basement comprises some 75,000 
sq. ft. of floor space. 

Paul Van Duren, president of the firm 
which specializes in the distribution of 
precision cutting tools, feels that the new 
establishment fits his up-to-date organ- 
ization. 





Van Duren Supply Co. 





Expanded Facilities 
For Lincoln Engineering 


A new addition to its plant, the third 
in ten years, has added 20 percent more 
floor space to the manufacturing facilities 
of the Lincoln Engineering Co., St. Louis. 
Officials look for greatly increased engi- 
neering and production facilities to meet 
the expanded demand for lubricating 
equipment and allied products. 
























From coast to coast, more distributors are 
placing new catalogs in the hands of the 
busy men who are buying industrial supplies. 

















What do you say to the buyers 
nowadays, when they ask you 
for an up-to-date catalog 

that will conserve their 

time and make it easier for 


them to order from you? 


R. R. Donnelley & Sons Co. 


350 EAST TWENTY-SECOND STREET © CHICAGO 16, ILLINOIS 
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Every Industry Is A Customer For 
CADO FLO-MASTER rountnsrusH 


@ For templet marking, pattern 
marking, signal, storage, inspection, 
production marking, in shipping 
rooms, layout rooms, office and lab- 
oratory there are countless uses for 
a “Cado” FLO-MASTER. 


This new, valve controlled pocket Fountnbrush writes, draws, 
marks on any surface. FLO-DRI 
Inks in black and colors dry in- 
stantly. 





There’s big demand waiting for 
FLO-MASTER. Complete  mer- 
chandising and sales helps. Write 
for full details. 





CUSHMAN & DENISON MFG. CO. 
135 West 23rd Street * New York 11, N. Y. 




















6x 1007 ROLLS 
n brass OF, wee 
in ban@y 


nt shim Scut it off. 





customers want 
‘ the shears when your 
— ya headache... and do your 
prevent wrinkling, 


m stock. 


Reach for a package 

shim stock. You'll save yourself man se 
omers a real favor. The dispensing ¢ : 

peri in handling, and waste of precision s 


RAS EERE SSO MANO REEREE HS SE A RR TTT 


WIYER 
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LAMINATED SHIM COMPANY 


>8 Union Street ° Glenbrook, Conn 
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The June report of the Business Sur- 
vey Committee, National Association of 
Purchasing Agents, notes a swing to 
better business as the strike settlements 
take effect. New business appears to 
be coming in volume, but production is 
still low. Industrial buyers feel that, 
with major strikes settled, if material 
shortages could be corrected, business 
would soar to new peaks. 


Commodity Prices 


No appreciable upward trend of prices 
is noted over a month ago. On the other 
hand, there is no indication of any 
break-through to lower prices. Prices are 
firm and are expected to remain so for 
some time. New ceilings for many 
industries are being permitted. A vicious 
cycle is probably under way. Buyers 
continue to receive notices of actual in- 
creases or expected increases, many ret- 
roactive. Some items have increased in 
price twice since the first of this year. 
The upward trend will continue until 
competition and production plus buyers’ 
resistance, cause some stabilization. 

Buyers on the West Coast report that 
prices are definitely climbing and that 
available supplies are becoming more 
difficult to locate. “Price at time of ship- 
ment” tends to remove limits to prices. 


Inventories 


The trend of a month ago to definitely 
lower inventories appears somewhat 
checked. The unbalanced and spotty 
condition continues. Coal, steel and non- 
ferrous metals are definitely lower. The 
machine tool industry reports indicate 
the lowest inventories in five years. 

Many buyers feel there is a lot of 
“water” in forward orders. 

Conditions do not permit buyers to 
build up inventories. There is little like- 
lihood of any opportunity to build up 
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Large Iron Body Bronze Mounted 
Gate Valve for 125 pounds W. S. P. 
Made in sizes 2” to 30”, incl. Has 
flanged ends, outside screw rising 
stem, bolted flanged yoke and taper 


wedge solid disc. Taper wedge dou-. 


ble discs can be provided in sizes 2” 
to 12”, incl. Seat rings and stem are 
bronze. Disc is bronze in 34” and 
smaller size valves and bronze 
faced in the larger sizes. Also avail- 
able in All Iron for certain services. 





No one would expect a burro to pull 
a load that requires a heavyweight 
draft horse. But a sure-footed burro 
is just right for carrying a pack on 
a mountain trail where the power of 
a draft horse would be wasted. 


Class 150-pound Cast Steel Gate 
Valve. Has flanged ends, outside 
screw rising stem, bolted flanged 
yoke and taper wedge solid disc. 
A sturdy valve, designed for serv- 
ices in which bronze or iron valves 
are inadequate. Powell Cast Stee! 
Valves of all types are available in 
pressure classes from 150 to 2500 
pounds, inclusive. 
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on POWE LL ; 


And yet when it comes to valves, such “‘misapplication”’ is often encoun- 
tered. Many cases of failure are directly due to expecting service 
from a valve which it was not designed to give. Consequent re- 
placements are costly. On the other hand, it is not sound economy to use 
a valve of more expensive construction than the particular service re- 
quires. The Powell Line* of Bronze, Iron, Cast Steel and Corrosion Re- 
sistarit Valves, is so complete that there’s a POWELL Valve that’s just 
right for every flow control condition encountered in modern industry. 
When you need valves for new installations or for replacements, don’t risk 
“misapplication”. Consult POWELL Engineering and get more for 
your valve dollar. 


The Wm. Powell Company, Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 


Small ‘‘Y” Vaive for 150 pounds 
W.P. Made in sizes 4” to 2”, 
incl. Has flanged ends, bolted 
flanged yoke, outside screw 
rising stem and plug type disc. 
This is one of many special 
Powell designs for handling 
corrosive media encountered 
especially in the chemical and 
process industries. Available in 
a wide range of corrosion 
resistant materials. 


Small Bronze Globe Valve 
for 150 pounds W. S&S. P. 
Made in sizes %” to 3”, 
incl. Has screwed ends and 
union bonnet. Regularly 
furnished with renewable 
vulcanized composition disc 
for steam service, but spe- 
cial discs are available for 
other services. 
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*In writing for catalogs kindly speci 
the service conditions under whic 
the valves, in which you are interested, 
must operate. 





Small Bronze Globe Vaive 
for 200 pounds W.S8.P. Made 
in sizes 4” to 3”, incl. Has 
screwed ends, union bon- 
net, renewable, specially 
heat-treated stainiess steel! 
seat and regrindabie, re- 
newable, wear - resisting 
“Powellium” nickel-bronze 
disc. A long-life valve, de- 
signed to stand up under 
severe service conditions, 








BLADES 
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STAR 


The HOW and WHY of METAL CUTTING 


CLEMSON a 
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inventories on basic commodities until 
‘well into 1947. 

West Coast buyers report supplies 
lower. Raw materials, particularly pulp, 
are being used up faster than received. 

In Canada the inventories of food 
products are reported lowest since last 
year’s pack of canned goods and are 
being cleaned up very fast. 


Buying Policy 


The policy of industrial buyers con- 
tinues to be dictated by expediency 
rather than following any set pattern. 

Deliveries on many materials are so 
difficult that it is necessary to make 
commitments ranging from thirty to nine- 
ty days on commodities which are nor- 
mally bought currently. Contracts are 
made for six months to one year. 

Forward contracting is covered by 
“ifs” and “subject to,” and the indus- 
trial buyer places orders, with many un- 
certainties. Materials can be readily 
sold elsewhere if the buyer. fails to con- 
form with seller’s conditions. 


\ Specific Changes 


The commodity price and procurement 
situation changes so rapidly that it is 
difficult to be specific without naming an 
almost limitless list of items. From re- 
ports received, however, it is possible to 
generalize to some extent: 

Stocks of lumber, of industrial firms, 
have practically dried up. 

Paper and paper products are very 
difficult to obtain. 

Shortages of wire mill products are 
now the greatest threat to production in 
electrical and other industries. 

Drop forged wrench manufacturers are 
eliminating many double-end-items for- 
merly listed as standard. 

Pig iron, coal, coke and many steel 
items have been advanced by OPA. 

Ceilings on rosin and turpentine are 
expected to be removed. 

Steel scrap dealers are reported to be 
considering a request for $5.00 per ton 
increase. 

Higher prices for lead, copper and zinc 
are expected in the near future. 

Drastic changes are being made by 
the WPTB in Canada regarding price 
ceilings and the removal of subsidies. 
The latest orders from the Board affect 
practically all items in canned vegetables. 

West Coast buyers report increases in 
many container items, machinery, copper 
and copper products. The upgrading of 
lumber and the necessity for custom mill- 
ing down to smaller sizes, continues. Es- 





calator clauses continue to increase in 
































RIFEID 





Threader 
for 21/2” to 4” pipe 





New ease of handling 


- New smoother, easier 
threading 


New bother-free upkeep 


New long life of Suee-eniing 


e : mistake- proof 
efficient service ceitiatils 











Loop handles makenew4P  @ This new 4P is full of popular 
extra easy to put on pipe. 


sales-making rimaip improvements. 






Comfort-grip loop handles balance it 
easily—-no slipping or tipping over. 


Workholder sets quickly befor ut On pipe— Loop bandles on 
PES Cnet Oe I ee 

no bushings. Twin-anchored drive shaft turns in """*”? oo 
bronze bearing, never needs oil. Fully enclosed  twin-anchored 
: drive pinion-shaft 

gear protects user, keeps out dirt. Four sets of 5 ‘ras im oilless 


bronze bearing 


high-speed steel dies. Rimni universal drive shaft * 
for power operation available; ratchet handle : — 


furnished. Sell less work and better 2'/2" to 4” — Put enclosed 


gear 


threads —write for the profit story of the new 4P. 
New 4P is extra 
easy to carry. 





Millions of RITAID 


Tools in use 





The Ridge Tool Company 
Elyria, Ohio, U.S. A. 






WORK-SAVER PIPE TOOLS 


MILL SUPPLIES © JULY, 1946 149 











..tagged for the big jobs! 


HEX ACON 
SOLDERING 


ELECTRIC 
IRONS 









Western 
Electric 





HEXACON soldering irons are a profitable line 
for the distributor, dealer and user because it 
represents one of the mos? complete lines available 
today. It is backed by famous users throughout the 
world, and an aggressive hard-hitting sales promo- 
fion campaign is telling the story to a quarter of a 
million key men in industry each month. 
Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
%” to 1%". All are designed for long life and rapid, 
economical production. 


HEXACON ELECTRIC CO. 


138 W. CLAY AVENUE, ROSELLE PARK, N. J. 


HEXACON 


TYPE P-150 
This production 
iron provides a 
lerge reserve of 
heot ot the right 
temperature 
tor sustained 
production. 


ONG-LASTING OLDERING IRONS 


150 MILL SUPPLIES © JULY, 1946 





number and variety. Mixed concrete 1s 
up $1.00 per yard. 

Sellers anticipating increased freight 
rates and other increases due to higher 
coal prices, are hedging on firm commit- 
ments even for immediate delivery. 


General 


Never has there been a time when busi- 
ness was more confused and uncertain. 
Everyone appears to be carrying on from 
day to day, making some profit; but 
future planning seems almost impossible. 

If labor difficulties can be stopped 
short of tie-ups by strikes, and if the 
prices approved by OPA are sufficient to 
show some profit, we are all set for some 
splendid production records. The de- 
mand for goods is tremendous and the 
ability to produce is available. 

In the opinion of buyers generally, the 
iuture of business is dependent mainly 
upon the Government’s release of con- 
trols and the adoption of an honest and 
consistent labor policy. 

Strikes, labor disputes and taxation 
must be cleared up before’ we can ex- 
pect full employment and _ production. 
These factors, coupled with the uncer- 
tainty of future prices, create lack of con- 
fidence in business prospects over an ex- 
tended period. ‘. 

All manufacturers have large order 
backlogs, but the scarcity of basic mate- 
| rials prevents the large increase needed 
| in productivity. 


| Kidde Sues, Charges 
_Misrepresentation 


Walter Kidde & Co., New York, has 
| filed suit in New York Supreme Court 
| for an injunction and damages against 
| General Refrigerators Corp., New York, 
‘for misrepresentation in connection with 
the sale of surplus carbon-dioxide-raft- 
inflation equipment made by Kidde for 
the Government. 

In essence, the suit was brought to 
:revent General from merchandising the 
inflation equipment as fire extinguishers. 
Kidde contends that this was not the 
original design for the equipment, and 
that its use as such could easily prove 
highly dangerous. The unit as manufac- 
tured contains no directional horn, hose 
or nozzle for directing the gas at the 
| fire, and without such a device, Kidde 
contends, the unit cannot operate as an 
efficient extinguisher. Kidde says that 
the failure of the devices is inevitable and 
that damage to the Kidde good will and 
| reputation will be hundreds of thousands 
of dollars. 














Tae increased use of light-but-strong manu- 
facturing materials—such as aluminum, 
magnesium, plastics and the softer alloys — 
means correspondingly greater demands for 
“shearing” type files. 

This is the time for mill-supply men to lay 
the groundwork for a steady flow of orders 
during big production that is ahead. 
These files reach their highest perfection in 
the newly designed Nicholson Super-Shear 
(exclusive with Nicholson) and the im- 
proved Nicholson Superior Curved Tooth. 
Both combine the very desirable produc- 
tion-speeding qualities of fast cutting and 
smooth finishing. 
creks 


ss 0 
20.5.A.% 


Nicholson Super-Shear (right) —Its ex- 
tremely sharp teeth are milled in an “off 
center” arc that varies the angles and spac- 
ing of the teeth to provide both fast cutting 
and smooth finishing when file is used with 
the overlapping right-toward-left stroke. 
Longitudinal serrations help to break up 
chips. 


Nicholson Superior Curved Tooth (inset) 
— Conventional design with extra-sharp 
milled teeth and long-lasting quality. Rigid 
type (with tang), and Flexible for use in 
special holder (see inset) on convex and 
concave surfaces. Also made in Narrow 


Flexible and Rigid Half Round Shell shapes. 


ona a 
NICHOLSON FILE CO. ¢ 42 ACORN ST., PROVIDENCE 1, RHODE ISLAND p> 
. (In Canada, Port Hope, Ont.) "Maoe meen 


MILL SUPPLIES @ JULY, 1946 





A 
“WAR VETERAN sat f 


DREMEL 


Distinguished 
Service Record 


Distributors are discovering the 
pleasant profits to be found in sell- 
ing Dremel Moto-Tools and Acces- 
sories. Respected long before Pearl 
Harbor in tool rooms, machine 
shops and production line, MOTO- 
TOOLS by the thousands were put § Cleaning [) Burring [) Sharpening 
io work when American industry § (Finishing [) Grinding [) Routing 

a its jo — into war Pro-@ (- cutting [-] Polishing [~] Touching-U 
established far flung assembly andy |‘ S**di=# ( Surnishing[) Resping 
repair bases. Operators of Moto-— { Prillieg [) tnleying [7 Corving 
sg are ever discovering new [) Mortising {| Sewing [_] Brushing 
jobs...new ways to save time and if C) Seortng [() Dresst 

cut costs ... with these pocket-size wonton " - 
machine shops. Girls quickly be- 
come proficient with them because 
a Moto-Tcol weighs but 13 ounces, A Model 2 Moto-Tool develops 27,000 
is shaped to fit the hand, has a bal- rpm. . . . the proper speed for clean, 
anced armature to prevent vibra- smooth, accurate work, and long life 
tion. Moto-Tools helped make the from points and cutters. It is sturdily 


atomic bomb _ ‘were used to built througheut and has a shock-proof 
; bakelite housing and oil-less (oil 


sealed) bearings. Uses 110-120 volt AC 
or DC current. Patented automatic 
chuck lock pin makes removal of ac- 
cessories easy. Pin disengages auto- 
matically . . . prevents accidental 
burning out of motor. 


A FEW OF THE 
MANY JOBS THAT CAN 
BE DONE BETTER AND 

FASTER with MOTO-TOOL 


establish production records in 
plants such as General Electric, 
Westinghouse, Remington Arms, 
Ford, Nash - Kelvinator, Consoli- 
dated Aircraft, Northrup, Douglas, 


and many others. 


DISTRIBUTORS 


Add this busy “war vet- 
eran” to YOUR line. All 
he needs is an invitation. 
Write today for catalog 
and distributor prices on 
Dremel MOTO-TOOLS 
Moto-Tool Kits and Acces- 
— omy sories or contact any of 
ee ek the Dremel representa- 
tives shown below. 


complete with 23 acces- 


voint. . . $16.50. 





DREMEL: MANUFACTURING CO., DEPT. T436-(G) 


Racine, Wis. 
Federated Scies Mill Factor Products F. W. Fowler J. J. Backer 
2437 W. — 53 W. gag 137 Federal 2321 Second Ave. 
Alhambra, A New York, N. Y. Boston 10, Mass. Seattle, Wash. 
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Eight Veterans 
With Columbus Iron 


Columbus Iron Works Co., Columbus, 
Ga., one of the oldest (1853) in the 
South, has eight ex-GIs in its training 
program and expects to add more, ac- 
cording to A. B. Williams, who is putting 
the 104th AAA Automatic Weapons 
Unit, and J. P. Mercer, a year overseas 
in Europe with the 80th Infantry. 

J. G. McGarr, Jr., is back with the 
company after three years and 10 months 
as captain with the AAF Central Flying 
Training Command. He has been with 
the firm since 1935 and is to be assistant 
purchasing agent to take the position of 
J. F. Ethridge who is leaving the com- 
pany. 

Columbus Iron Works has renovated its 
mill supply division offices and installed 
asphalt tile, a new heating system and 
fluorescent lighting fixtures. 

Mr. Williams said the company has 
into practical application many of his 
progressive ideas on mill supply opera- 
tions. 

L. G. “Jack” Smith, from overseas 
service in the Infantry, is on the road 
covering southern Alabama and south- 
east Georgia; Theo Park, 27 months 
overseas with the 391st Signal unit; 
Ralph Riddle, 18 months a prisoner of 
war at Stalag No. 17-B, Austria, having 
been shot down over Bremen while serv- 
ing as bombardier in a B-17 with the 8th 
Air Force; Frank Johnson, a year in the 
South Pacific with the 70th Troop Car- 
rier Squadron; Ralph Hewett, two and 
one-half years in the Southwest Pacific 
with the 43rd Infantry Division; H. L. 
Johnson, ten years in the army with the 
2141st AAF Base Unit; G. S. Lowther, 
32 months in the Southwest Pacific with 





Five veterans familiarize them- 
selves with the stock ledger at 
the Columbus Iron Works Co., 
Columbus, Ga. They are, left to 
right, Frank Johnson, Ralph Rid- 
die, Theodore Park, Ralph Hew- 
ett and H. L. Johnson. 























added the complete line of Manning, 
Maxwell & Moore, including valves, 
gages, thermometers, temperature con- 
trols and regulators. Sheldon precision 
lathes also have been added. 

Success of the mill supply business in 
the future lies in having well-trained 
salesmen, in the opinion of Mr. Williams. 
He says the salesmen must know and ex- 
plain the merits of products and not rely 
upon purchasers to move stocks. Mr. 
Williams is giving his salesmen an inten- 
sive course and plans to send them to 
sales schools and to manufacturers’ train- 
ing courses. 


Eugene Whitten Dies, 
Atkins Field Manager 


Eugene R. Whitten, general field man- 
ager and superintendent, wide band saw 
division, E. C. Atkins & Co., Indianapolis, 
died on May 26, at the age of 56, after a 
short illness contracted while on a busi- 
ness trip. 

Mr. Whitten had been associated with 
Atkins for 40 years. Prior to his last 
position, which he took over upon the 
death of his father ten years ago, he was 
superintendent of the Atkins mill saw 
division. He first learned his trade of 
saw maker in the Atkins factory, then 
spent some time in the saw mills of the 
south gaining actual experience in the 
use of saws. He then returned to the 
saw manufacturing concern, and during 
the last few years spent the greater part 
of his time calling on mills throughout 
the United States and South America. 

He is survived by his wife, one daughter 
and two sons, two brothers and three 
grandchildren. 








|. Those attending the Triple Mill 
Supply Convention in May found 
that the Independent Pneumatic 

! Tool Co., Chicago, had taken a 

; billboard to greet them in the 


_ name of Thor electric tools. 
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TODAY, when high quality is more important than ever, 
Griffin Distributors are enabled to meet all competition with 
hack saw blades that are: 


Consistently advertised to blade users in many types of 
1 industry 

Provided in a complete line of power and hand saw 
Z blades for every type of metal cutting 


Backed by the prompt service and cooperation of a 
3 progressive factory. 


GRIFFIN "BEST BUY" BLADES 


GRIFFIN TUNGSTEN HIGH SPEED STEEL. . . Cuts 
hardest, toughest alloys 3 
GRIFFIN MOLYBDENUM HIGH SPEED STEEL... 


For most economical production metal cutting 


GRIFFIN SOFT CENTER . . . The hand saw blade 
that is flexible as a soft-back, tough as an all-hard. 


GRIFFIN NON-STRIP . . . Teeth do not break out 
even when sawing thinnest sheet or tubing—hand 


frame sizes. 
DISTRIBUTORS: Write for information regarding Griffin territory. 
General Sales Agent 


JOHN H. GRAHAM &CO.INC. 
105 Duane S#., New York 8, N. Y. 


‘GRIFFIN: 


MADE BY G W. GRIFFIN CO. FRANKLIN N WH 


Hack and Coping Saw Blade Specialists Since 1880 
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Typical Valve part 
machined from Cold 
Drawn, Strain - Tem- 
pered C-1144 Steel. 


This Modern Steel is a 


medium-carbon sulphurized 
free-machining Open-Hearth 


C | A4 is a gtade that offers you extra 
a productivity and dependable part 


quality. In machinability it rates within 95% 
of Bessemer screw stock (B1112), and gives 
good results in automatic or hand-screw- 
machine operations. 


Suitable for conventional heat treatment, as 
well as for flame or induction hardening. 


The use of C-1144, plain or induction hard- 

ened, has been found to be an economical 

. substitute in many instances for such grades 

LAME as C-1117, C-1118 and C-1019. 

or INDUCTION 

waaerntne C-1144 Cold Drawn Bars may be Strain- 
Tempered to develop high physical proper- 

ties . . . and to produce strain-free parts in 

fabricating shafts, lead screws or other vital 





For further details, 
write for new folder 
on C-1144 Steel. parts. 


Ask your local distributor to supply you 
with this economy-production steel. 


BLISS & LAUGHLIN, INC. 
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Henderson Returns 
To Murray-Brooks 


James Henderson has returned to his 
desk at the Murray-Brooks Hardware Co., 
Ltd., Lake Charles, La. Mr. Henderson, 
after spending four years in the Navy, 
finds that many changes have taken place 
in the supply business. 


Odom Buys Interest 
In Sabine Supply 


E. R. Odom has purchased the Stark 
interests that controlled the Sabine Sup- 
ply Co., Orange, Texas. He is taking an 
active interest in the business as vice- 
president and general manager, and in- 
tends to expand the firm’s activities. 

B. F. Brown continues as president 
and head of both the wholesale and re- 
tail departments. F. G. Colburn is vice- 
president, W. L. Joiner, treasurer, and 
E. M. Childers, secretary, of the hard- 


* ware, industrial and oil field supply firm. 


Oursler And Lennox 
Moved By Thermo-Aire 


Ralph E. Oursler and R. A. Lennox 
have been assigned new territories as dis- 
trict representatives for the Thermo-Aire 
division, Evans Products Co., Detroit. 

Mr. Oursler is now central midwest rep- 
resentative with headquarters in Kansas 
City, Kans. During the war he traveled 
thousands of miles by air training Army 
and Navy personnel in the use of Evans 
products. Mr. Lennox, now northern 
midwest representative with headquarters 
in Chicago, has been a special field rep- 
resentative for the Evans engineering de- 
partment. 


Small Appoints 
Murray As Aide 


H. Donald Murray was named special 
assistant to J. D. Small, Civilian Produc- 
tion Administrator. Mr. Murray, who, as 
a lieutenant commander. served with Mr. 
Small in the Navy, was born in Altoona, 
Pa., and originally studied for the dip- 
lomatic corps at Bucknell University. 

After college, Mr. Murray was with 
the National Electric Power Co.. and 
served with Nash Kelvinator. Before en- 
tering the Navy, he was southwestern 
manager for the Crossley Corp., with 
headquarters in Dallas, Tex. Since his 
discharge, Mr. Murray was national sales 
manager for the Hamilton Radio and 
Television Corp. of New York City. 











Remember how ordinary 
slotted screws used to “ride” 
out of the windshield trim— 
and you hunted for a thin 
dime to drive them in again? 

Have you noticed that Phillips Screws 
stay put, year after year? The answers are 
very simple: 

First, The Phillips Recessed Head grips 
the driving bit al/ round instead of at two 
points only, thus receiving more driving power 
which sets the screw in deeper, more firmly. 


Your Industrial Buyers 


_— 

/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 

interested audience. 


“The design of the Phillips head will be 
in complete harmony with the modern 
design of any of our products...” 


This is one of many advantages quoted in 
“ASSEMBLY SAVINGS WITH PHILLIPS 
SCREWS” — a report prepared by an inde- 
pendent research organization at the plant of 
the Emerson Radio & Phonograph Corporation. 
This user has many other proved money- 
saving advantages that will appeal to you. Ask 
the Corbin Salesman to go over them with you. 
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now or later... 


Second, the operator is able to drive the 
screw home without pulling his punches. 
He’s not afraid of “Wobble Worries” when 
using Corbin-Phillips Screws because the 
driving bit, seated firmly in the recessed head, 
can’t slip out to mar the work or cause nasty 
accidents. 

And the manufacturer is not afraid of 
“Wobble Worries” — now or later — when 
Corbin- Phillips Screws are used. 
































Be ready fo supply 
them to Industry 


BLUE DEVIL 
New and improved manufacturing meth- 


SCR See Sates ods are coming up all the time and these 


© Socket Head Cap must be helped and developed with 
Screws proper products .. . BLUE DEVIL Products 

© Socket Head Stripper contribute fully to this advancement, 
Bolts especially in high precision work. BLUE 

© Socket Screws — DEVIL Socket Screws have already estab- 
Dardiet Thread lished themselves for quality, toughness, 

© Socket Screw Keys and strength. Manufacturers can always 
rely on them because of our long experi- 

© Socket Pipe Flags ence in producing superior products— 
© Square Head Set Screws selection of metals and heat treating are 
—Alley Steel the secret of their excellence. Now is a 

© Tool Post Screws — good time to get all the facts and to get 
Alloy Steel your stocks in order to be ready to supply 


industry with BLUE DEVIL Socket Screws. 


SAFETY SOCKET SCREW 60. 


4445 WN. KNOX AVE. CHICAGO 30, ILL. 
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NEW LENES 


“Taken ou by 


DISTRIBUTORS 





Industrial Supply Co., Richmond, is the 
distributor in its area for the Carboloy 
Co., Inc. 


Patron Transmission Co., New York, has 
taken on the lubricating materials of 
the Gray Co., and the industrial items 
of the Continental Gin Co. and the 
Torq Electric Co. 


The Page, Steele & Flagg Co., New 
Haven, is merchandising the trans- 
mission drives of the Worthington 
Pump & Machinery Corp. 


L. A. Benson Co., Inc., Baltimore, is 
stocking the items made by the Love- 
joy Tool Co. 


Bronx Hardware & Supply Co., New 
York, is distributing the industrial 
heat and combustion equipment of the 
Mahr Mfg. Co., the electric control 
devices of the Ward Leonard Electric 
Co., and the bearings of The Hoover 
Ball & Bearing Co. 


Evansville Supply Co., Evansville, Ind., 
is stocking the pneumatic tools of the 
Aro Equipment Corp. 


Franklin Supply Co., Providence, is mer- 
chandising the vibration insulators of 
Bushings, Inc. 


C. W. Marwedel Co., San Francisco, is 
stocking the tools of the Carboloy Co., 
Inc. 


The Roekel Co., Zanesville, O., is dis- 
tributing the industrial pneumatic tools 
of the Aro Equipment Corp. 


E. S. Youse Co., Inc., Reading, Pa., is 
distributing the bearings of the Fafnir 
Bearing Co., the fasteners of the Holo- 
Krome Screw Corp., and the industrial 
items of Henry Disston & Sons and the 
Owatonna Tool Co. 


Providence Mill Supply Co., Providence, 
‘R. L, is merchandising the tools, drills 
and dressers of the Carboloy Co., Inc. 
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° be Minle-Levsens 


IN CASTER- SELLING 








Load Capacities are Vitally Important 


In caster-selling, you'll find that a good working knowledge of 
load capacities is a great advantage. Always remember that the 
maximum load any caster will carry efficiently and safely depends to a great 
extent on operating conditions. 


VARIABLE FACTORS SUCH AS SPEED, 
DISTANCE OF TRAVEL AND FLOOR CONDITIONS 
MUST BE GIVEN FULL CONSIDERATION 


Before suggesting a specific type and size of caster, be sure to ask: 
what is the maximum load to be carried? . . . also: is there a pos- 
sibility of overloading by careless workmen, or of operating under 
too heavy a load for any other reason? 

For efficiency and economy a caster should have a safety factor 
well above its anticipated normal load. Your Bassick Catalog No. 
122 contains information on load ratings, conservatively based on 
average operating conditions. Use it as a valuable guide to customer- 
satisfaction when recommending Bassick Wheels and Casters. THE 
BASSICK COMPANY, Bridgeport 2, Conn. Division of Stewart- 
Warner Corporation. Canadian Division: Stewart-Warner-Alemite 
Corporation of Canada, Ltd., Belleville, Ont. 





When overloading 
Makes me burn, 
It’s hard to do 

A real good turn. 














Making more kinds 
of Casters. 


on making caster’ 
aSSICK “2 


MILL SUPPLIES © JULY, 1946 














B. F. Crawford (right) discusses 
the fiscal outlook with his 
auditor, Stanley Parker. 


Ending of Coal Strike 
Lifts Distributor's Sales 


With the resumption of operations by 
the soft coal mines, B. F. Crawford, pres- 
ident of the Terre Haute, Ind., firm of 
Crawford & White, Inc., anticipates a 
rising trend of supply sales to mines. 
During the shut down, sales dwindled 
and, for the most part, many sales op- 
portunities were lost irrevocably because 
natural replacement demand was slowed 
down as the result of idling equipment. 


New Sales Offices 
For Link-Belt 


The Link-Belt Co., Chicago manufac- 
turers of materials handling and me- 
chanical power transmission machinery, 
has opened three new sales offices in 
Moline, Ill., in Cincinnati and in Bir- 
mingham, Ala. 

M. J. Parykaza, with Link-Belt since 
1922, is district sales engineer in the Mo- 
line office. L. R. Clark, an employee since 
1927, is in charge of the Cincinnati office, 
and the Birmingham office is in charge of 
C. C. Wiley, who has been with the com- 
pany for 20-years. 


Holub Leaves Ideal, 
Starts Own Firm 


Bert E. Holub, who recently resigned 
as sales manager, Ideal Industries, Inc., 
formerly Ideal Commutator Dresser Co., 
Sycamore, IIl., has formed Excel Indus- 
tries, Inc., also in Sycamore. The new 
firm, located at 413 DeKalb Avenue, is 
manufacturing electric blowers, carbon 
brush seaters, commutator saws and cut- 
ters, wire connectors and strippers, live 
centers, and other products with which 
Mr. Holub has been familiar for many 
years. 











CHECK THESE 
IMPORTANT ADVANTAGES! 


AUTOMATIC-FEED = @ touch of the trigger dis- 
penses the solder! 


MICROMETER CONTROL — a micrometer wheel is 
located in the handle for instant finger-tip control 
of amount of solder ejected. 


LIGHT WEIGHT = weighs only 20 ounces fully 
loaded with a 4 oz. reel of .062 to .093 rosin 
core solder. 


PERFECT BALANCE — the center of gravity is 
focated at the trigger. The molded, pistol-grip 
handle fits the hand snugly and the fatigue factor 
is reduced to minimum. 


HIGH EFFICIENCY — 100-watt performance with 
a 50-watt heating element! That's because the 
heating element is positioned well down inside 
the tip. Heat is transmitted directly and without 
loss. Life of the tip is about 300 to 400 hours. 


GROOVED, DROP-FORGED TIP — conducts the 
solder and flux to the exact point of application. 


. This makes for easy soldering of fine work, 


corners, and hard-to-get-at places. This tip is 
especially effective in running long continuous 
seams. As you move the tip along the seam, the 
flat base of the tip pre-heats the work, and the 
solder flows smoothly down the groove, making 
@ neat, continuous joint. 


Pat. Pending 


EASY-CLEANING — the Eject-0-Matic tip is covered 
with a non-fouling alloy. When necessary, simply 
“paint’’ the hot tip clean with a stick of solder! 


RUGGED CONSTRUCTION — Eject-0-Matic is 
sturdily built for long, hard usage in factory or 
workshop. It has housing covers of stainless steel, 
drop-forged copper tip, brass-encased heating 
element, and cutlery steel feeder knives. 
Each Eject-0-Matic comes individually packed. 
Shipping wt. per carton of 12 units approx. 42 Ibs, 


Sold through selected distributors. For further information write manufacturer— 


MULTI-PRODUCTS TOOL co., 123 Sussex Ave., Newark 4, New Jersey 
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Furnished Bright or Hi- 
Carbon Heat Treated, 
RB&W Cap Screws give 
your product maximum 
fastener strength and finest 
appearance... and they are 
held to close tolerances 
that just a few short years 
ago were considered im- 
possible for a commercial 
product. 

Uniform physical prop- 
erties are assured by scien- 
tific selection and prepara- 
tion of raw material, use of 
the latest type of modern 
equipment and a system of 
quality control followed 
throughout production. 


QUALITY CONTROL — Mechanical and physical examination of 
faw material plus continuous ins manufac- 


jon at every stage of 
ture provide assurance cf uniiecntay and tp quatiay. 


COMPLETE RANGE — RB&W Cap Screws are produced in a size range up 
to 1x8” and are stocked through 1x6” in Bright and %%” in Hi-Carbon 
Heat Treated. The Heat Treated screws have a black, satin-lustre finish 
obtained by a special RB&W process. 


PREPARATION — Hi-carbon and alloy steels are prepared for cold- 
forming in these spheroidizing furnaces, which improve the micro4 
structure of the material. 
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PRODUCTION — Impressive tonnage output daily comes from LARGEST MACHINES — These machines have capacity for pro- 
this battery of machines, representing only a fraction of RB&W ducing Cap Screws cold up to 1’’ diameter and offer maximum attain- 
Cap Screw manufacturing capacity. ment in chee tolerance work. 


UNIFORM TREATMENT — All RB&W Hi-Carbon Cap Screws are TEMPERING — After oil quenching, RB&W Hi-Carbon screws are 
hardened in atmospheric-controlled furnaces. A very close auto- tempered in batch type draw furnaces. The final step is the applica- 
matic temperature control and other features provide uniform and tion of the special satin finish which distinguishes this high strength 
thorough heating, with complete freedom from scale. product. 


RBcW ‘The complete quality line 
101 YEARS u ationg Ye things that make America atheug 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. Distributors from 
coast to coast. Order through your distributor and get prompt service for your normal needs from his stocks. Also, the industry's most complete, easiest-to-use catalog. 
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It positively... 





KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


BEALL helical SPRING WASHERS hove “live action” and con- 
stantly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 
bolt head. 


IN STOCK in all Standard Sizes; made of Carbon Steel, 
Stainless Steel, Everdur and Duronze. 


SOLD THRU MILL SUPPLY JOBBERS 


BEALL TOOL DIVISION (Hubbard & Co.) 


BEALL 








SPRING WASHERS 

















Make “ATLANTIC” your 
Source of Supply for 
FLEXIBLE METAL HOSE 


You can satisfy your customers’ most exacting require- 
ments by making “ATLANTIC” your source of supply 
for a complete line of Metal Hose. 


Flexible Metal Hose in all sizes in Bronze and Steel for 
handling high pressure steam, hot and cold oils, tar, 
asphalt, chemicals, etc. 


“ATLANTIC” can meet your delivery specifications by 
prompt shipments of all types and sizes. Distributors’ 
experience gives complete evidence that “ATLANTIC” 
is a profitable line to handle. Send for complete out- 
line of useful sales information. 














ATLANTIC 
METAL HOSE CO. 


104 West 64th St. New York 23, N. Y. 
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Mrs. Kathryn Jean Yolton, sec- ~ 
retary to H. C. Kariher, owner of'f: 
the H. C. Kariher Co., Cham-" 
paign, Ill., distributing firm, sel- 
dom finds time heavy on her 
hands. 





Job Analysis 
Manual Issued 


The Weatherhead Co., Cleveland, has 
issued a complete working manual on 
the Technique of Job Analysis and 
Evaluation in the clerical, technical and 
administrative fields. Consisting of 135 
pages of text, the manual explains in 
detail the procedures used and is de- 
signed to enable those interested to 
install the program with their own 
people without outside assistance. 

The textbook was written by Charles 
S. Mattoon, director of industrial rela- 
tions of the Weatherhead Co., and copies 
may be secured without cost by manage- 
ment executives requesting it on com- 
pany letterhead. 











Harry Hughes, vice-president, 
Augusta Mill Supply Co., 
Augusta, Ga., finds something 
humorous in a presentation of 
Robert Hepburn (right) of the 
BMC Mfg. Co., Binghamton, 
N. Y. 














The 151 Piece Assortment No. 
6151T, above, is ae of the 
many other balanc sets in the 
New Britain Line that put the right 
Tool at hand at the right time. 





Ulery 













In this great Set, powerful, slim-hahdled ’ 
Wrenches and rugged, thin-wall Sockets 
combine to come thru in the toughest 
spots on maintenance and repair jobs . . . 
ingenious, special Tools and_ versatile 
attachments are right at hand to turn hard 
jobs easy! 













There’s ample reason for the wealth of knuckle and job insurance 
in a Set of New Britain Hand Tools: Careful Engineering insures 
its fairious versatility; Precise Manufacture guarantees rigid quality 
control; Accurate Heat Treating of the finest, selected alloy steels 
provides extra active strength when and where it’s needed. 


There’s no doubt about it . . . A New Britain Set just naturally 
holds the RIGHT Tools for your mechanic customers! RIGHT 
for quick sales . . . RIGHT for profits . .. RIGHT for customer 
satisfaction. Ask to see the line. The New Britain Machine Co., 
New Britain, Conn. 
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e... mounted 
a grades, grains, shapes and sizes 
tool and cutter wheels . . . cups 
. . internal wheels . . - wheels for 
center lapping machines . . . drum 
sanders and bands .. . wire brushes 
felt and rubber polishers . . - 


miniature cutters. 


You'll find ALL your requirements in 
the famed CHICAGO line! 
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Sibley And Travis 
Open Supply Firm 


Charles Sibley and Lowell Travis have 
opened the Sibley & Travis Distributing 


_Co. in Griffin, Ga. The new supply firm, 


the successor to an electrical contracting 
business owned by Mr. Sibley’s father, 
J. Fred Sibley, for the past 27 years, will 
deal in industrial supplies. ‘ 

Mr. Sibley, who is 26 years old, was 
recently discharged from the Army after 
18 months in the 7th Air Force in the 
Pacific. Mr. Travis, in the hardware and 
industrial supply business for the past 
21 years, was formerly with Hibberd, 
Spencer and Bartlett in Chicago, and 
the Boykin Tool & Supply Co., Atlanta. 

The company’s headquarters on Banks 
Avenue are being renovated and equip- 
ment for the stockroom and office is 
being installed. 


American Foundry Adds 
Sales Personnel 


George C. Tolton, Anthony Stimmler 
and Mitchell P. Christensen have been 
appointed to the sales departments of 
three branches of the American Foundry 
Equipment Co., Mishawaka, Ind. 

Mr. Tolton, who has been engaged in 
engineering and building naval defenses 
in the Seattle area, has been made sales 
representative for the northwestern states. 
Mr. Stimmer, formerly in the mechani- 
cal division of General Mills, will repre- 
sent American in the Minneapolis area. 
Mr. Christensen, who served as principal 
metallurgist and assistant chief of pro- 
duction in a branch of the Chicago Ord- 
nane District during the war, has taken 
over the newly created Denver territory. 


The modern, five-story building 
of the Keiser-VanLeer  Co., 
Bloomington, Iil., distributing 
firm, represents pretty extensive 
use of glass brick in achieving 
that up-to-the-minute look. 
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SALES, TOO, 
with YARWAY TRAPS 


The Yarway Impulse Steam Traps shown here in the 
candy plant of Homer J. Williamson, Inc., help cook 
candy faster by getting equipment hotter, sooner... and 
keeping it hot. 

And take it from W. J. Holliday & Co., Yarway Indian- 
apolis distributor, these little traps cook up sales faster, 
too! The order for this single installation was 150 Yarway 
traps. Repeat sales, the delight of every distributor’s life, will 
be built by trouble-free operation and customer satisfaction. 


A better product... plus vigorous advertising and sales 
promotion ...have helped make Yarways the leader in 
trap sales through industrial distributors. 


YARNALL-WARING COMPANY, 111 Mermaid Avenve, Philadelphia 18, Pa. 


YAR WAY IMPULSE STEAM TRAP | 
ut 








EASY AND 
PROFITABLE 
TO SELL! 


A glue for every job 


i apeed and profitable to sell because 
they’re nationally advertised— 
backed by an experienced technical 
staff—packaged in a variety of sizes to 
meet your customers’ needs—a com- 
plete line from one source. 


Cascamite Urea-Resin Glue 


The highly water-resistant glue for jobs 
which are to be exposed to excessive 
moisture or dampness. Easy to mix with 


cold water. Perfect for veneering be- 


cause it’s stain-free. 

Suggest CASCAMITE for: laminated 
wood beams, arches, trusses, prefab- 
ricated houses, cabinet work, veneer- 
ing, or wherever a highly water-resist- 
ant bond is desired. Available in 1, 5, 
25, 50, and 100-pound drums. 


Casco Flexible Cement 


The new, flexible, water-resistant, 
ready-for-use adhesive for bonding dis- 
similar materials. Bonds materials on 
which conventional-type glues do not 
“take”: metals, plastics, foils, linoleum, 
etc. to wood, wallboard, concrete, etc. 
Sets up flexible—withstands jolts, 
shocks, and expansion. 

CASCO Flexible Cement is suitable 
for: novelties, mounting (maps, dis- 
plays, foils), labeling, wall covering, 
and assembly gluing. Available in 1, 5, 
30, and 55-gallon drums. 

Where a completely durable, water- 
proof bond is required, recommend 
CASCOPHEN, the new resorcinol-resin 


glue. It withstands practically anything: 


continuous Outdoor exposure, moist or 
dry.heat, mold or fungus, solvents, etc. 


By the Makers of the No- 


e— > tionally Known CASCO 
a Casein Gh 


. . 
a nee fad 


“ASCAMIT! 


CASEIN COMPANY OF AMERICA 


(Division of The Borden Company) 
Dept. MS-76, 350 Madison Ave. 
New York 17, N.Y. 











Ten distributors attended a recent session of the training course 
conducted by the American Pulley Co., Philadelphia. 


Two West Coast Men 
Attend Pulley Course 


Irving T. Atwater, Nott-Atwater Co.. 


| Spokane, and Bruno K. Demke, God- 


dard-Jackson Co., Los Angeles, were 


| among the ten distributors who attended 

a recent distributors’ training course 
| conducted by the American Pulley Co., 
| Philadelphia. 
| Jorge Kupfer V, representing Kupfer 


A Chilean supply man, 


Hnos. S.A.C.,. Santiago, also took the 
course. ’ . 
Others attending were: James M. In- 
singa, United Electric Supply Co., New 
London; Raymond F. Griffin, Henry K. 
Barnes Co., Sales, Mass.; Ira L. Earle, 
Rutland Steel & Supply Co., Rutland, 
Vt.; George H. Simes, Providence Mill 
Supply Co., Providence; Frederick R. 
Cluny, United Electric Supply Co.; John 
H. Smith, Corinth Machinery Co., 
Corinth, Miss., and L. Howard Shingle, 


| Jr., Shingle & Gibb Co., Philadelphia. 


Aljian Named Head 
Of Purchasing Agents 


George W. Aljian; director of purchas- 


| ing and packaging, California & Hawaiian 
| Sugar Refining Corp., Ltd., San Fran- 
| cisco, was elected president of the Na- 


tional Association of Purchasing Agents 
during the association’s 3lst annual in- 


| ternational convention in Chicago. He 
| succeeds Charles L. Sheldon, Hood Rub- 
ber Co., Watertown, Mass. Mr. Aljian, 
| who was born in Dyarbokir, Armenia, 


and brought to this country as a small 
boy, is considered an authority in his 
chosen fields of purchasing and packag- 
ing. He became purchasing agent of 


| C&H in 1933 and, in 1945, was promoted 


to his present position in the company. 
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Danville Distributor 
Planning Expansion 


Thos. C. Conron Hardware Co., Dan- 
ville, Ill., prior to the war, and during 
the war, enjoyed an expanding mill sup- 
ply business which by the end of the 
war resulted in a substantial part«of 
their retail hardware store being devoted 
to industrial supplies and equipment. 

For some time the desirability of sep- 
arating the hardware from the industrial 
supply business has been apparent, ac- 
cording to J. R. Whelan, treasurer and 
buyer of industrial supplies. 

“At the present time,” he said, “we are 
looking around for a likely location for 
our industrial supply business. When we 
find it, we plan to separate the two func- 
tions and we believe that both the retail 
hardware operation and the mill supply 
business will benefit by the move.” 


A view of the industrial supply 
department in the Thos. Conron 
Hardware Co. Note the depart- 
mentalization of the various lines. 
such as machinists tools, abra- 
sives and the like. Floor space is 
taken up by light equipment, 
racks and display tables. 





ANOTHER MEMBER 
OF THE LARGE GILMER FAMILY 


a 


Non-endless Belting 


This hard-pulling, firm-gripping belting is constructed on the 
“two-belts-in-one” principle which has made Gilmer’s Kable 
Kord Endless Belts so universally popular. The same con- 
tactor principle is retained, but the pulling element consists 
of strong belting duck which, with the tough jacket, forms a 
firm base for connectors. 


It is the ideal belting to offer a customer who wants excep- 
tional quality... power, endurance, dependability. It’s a 
profitable buy for him—a profitable sale for you. 


Available in running lengths, or in rolls of 250 or 500 feet. 
In widths up to 24 inches, and in various plies. 


There is a Gilmer Belt for every power transmission need 


V-BELTS—F.H.P. and multiple—in standard and special sizes. Gilmer has the argest 
assortment of V-moulds in the world. 

KABLE KORD FLAT ENDLESS BELTS. The Gilmer first-line belt for flat pulley power trans- 
mission. Its “two-belts-in-one” construction (contactor and power) offers an effective 
selling point. 

STANDARD CUT EDGE FLAT BELTING. A competitively priced, rubber-fabric belting of 
first quality. Tough structure provides a firm foundation for connectors, 


HIGH SPEED BELTS, from 7,400 f.p.m. up to 10,000 f.p.m. and over... flat, endless, 
fabric belts of different types .. . each noted for grip, toughness and extreme flexibility. 


LIGHT DUTY POWER TRANSMISSION BELTS. A complete line, including Spliced Endless 
Cotton Belts, Solid Woven Endless Belts, Special Cotton Duck Belts spliced according to 
special requirements, and Gilmer F.H.P. V-Belts. 


LIGHT CONVEYOR BELTS for a wide range of applications including confectionery, 
bakery, paper box, cannery, fruit sorting establishments, etc. 


ROUND ENDLESS BELTS for drives on small high-speed drills, hammers, tappers, saws, 
light wood-working machinery, valve refacers, etc. 


SPECIAL INDUSTRY BELTS, widely used in textile plants (cone, lickerin, winder, spinner, 
gainer), for the lumbering industry (Planer Belts), and the like. 


Gilmer regular belts and belting are for general applications— industrial plants, quarries, 
mines, shops. Because of their general use, they are carried in stock by the distributor. 
Besides the Gilmer Belts which the distributor should stock—consisting of V-Belts. (F.H.P. 
and multiple), Kable Kord Fiat Belting and, where desired, Standard Flat Belting— 
Gilmer offers a line of Special Purpose Belts that open up a broad sales field. Since these 
belts meet the specialized requirements of plant engineers, need not be carried in stock, 
and are not subject to general competition, they are attractive to sell for prestige as 
well as profit. 





Gilmer provides complete territorial protection strong 
advertising, both publication and direct mail. to belting 
buyers direct soles help from widely experienced 
branch office personnel valuable engineering assistance 
provided with the Gilmer when needed adequate stocks in conveniently bocated 
the Kable Kord Data Book, and the Gilmer Branch Warehouses 


Catalog of veciol Purpose Belt® and the 


L. H. GILMER COMPANY, Tacony, Philadelphia 35, Pa. 


DIVISION OF UNITED STATES RUBBER COMPANY 
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SHORT DISTANCE)::2%... 


TO THE ANSWER ON POWER Arthur Iverson has left the city desk 

at the Medford, Ore., branch of the 
TRANSMISSION PROBLEMS Lorenz Co., Klamath Falls, Ore., and is 
now office manager in Medford. Rod 
Schuler, formerly in the shipping depart- 
ment, has taken over the city desk. James 
Hall, transferred from the main office, 
is now on the branch’s outside sales force 
in the Oregon coast area, and Ole Fristoe, 
recently returned from the armed forces, 
is assisting Mr. Schuler. 


Towson And Gibb Head 
Material Handling Group 


During a recent meeting of the Mate- 
rial Handling Institute, Inc., in Cleve- 
land, new officers and directors were 
elected. They are: Sheldon K. Towson, 
Elwell-Parker Electric Co., Cleveland, 
president; Samuel W. Gibb, Yale & 
Towne Mfg. Co., Philadelphia, vice- 
president; C. M. Dinkins, Washington, 
D. C., secretary, treasurer and counsel. 
Mr. Towson and Mr. Gibb were named 
chairman and vice-chairman of the board 
of directors, respectively, and the re- 


mainder of the board was made up by 
\2 L. C. Backart, Rapids-Standard Co., Inc., 
lt 


Grand Rapids; H. A. Carter, Geneva 
Metal Wheel Co., Geneva, 0.; M. W. 
Heinritz, Philco Corp., Trenton; L. J. 
Kline, Mercury Mfg. Co., Chicago; 
Lester M. Sears, Towmotor Corp., Cleve- 


ys land, and Walter C. Stuebing, Lift Trucks, 
yi Inc., Cincinnati. 





*Datents make Gols" 
® Shaft Hangers ® Chain Drives e@Rigid Shaft Couplings 
* Bicycle Type Sheaves Set Collars Flexible Shaft Couplings 
®V-Belt Drives Hercules Pulleys @ Universal Shaft Couplings 
®Cast Iron Pulleys ® Wood Pulleys * @Medart-Timken-Bearings 
® Steel Rim Pulleys @ Shafting elron & Semi-Steel Castings 
® Ring Oiling Bearings ® Friction Clutches e Wire Rope Sheaves 
® Wick Oiling Bearings ® Sprockets Cut Tooth Gearing 
© Belt Tighteners © Pattern Work e Molded Tooth Gearing 


C. K. Sherk has been made pur- 
chasing agent, merchandising divi- 
sion, the National Supply Co., 


Pittsburgh. He has been with the 
concern since 1936. 
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IF YOU HAVE TO WAIT FOR YOUR 
NYLON-BRISTLED PAINTBRUSH 








... here’s why 





IT’S BECAUSE THE DEMAND 
EXCEEDS THE SUPPLY 


it's the old story, with important 
fT variations caused by the war. To be- 

‘gin with, the civilian painters of 
America have been on a starvation diet of 
brushes for four long years. Nearly all of you 
need brushes — now. Nearly all of you would 
like to buy nylon-bristled brushes . . . because 
of the good things you’ve heard about them. 
While we are turning out bristles as fast as 
we can, there just aren’t enough to fill the 
needs of the paintbrush manufacturers, and 
will not be for some time to come. 


Du Pont is increasing its capacity 

for producing nylon—in bristles and 

in other forms as well. We are erect- 

ing a new plant at Washington, W. Va., 
which will greatly increase our production of 
nylon. However, it will take some months to 
get the new plant into operation. Unfortu- 
nately, even this will not increase your chances 
of a new brush by tomorrow, or by next week. 
3 lon-bristled brushes are going out to 
dealers each week. The paintbrush 
manufacturers, too, are doing their best. It 
may be that your dealer will have your brush 


sooner than you now hope. Meanwhile, be 
assured that we regret this delay, and that 


Keep trying your dealer. Some ny- 


we are exerting every effort to get nylon 
bristles into the hands of brush manufacturers 
so that they can supply painters everywhere 
just as soon as possible. 


When you do get your nylon-bris- 
s tled brush, you’ llsay it was well worth 

waiting for. Reports now coming in 
from civilian painters support in every way 
the reasons for the widespread use of nylon- 
bristled paintbrushes by the Navy during 
the war. These brushes spread paint evenly 
and well, and they outlast the best natural 
bristles from 3 to 5 times. 


* * * 


So please be patient a little while longer. 
We'll get these finer bristles for finer brushes 
produced just as rapidly as we can. (Du Pont 
does not make paintbrushes, you know; we 
supply the bristles to the paintbrush manu- 
facturers.) E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Dept., Arlington, New Jersey. 


OU PONY 


‘Du Pont NYLON BRISTLES 


TTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 
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JAMES A. WRIGHT 





Van Norman Buys 
Morse Twist Drill 


The Van Norman Co., Springfield, | 
Mass., has purchased substantially all of | 
the outstanding stock of the Morse Twist 
Drill & Machine Co., New Bedford, Mass. 
Morse will be operated as a separate com- 
pany and will remain in New Bedford, 
according to James Y. Scott, president of 
Van Norman. 

Mr. Scott is now president of the Morse 
subsidiary, but active management will 
be in the hands of James A. Wright, as 
vice-president and general manager. Mr. 
Wright, with the Van Norman concern 
since 1934, served during the recent war 
as assistant to the director, machine tool 


section, WPB. 





New Quarters For 
Marine Products 


The Marine Products Co., Detroit, has 
moved to new, enlarged quarters at 515 
Lycaste. The move gives an ideal physi- 
cal plant layout, plus a more convenient 
location, according to John T. Allmand. 
president. Immediate improvements in 
operations include a larger and revised 
assembly line for the manufacture of 
pumps and other items, considerably 
larger engineering quarters and drafting 
rooms, and a special assembly division | 
for new products soon to be released. 


’ | 
Klaus Representing 
Allen-Bradley In West 


Charles E. Klaus has been appointed 
to represent the Allen-Bradley Co.,. Mil- 
waukee, in Oregon. He takes over the 
territory formerly served by Carland- 
Affolter Engineering Corp. Officials say 
that Mr. Klaus has had a broad experi- | 
ence in industrial engineering. 
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GREAS 
OR OIL 


The question of selection of the proper 
type and consistency of lubricants need 
offer no problem. LUBRIPLATE Lubricants 
are available from the lightest fluids to 
the heaviest grease types. All reduce 
friction and wear, protect against rust 
end corrosion, and are more economical 
than conventional ivbricants. Let us 
prove our case. 








—— Ideal for genere 
' aan ring oiled beorings. = 
os nt feeds and bottle oilers. 
See high film 


reflects — 


wide range of grecse 

We sieations, capecially 4 tempera: 
aed Fe eee aatsewwh le os 
= =e lubricant for open — 
he duty beorings, wire rope, : 
watt BEARING — This is the —, 
PLATE Lubricant thot ma 
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1 and roller bearings ¥ 
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x 
ie From coast 10 co” 
£ 
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FIT THE 
LUBRICANT 
TO THE JOB 


The operation of all types of 
machinery is dependent upon lu- 
brication and to assure satisfactory 
operation, bearings, gears, cams, 
chains and other moving parts 
must be lubricated with a lubri- 
cant that “fits the job.” 

Equipment Manufacturers in- 
creasingly realized the extreme 
importance of proper lubrication, 
so most often included the appro- 
priate lubrication system in their 
construction design. When no 
special lubricating devices are in- 
corporated in the machine design, 
manufacturers will generally spe- 
cify, with accompanying literature 
or tags, just how and with what 
type product the lubrication is to 
be performed. There remains for 
the equipment user however, to 
consider his own individual 
operating conditions as a basis for 
selecting the proper type oil or 
grease that will have all the neces- 
sary properties required for assur- 
ing satisfactory lubrication. 

In choosing an oil, operating 
Speeds and Temperatures are the 
most determinant factors. High 
speeds require light bodied oils; 
high temperatures require a heavy 
oil that will retain its film strength 
and will not be dissipated to a 
watery consistency in the presence 
of considerable heat, and shall 
possess high flash and fire points. 
Likewise the choice of grease will 
depend on Operating Speeds, 
Temperatures, Loads, and the pos- 
sible presence of water, acid, or 
dust conditions. High Speeds re- 
quire a light to fluid grease; high 
temperatures require a medium to 
heavy grease. For heavy loads, 
medium to heavy greases, and 
preferably enhanced by an extreme 
pressure additive, are most suit- 
able. However, today’s trend is 
leaning toward multi-purpose 
lubricants. 

LUBRIPLATE lubricants were 
developed to “fit the job.” 
Whether grease or oil is required 
there is a LUBRIPLATE product 
to meet every lubrication demand. 
LUBRIPLATE arrests progressive 
wear and protects against rust and 
corrosion. Because LUBRIPLATE 
is endowed with special qualities 
not found in ordinary lubricants, 
it is well able to meet the modern 
demands of higher speeds, heavier 
loads, and extremes of heat and 
cold, to the utmost satisfaction of 
its many users. 

A copy of “THE LUBRIPLATE 
SERVICE HANDBOOK” con- 
taining valuable information on 
the subject of lubrication will be 
furnished without charge by writ- 
ing Fiske Brothers Refining Com- 
pany, Newark 5, N. J. Adv. 
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GETTING 
YOUR 
SHARE? 


@ Progressive jobbers and dealers all @¥ 
country are reaping extra profits by g 
the circle ® line nuts and bolts. Are; ting 
your share? From cap screws to stov every 
circle ® product has the same un ity and 
quality that make for plenty of profitable repeat 
business. Furthermore, all Buffalo Beit p@etoducts 
are widely advertised to your cugf@miers and 
prospects—creating a constant desir} ieh you 
can profitably fulfill. Start “Getting y@u hare” 
now by stocking the money-making cif line 
of nuts and bolts. ’ ‘ 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N.Y. > SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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MARQUETTE MFG CO INC 


MINNEAPOLIS 14 ee 


MC point toLO6L 





(TELNIC BRONZE 


Lues And —, 


'STEREO U.S. AT OFFICE 


A.C. ARC WELDERS = 







@ Marquette’s outstanding new transformer design 
gives your customers INSTANT ARC Striking without 
extra high frequency or booster gadgets. Model 262 C 
has a High Power Factor of 95%. Telnic Bronze plugs 
and sockets double current carrying capacity. Its wide 
range of 20 to 275 amperes takes all welding jobs in 
stride from light sheet metal to heavy steel beams 
. - - from maintenance to high-speed production. 
Models: 262 C and 262, 20-275 amps.; 261 C and 261, 
20-200 amps. 


=>PLANT MAINTENANCE 
Versatile, truck ted M tte A. C. Arc Welders are used to 
make quick, dependable repairs on vital production machinery .. . 
without dismantling. They are also invaluable for building sturdy, 





low cost trucks, racks, bins, guards, fixt . jigs, g 
dreds of other items. 


=>HIGH SPEED PRODUCTION 
Welding is truly the modern shortcut to high-speed production. 
Welding eliminates y ges, excess metal, tapping, drilling 
and riveting . . . and provides a lighter, stronger finished product 
at a lower cost. 


m= TOOL AND DIE DEPARTMENT 


The Marquette Welder cuts costs and speeds repairs at every turn. 
Broken cutters, drills, punches and high-speed tools are made “good 
as new” with Marquette Hardsurfacing Electrodes. New Tools and 
Dies can be made from low cost, low carbon steel and the working 
edges hardsurfaced. 


MARQUETTE WELDING EQUIPMENT SOLD EXCLUSIVELY 
THRU THE NATION'S LEADING DISTRIBUTORS 


ges and hun- 








REGISTERED U.S PAT. OFFICE 


EQUIPMENT 


A.C ARC WELDERS - ELECTRODES 
GAS WELDING And CUTTING EQUIPMENT 
ACETYLENE GENERATORS - ACCESSORIES 
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Officers of the Georgia Supply 
Co., Savannah, discuss a moving 
project. From left to right: J. 
Harold Mutherin, secretary-treas- 
urer; W. S. Blun, president, and 
J. H. Howarth, vice president. 


Georgia Supply Co. 
To Expand Quarters 


The Georgia Supply Co., Savannah, 
Ga., will add approximately 25,000 sq. 
ft. of floor space to its present facilities 
on West Bay St., when it takes over an 
adjoining five-story building now occu- 
pied by the General Electric Supply Co. 
The present quarters for offices and stock 
rooms have some 50,000 sq. ft. of floor 
space in addition to that of three ware- 
houses in the rear. Each of the ware- 
houses includes about 10,000 sq. ft. 

W. S. Blum, president of the firm, an- 
nounced that the present offices will be 
moved to the building to be taken over to 
increase space and to increase the effi- 
ciency of the air-conditioning system. 
Present offices are exposed too long to the 
sun. 

Built along a retaining wall on West 
Bay St., the Georgia Supply buildings 
have two stories above the street level 
and three stories under street level. A 
railroad spur runs behind the building 
facilitating loading and unloading into 
and from the lower floors and warehouses. 
Trucks may load and unload at street 
level also. 


Allegheny Ludium Officers 
Reelected, New Men Added 


The Allegheny Ludlum Steel Corp., 
Pittsburgh, has reelected all officers and 
added three new vice-presidents. Those 
heading the firm are: W. F. Ditwiler, 
chairman of the board; H. G. Batcheller, 
president; W. A. Givens, executive vice- 
president; Frank B. Lounsberry, vice- 
president in charge of methods and 
processes, and Russell M. Allen, vice- 
president in charge of sales. The three 
new vice-presidents are M. C. Harris, in 
charge of production; E. J. Hanley; fi- 
nance; and Clark W. King. 






























benchmaster OFFERS A 


LOW-PRICED BENCH MACHINE 


FOR BOTH HORIZONTAL 
AND VERTICAL MILLING 


This versatile benchmaster milling machine 
is an indispensable item for every wood, 
plastics and metal working shop. Simply by 
interchanging spindle attachments, it is 
quickly and easily converted from a vertical 
miller to a conventional horizontal milling 
machine with overarm and arbor. 

Unsurpassed for precision die making, die 
sinking, slotting, facing, side milling, key 
seating, jig boring, angle slotting and many 
other jobs about the shop... yet this bench- 
master milling machine costs so little and 
saves so much space that it practically sells 
itself to your customers. 

The milling machine is typical of all bench- 
master tools. Their top quality, versatility 
and low cost guarantee sizeable initial sales 
in every branch of industry. Add to this a 
hard-hitting national advertising campaign 
plus full distributor cooperation and you'll 
realize why benchmaster offers you such 
high-profit opportunities. 

Whether it’s machine shop, workshop or 


benchmas ter 





benchmaster mill with horizontal spindle and overarm 


school-shop...and whatever the industry... 
you'll find that benchmaster’s products are 
the kind that are needed and bought. In the 
biggest industries — steel, shipbuilding, air- 
craft; in the precision plants — radio, watch- 
making, musical intruments; in the smallest 
shops-toy manufacturing, technical schools, 
job shops; everywhere you go there is a score of 
reasons why benchmaster tools are preferred. 


WRITE FOR FULL INFORMATION ABOUT 
THE MILLING MACHINE AND THESE OTHER 
HIGH Quatity benchmaster Too.s 


benchmaster’s sturdy inclinable 4-ton punch 
press...6” rotary table...precision collets... 
swivel vise, etc. are in use in hundreds of 
machine shops in over 50 industries. Proved 
operating ease, maximum safety and negli- 
gible maintenance costs make them ideal 
for every kind of shop installation. Write 
today for FREE pamphlets giving complete 
information and engineering specifications 
of the entire benchmaster line of tools. 


MANUFACTURING COMPANY 


29352 WEST PICO BOULEVARO 
LOS ANGELES 6 


CALIFORNIA 
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Ducommun Metals 
Increases Common Stock 


The Ducommun Metals & Supply Co., 
Los Angeles, has registered 120,000 
shares of common stock. Of these, 100,- 
000 will be offered to the public and 
20,000 shares reserved for officers and 
employees of the company, as well as 
the employees’ bonus and profit sharing 
trust. The proceeds will be used to in- 
crease inventory and working capital. 


Ryerson Builds Cleveland 
Plant Addition 


Joseph: T. Ryerson & Son, Inc., have 
begun the construction of a large ware- 
house and office building adjacent to 
their present plant in Cleveland. Con- 
struction will be of steel, concrete and 
brick. The new building will have a front- 
age of 165-ft. on Lakeside Avenue and 
330-ft. on East 53rd Street, and will be 
used to carry large stocks of hot-rolled 
and cold-finished alloy and carbon steel 
bars, mechanical tubing, sheets of all 
kinds, and other products requiring 
heated storage space. 


CH Eric Sommer, Linde Man, 
Dies In Chicago Fire 


nd Eric E. S , 34, sales engi ith 
As soon as you are ready for a mew CATALOG | the Linde Air Produete Co., New York, 


was one of the victims of the LaSalle 
The quality appearance—the over-all character—the Hotel fire in Chicago on June 5. Con- 


nected with the firm’s new products divi- 
sion, he lived in Larchmont, N. Y. 

He had been with the company since 
1935, when he entered the Tonawanda, 
N. Y., plant as an associate engineer. He 
later became assistant to the research 


individuality of your catalog totals up for you in terms of 
greater selling power. 


To gain all this requires more than just ordinary prepara- 
tion— your catalog must have expert attention—and that 
is what our specially organized, equipped, and manned 


CATAL D : : engineer, and then was transferred to 
OG DEPARTMENT is able to give you. i Minar Works llins. 


We cooperate with you in every detail and make “cover 
to cover’’ suggestions based on years of experience in 
compiling catalogs. Four New Salesmen 


Get excellence in your catalog from CATALOG HEAD. Join Reliance Division 

Ralph O. Amsden, Jr., John S. Kerr, 
John L. Knott and Clifford A. Esinhart 
have joined the sales force of the Eaton 
Reliance division, Massillon. O. 

Mr. Amsden will have headquarters 
at the firm’s Detroit office. Mr. Kerr has 
been placed in the Cleveland office. Mr. 
Knott will represent the company in the 


Cermak Road at Canal ¢ Chicago 16, Illinois New York area, working from the office 
in that city. Mr. Esinhart has been ap- 


MILWAUKEE ¢ PHILADELPHIA « NEW YORK ¢ SAN FRANCISCO pointed western railroad representative, 
RS TAREE Re. ARRmRNRBBR a Cae aR 


with headquarters in Chicago. 
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versatile 
flexible 


This low-cost 16” DURO Band Saw 
has a wide range of uses — and 


many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


DURO 700s 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO. 2685 N. KILCLARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND'‘TOOLS 
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IMPORTANT 








IF YOUR CUSTOMERS 
USE PRESSURE GAGES 


This is the first technical catalog 
written on pressure gages. It explains 
the theory of operation and gives all 
the technical details of modern gage 
construction. It tells how the Helicoid 
movement works—an exclusive feature of 
Helicoid Pressure Gages. If you sell 
any quantity of pressure gages, it will 
pay you to get the complete story of 
Helicoid. We'll be glad to send you a 
copy of this new catalog on request. 


HELICOID GAGE DIVISION 


AMERICAN CHAIN & CABLE 
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Robert Brown is back on the job 
with Standard Equipment & Sup- 
ply Co., Hammond, ind., after a 
4-year hitch in the Army. Start- 
ing with the company in 1936 in 
the pricing department, he is now 
on the order desk and doubles as 
a phone salesman. 





O'Connell Leaves Crane, 
Is Official Of Laib ’ 


W. J. O'Connell, who has been special 
resident representative in Louisville for 
the Crane Co., Chicago, for the past three 
years, has joined the Laib Co., Louisville 
distributor of plumbing, heating and in- 
dustrial supplies, as vice-president in 
charge of sales promotion. Starting his 
association with Crane seven years ago, 
Mr. O’Connell entered the firm as resi- 
dent representative in Canton for the 
branch in Youngstown, O., and is said to 
be the first man to hold such a position 
directly after graduation from engineer- 
ing school. 








This handsome sales counter is 
just what you probably sus- 
pected—an old-time bar with the 
brass rail removed. The Indus- 
trial Supply Co., Terre Haute, 
ind., inherited it when it moved 
into and remodeled an old hotel. 
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L. C. KROES 


Kroes Advanced 
By Detrex Corp. 


L. C. Kroes was appointed manager 
of the Central Regional Sales for the 
Detrex Corp., Detroit, manufacturers of 
solvent degreasing equipment and chemi- 
cals, metal parts washers, Triad clean- 
ers and dry cleaning equipment. Mr. 
Kroes has been with the Detrex Corp. 
since 1937 serving as a representative 
in the eastern region for three years 
when he returned to manage the Michi- 
gan Division in 1942. He is a member 
of the American Electroplaters Society 
and a graduate of the University of Michi- 
gan. His headquarters will be in 
Detroit. 


Firm Distributes 
Nuts And Bolts Only 


The Alvo Nut & Bolt Co., Los Angeles, 
recently acquired by three partners, is 
unusual in that it is the only supply 
firm on the Pacific Coast dealing ex- 
clusively in nuts, bolts, washers and as- 
sociated screw products. The owners, 
J. L. Meyers, M. H. Meyers and D. H. 
Taylor, assert that the firm has the larg- 
est stock of its kind west of Chicago. 

“We were looking for a staple product 
to distribute, one with a large potential 
volume under any and all conditions. 
Nuts and bolts are so nearly universally 
used in all manufacturing, construction 
and maintenance work as to fulfill the 
requirements,” said M. H. Meyers. 

He then added that their sales pro- 
gram is to reach all industries in their 
territory by direct calls by their salesmen. 
This also includes the repair trade—ma- 
chine shops, factory branches, garages, 
etc. The dealer trade is also covered, 
and an Alvo salesman selling in a town 
will not simply call on a few large users, 
but will make a clean-up effort on all 
potential sales outlets. 
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PROVE 





that BLACKMER 
ROTARY PUMPS 








@ Plant men like this feature. 
It makes pump sales 


easier for distributors. 


SUSTAINED 


PUMPI 
is vital 


also of 





A cost-cutting feature that 
appeals to pump customers. 
When the “buckets” are 
finally worn out, a 20- 
minute replacement job re- 
stores the pump to normal 


capacity. 


NG CAPACITY 


to your customer's 


production efficiency. It's 


importance to 


distributors because a 
SATISFIED customer is a 
REPEAT customer. 





A DISTRIBUTOR'S LINE OF ROTARY PUMPS 


Capacities to 750 GPM... 


Pressures to 500 PSI. 


‘ Ask us to send Catalog No. 106 
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BLACKMER PUMP COMPANY 


1810 CENTURY AVENUE 


POWER PUMPS - HAND DUMDS 
- EZY-KLEEN STRAINERS 


GRAND RAPIDS 9, MICHIGAN 






















De-STA-CO 
PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for YOU 








De-Sta-Co Shum STOCK 


Steel or Brass «+ 12 Standard Thicknesses 
from .001 to .015 


Made from selected materials, rolled to precision limits. 
Carefully oiled to resist rust and stains. All stock is 
clean and free from burrs or ragged edges. De-Sta-Co 
is the finest shim stock available. 


Two convenient sized packages: (A) contains twelve 
sheets of assorted thicknesses, .001 to .015, each sheet 
measuring 6” x 12’, and each identified to indicate 
thickness. (B) contains a roll measuring 6” x 120’, with 
thickness indicated every six inches of its length. These 
packages allow ease in storage—prevent waste and 
damage to stock. 


(A) Sheets 6” x 12” 


(B) Rolls 6” x 120” 








De-Sta-Co—<e™ Stock 


A PRECISION PRODUCT 


Essential for close tolerance work. 
Used for fitting piston, valve tappet 








clearance, spark plug gaps, for 


m and production work 


where accuracy is vital. 


12” lengths + Y2” wide 
Rounded on Both Ends 


containing ten boxes of most pop- 
ular Sichneaee now available. 


25-Foot Rolls 
Also supplied in 25-foot rolls packed 








in clear plastic case. 
De-Sta-Co 
ARBOR SPACERS 


For fast, accurate spacing of Milling Cutters, 
Gang Saws, Slitters, etc. 


Thicknesses .001 to 3” : 
20 Standard Sizes from ¥e" to 4 . 


SHIMS 


For Gears, Bearings, etc. 














DeTROIT STAMPING Co. 


Finished Products Division 
An old-established institution with a record 
of more than 30 years’ continuous operation 
332 MIDLAND AVENUE . DETROIT 3, MICHIGAN 
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Sell profit! 


Today — when every plant, shop, 
foundry, store, garage, hotel 
owner; every manufacturer or 
industrialist is interested in mak- 
ing a profit — is a good time to 
talk about ‘Budgit’ Electric 
Hoists. For ‘Budgit’ Hoists do 
mean added profits to the man 
who equips his production, assem- 
bly, and inspection lines with 
these dependable, efficient hoists. 


A worker — using a ‘Budgit’ 
Hoist to lift heavy tools, machine 
parts, or the machines — is free 
to turn his energy into increased 
production. This means profit! 
So does his freedom from strained 
muscles, rupture, a sprained 
back. When ‘Budgit’ Hoists do 
the lifting, there are no lost man 
hours, no injury compensation to 
pay. That’s profit, too! 


Other advantages on the profit 
side of the ledger are — no in- 
stallation costs and current con- 
sumption too small to consider. 


Owner, manufacturer, indus- 
trialist faced with rising costs in 
all directions, would welcome 
your suggestions as to where and 
how ‘Budgit’ Hoists would cut 
costs, increase production, and 
add profit. 


Write for Bulletin No. 371 
to help you sell ‘Budgit’ 
Electrie Hoists. 


mi BUDGIT” 
Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





Problem —To manufacture simple lamp shade 
with moximum speed, minimum labor; taping 
poper shode to wire frame. 


Solution— Mystik Self-Stik Cloth Tape goes 
on easily, holds permanently, eliminates 
moistening operation and drying time. 


inate condensation on cold 
water pipes and dripping with resulting dam- 
age to machinery, storage, materials, etc. 


Solution—Mystik Self-Stik DRI-PIPE stops 
pipe drip positively. A combination of thick 
insulation and waterproof tape, it applies 





easily, quickly to pipes without tools. 


Problem —To sand blast designs on 
mirrors and glassware with max- 
imum speed, minimum spoilage. 


Solution— Mystik SAND BLAST is 
ideal masking material made es- 
pecially for sand blasting glass. 
Designs are die cut in the Self- 
Stik mask. Applies and removes 
easily, cleanly, Positive protection. 


... give you NEW SALES OPENINGS 


® Here are door-opening sales ideas . . . ideas 

that save production time and cut costs for 
your customers. And there are thousands of 
new methods for doing things, created by 
Mystik, which are helping industry. Get in 
on these extra sales. Sell Mystik and build 
extra profits for you. 


Mystik comes in many forms—MystTIk 
SeuF-Srik Tape, cloth or paper, up to 36” 
wide— Mystik MAsK, a reinforced paper ma- 
terial for protecting fine surfaces— Mystik 
Spra-Mask, a fast method for stencil spray- 
painting designs and insignia— Mystik SAND- 
BuastT, a protective covering for sand blast- 
ing glass— Mystik Dri-Pire, an insulation 
to stop pipe drip—Myst1K-PRIntT for Self- 
Stik labels and signs. 


FR EE — Write for Mystik samples, prices and 
sales literature now— Mystik Adhesive Products, 
2628 N. Kildare, Chicago 39, Ill. Sales offices in 
major cities. Export office, New York City. Canada 
—G. A. Moggridge Co., Ltd., St. Catharines, Ont. 


MYSTIK 


DISTRIBUTORS WANTED! 





The complete line of Mystik Self-Stik Products is an ideal proft-bui 

for industrial Distributors . . sipide $i tie aenceninag aibbbeden teeed 

to pass along to your customers... ideas that always get attention and 

interest. Get full information on these unusual products that build extra 

Py 9 pegs er ee ee WELT CT Te 
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When your buyer asks you— 
SAY VICTOR BLADES ARE THE 
BEST VALUE MONEY CAN BUY 


From time-tested metal cutting experience, VICTOR 
knows exactly what hack saw blade features are required 
to meet today’s cutting needs of mechanics everywhere. 
In selling VICTOR, scientifically heat-treated hack saw 
blades, with teeth accurately set for fast clean cutting, 
distributors are meeting today’s tremendous wartime 
cutting needs with blades that have 
long been the peacetime choice of 
expert mechanics. 
Write for your copy of VICTOR 
Metal Cutting Handbook. It’s FREE. 


VICTOR & 


VICTOR SAW WORKS, Inc., Middletown, N. Y. 


MAKERS OF HAND AND POWER HACK SAW BLADES, 
FRAMES AND METAL CUTTING BAND SAW BLADES. 
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25 Years Ago 


The acquisition of a new and larger 
building marks the culmination of five 
years of development by the Wayne Belt- 
ing & Supply Co., Fort Wayne, Ind. Wert 
D. Whipple remembers when, back in 
1916, the firm’s office equipment con- 
sisted of one desk, and its entire person- 
nel was three men. 

The J. M. Tull Rubber & Supply Co., 
Atlanta, has started the erection of a 
three-story building, with basement. 
J. M. Tull is president and manager. 

E. J. Cregier, sales manager, Medart 
Patent Pulley Co., St. Louis, says there 
is no real lack of buying power in 
America. He explains the situation as 
the result of wariness on the part of every 
individual. Not only are the big con- 
cerns holding up the purchases of new 
machinery, etc., but the man on the 
street is making last years’ suit do for 
the present. The cumulative effect is felt 
all over the country. 

E. F. Cooper, mill goods sales manager, 
Henry Disston & Sons, Inc., Philadelphia, 
died on June 10 while attending a con- 
vention of lumbermen. He had repre- 
sented the Disston organization at all 
mill supply conventions for many years 
and made many friends through this con- 
nection. 

The National Supply & Machinery 
Dealers’ Association has circulated a re- 
quest from the Boyer-Campbell Co., De- 
troit, that its members assist in appre- 
hending a man who tendered the supply 
company a worthless check on June 14. 


10 Years Ago 


A. J. Sparks, sales manager, F. Rani- 
ville Co., Grand Rapids supply firm, 
writes about his company’s handling of 
the sale of portable tools. Main points: 
The acquisition of a good line; careful 
selection of major and minor markets; 
organized sales presentation. 

The Fort Wayne Pipe & Supply Co., 
Fort Wayne, Ind., recently celebrated its 





Hose does the Hula - 


AT 1800 WIGGLES A MINUTE 


¥ 


LOOK AHEAD WITH 


Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 


NEW. YORK + DETROIT «+ CHICAGO «+ ST. LOUIS + LOS ANGELES 
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HE strobotach this man is 

using will make sure the 
hydraulic hose lines are vibrating 
1800 times a minute. 


This wiggling device was 
designed by Weatherhead engi- 
neers to meet SAE specifications 
requiring the regular testing of 
sample hose assemblies taken 
from standard production runs. 


The hose is given this grueling 
treatment for 200 hours to prove 
the dependability of the complete 
assembly and serves to demon- 
strate how it will stand up after 
years of service on automobile, 
truck, or bus, 


To make the test even tougher, 
hot oil, held at 250°F. and under 
45 pounds per square inch pres- 
sure is circulated through the 
hose lines as they are whipped 
round and round. 


So when you use any Weather- 
head products, you’re sure of this: 
It’s your best buy because the 
esearch and testing behind it 
have made it the most highly 
developed, but competitive 
priced, product of its kind. 


ATTENTION DESIGN ENGINEERS 


You can benefit most by calling 
Weatherhead while your product is 
in early design stages. A thorough 
study of your products can often 
result in improyed performance, sim- 
plified serviceability, and savings in 
assembly, time, and labor, 





COURTESY THE CREAMERY 
PACKAGE MFG. CO.. CHICAGO 


Metrex Valve Company, 
Franklin Park, Illinois, 
specifies Harper Bronze 
Bolts for their dehy- 
drators and strainers 
which dry refrigerant 
and remove sludge to as- 
sure effi- 
cient and 
uninter- 
rupted 
freezer 
operation. 


HARPER 
Cherdte 
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40th anniversary with an industrial ex- 
hibit. The three day show brought the 
exhibits of 38 manufacturers and drew 
almost a thousand spectators and buyers. 
The Shadbolt & Boyd Co., Milwaukee 
distributing house, has just moved to new 
quarters. While the building itself is not 
new, it has been completely renovated, 
and combines solid, substantial construc- 
tion with up-to-date layout and facilities. 
Larry Seggel has been elected pres- 
ident and treasurer of the Dodge-Newark 
Supply Co., Newark, N. J., succeeding 
Charles S. Reeves, who died recently. 
Donald M. Jones, formerly of Wilcox- 
Slidders & Jones, Inc., Newark, has be- 
come associated with Dodge-Newark. 
The recent machinery exposition held 
in Memphis found five of the local dis- 
tributing companies exhibiting. They 
were Industrial Supplies, Inc., Riechman- 
Crosby Co., Lewis Supply Co., J. E. Dil- 
worth Co., and Pidgeon-Thomas Iron Co. 


Bill Harden 


Bill Harden, one-time professional 
welter-weight champion of the Pacific 
Coast, is now vice-president and sales 
manager of his brother’s supply firm, 


Chas. H. Harden & Co., Seattle. 


Distributors Named 
As “Approved Dealers" 


Several industrial distributors were 
named among the 207 dealers licensed 
between May 16 to 31 to solicit and ne- 
gotiate sales of government-owned surplus 
machine tools and other production equip- 
ment under the agency-dealer plan for 
such surplus property by the War Assets 











A READY.MADE 
MARKET for YOU 


THE BILLINGS & SPENCER CO. a 
HARTFORD 1, CONNECTICUT 
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wanpiwinch 


Weighs only 95 Ibs. 


00 ity 

¢ 10,000-Ib. Capac 

‘. Brake, ratchet and dog 
other “big hoist”’ features! 


Vour Customers 
Will Be Asking for It! 


It didn’t take long for the news about this great new Handi- 
winch to get around—and no wonder! This remarkable little 
all-steel hoist packs so much ability that dealers and distrib- 
utors everywhere are stocking them. They’re new, different, 
and extremely useful —backed by a strong advertising program, 
too! Why not cash in on the wide and growing interest in the 


Handiwinch yourself? Write for complete Distributor Plan 


AMERICAN 


HOIST &2 DERRICK CO. 
St. Paul 1, Minnesota 
SAN FRANCISCO 


information. 


CHICAGO NEW YORK 
(Manufacturers of the well-known, widely used Crosby Clips.) 
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Administration. This brings the total 
of “approved dealers” to a total of 2,394 
through May 31. 

Among the distributors recently li- 
censed were the Cary Supply Co., Macon, 
Ga.; Norvell-Wilder Supply, Beaumont, 
Texas; Cayce Mill Supply Co., Hopkins- 
ville, Ky.; Wright Machine Co., Inc., 
Owensboro, Ky.; R. €. Neal Co., Inc., 
Buffalo, N. Y. 

Approved dealers are principally ma- 
chinery manufacturers, dealers and dis- 
tributors, and used machinery dealers, al- 
though others with sufficient engineering 
and sales background may qualify. Pref- 
erence is given to veterans having suitable 
qualifications. Under the dealer-agency 
plan, approved dealers are paid sales com- 
missions equal to 124% percent of govern- 
ment disposal prices. Prices to buyers 
however, are the same whether the equip- 
ment is bought through an approved 
dealer or direct from any WAA fiele 
office. 


WAA Institutes 
Surplus "Site Sales" 


Sales of war surpluses’ were stepped 
up by the War Assets Administration on 
July 1 with the institution of “site sales” 
at 161 disposal centers located all over 
the country. These are sales, WAA ex- 
plained, for which preparation started 
sometime prior to the middle of June. 

The 161 sales mark increased momen- 
tum in the progress of WAA’s accelerated 
sales at site program which, when oper- 
ating in all 33 WAA regions, calls for sim- 
ilar sales at approximately 938 sites. Of 
the 938 sites for which sales schedules 
will be prepared, 546 are military instal- 
lations, 222 are industrial plants and 170 
are warehouses. 

As another means of making war sur- 
pluses a part of the nation’s reconver- 
sion pattern, WAA will schedule sales at 
site for areas of the country where major 
quantities of surpluses are now located. 
Sales at site disposal methods will permit 
prospective purchasers who visit sites to 
inspect merchandise, select what they 
want to buy, pay their money and depart 
with their purchases or have them shipped 
to designated destinations. 

Veterans, priority claimants, small busi- 
nessmen and other preferred groups will 
be served at site sales with due defer- 
ence to their priority rights as prescribed 
by the Surplus Property Act. The 161 
sales started in July were held in 31 of 
the 33 regions and called for disposal of 
$1,754,002,000 worth of war surpluses. 





“CONVINCER’ proved 


Reliance Spring Lock Washers’ 
Do The Job! 









\ 

a gadget, « alled a “CONVINCER” 
is an accelerated bolt elongation test which quickly 
illustrates what happens when wear of surface 
parts or bolt stretch occurs causing looseness in a 
bolted assembled part. 


Starting the fastening test, the specimens: 
(1) A type of lock nut; (2) A nut with a Reliance 
Spring Lock Washer; (3) A wing nut without a 
lock washer; and weights are adjusted and uni- 
formly tightened. Then electrical current causes 
uniform elongation of all bolts which creates 
looseness equivalent to normal service wear. 


Completion of fastening test is reached 
when weights No. | and No. 3, due to looseness, 
fall from the assembly. Weight No. 2 is held firmly 
in place and TIGHT because the reactive range of 
the Reliance Spring Lock Washer automatically 
compensates for the looseness caused by the bolt 
elongation, or what in service would be equivalent 
to approximate wear. 


The “CONVINCER” visibly proves this 
important feature that there is no substitute for the 
function of a quality Spring Lock Washer .which 
automatically compensates for looseness in bolted 
assembled parts and maintains that all important 
protective tension as well as acting as a perfect 
hardened thrust bearing. 


© 


=e) <li deeded 


FATON MANUFACTURING COMPANY high quality Reliance Spring Lock Washers. 
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eland * Detroit * Chicago °* St. Louis * San Francisco * Montreal 




























HYDRAULIC JACKS 
have POWER fo spare! 


Factory tested at 1% times their 
rated capacity, H-W Jacks have 
power to spare on a thousand 
and one time and labor-saving 
jobs in your plant. 

, In the illustration above a 30- 
ton H-W Jack is attached to a 
36” filter press. The job of closing 
the press can be done in less 
than 30 seconds by one man, 
whereas two men required 3 to 5 
minutes with the old gear and 
pinion method. 

For maintenance work, conver- 
sion jobs, or production line op- 
erations . . . for bending rods, and 
a wide variety of other jobs, 
H-W Jacks can go to work for 
we on atime and labor-saving 

asis. 

Made in models of 3, 5, 
8, 12, 20, 30 and 50 tons 


capacity. 


Write us for details. 30 TON MODEL 


HEIN-WERNER MOTOR PARTS CORP. 


WAUKESHA, WISCONSIN 
i EEE SR 


186 MILL SUPPLIES ¢ JULY, 1946 








GEORGE P. TORRENCE 


Torrence Rejoins Link-Belt 
As Executive 
George P. Torrence, who resigned 


from the Link-Belt Co., Chicago, as pres- 
ident in 1936, has rejoined the organiza- 


| tion as executive vice-president, and will 





become president on Nov. 1, 1946 when 
William C. Carter retires. 

During the ten year period in which 
he was not associated with Link-Belt, Mr. 
Torrence was in Cleveland where he was 
vice-president and general manager of 
the Rayon Machinery Corp. for a period, 
and then president of the Cleveland 
Pneumatic Tool Co. 


Calls For industrial 
Health Program 


Good health service in industry is man- 


| agement’s job, and if management doesn’t 
, take the responsibility, somebody else 
| will, warned Dr. Victor G. Heiser. medi- 
| cal consultant to the National Association 
| of Manufacturers, in a recent talk in 


Denver. 
Pointing to the close check which com- 


| pany managers put on machinery be- 


fore it is installed and after it has been 
in use, to avoid breakdowns or inferior 
work, he asked “But how about the 
workers who vperate the equipment? 
Maximum production cannot be expected 
from a machine that is always breaking 
down. Neither can the human organism 
function at peak effectiveness unless it 
is kept in peak condition.” 

Dr. Heiser, author of the well-known 


| “An American Doctor’s Odyssey,” said 
| that an efficient health program can mean 
dollars-and-cents gains by reducing lost 


time, percentage of mistakes, spoiled 
parts, excessive labor turnover and ex- 
pense of training replacements. 

















BETTER INSIDE... BETTER OUTSIDE 
.-... BETTER ON THE FACE OF IT 


Among the instruments which rate more than a 
nod of approval is the new U. S. G. Supergauge. 
There’s a special kind of precision in its new 
movement, a stout resistance to excessive vibra- 
tion and pulsation. The Supergauge is a master- 


piece of color and form. . . easy to read, easy to 


look at. It will do wonders for your product... 


and for safe, accurate, economical process con- 


trol... at a surprisingly competitive price. 
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Dependable 





"@-BOSS” 


GROUND JOINT, STYLE X-34 
FEMALE HOSE COUPLING 


"BOSS" 


WASHER TYPE, STYLE W-16 
FEMALE HOSE COUPLING 


Same as “G J-BOSS” coupling. above, 
that seal between 


y%" to a". 


"BOSS" 
MALE COUPLING 


Seld in Accordance With Our 
Established Distributor Policy 











The sales organization of the Manheim Mfg. & Belting Co., held its first 
sales conference in several years at Lancaster, Pa. recently. The entire 


staff is pictured above. 


Manheim Salesmen 
Attend Conference 


The first sales conference of the Man- 
heim Mfg. & Belting Co. sales staff in 
several years was held recently at the 
Brunswick Hotel, Lancaster, Pa. The 
meeting lasted a week and was attended 
by the entire staff, including recent addi- 
tions: George H. Strange, Jr., of Bir- 
mingham; Robert D. Horen, Detroit, and 
Robert G. Prouty, New England, the lat- 
ter having returned recently from service 
with the Army. Daniel R. Peffer, Jr., 
Columbus, Ohio, rejoined the firm since 
the meeting having been with the Army. 

Others present included: A. B. Geer- 
ken, Baltimore; B. E. Wurtmann, vice 
president, railway sales; C. A. Best, vice 
president and secretary; V. K. Alexander, 
sales manager; H. E. Ginder, superin- 
tendent; E. J. Mangney, Minneapolis; 
W. H. Martin, Canada; O. B. Packard, 
San Francisco; S. B. Flint, New York; F. 
H. Feldhaus, export manager; C. A. 
Pfisterer, Chicago; J. G. Parsons, Penn- 
sylvania; A. S. Basten, Springfield, 
Mass.; W. F. Horne, Seattle. 


Charles Sacra Resigns 
From Black & Decker 


On the 28th anniversary of his becom- 
ing associated with the Black & Decker 
Mfg. Co., Towson, Md., Charles A. Sacra 
tendered his resignation as corporation 
secretary. He will continue to serve as 
secretary of the firm’s pension commit- 
tee, an employee-benefit plan which he 
had a large part in establishing and ad- 
ministering. Mr. Sacra had served as 
company secretary for almost 20 years. 

Harry Wheeler, assistant secretary un- 
der Mr. Sacra, has been elected cor- 
poration secretary, and W. A. Rowe is 
now assistant secretary. 
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Staff Appointments 
By Aro Equipment 


Eight men have been added to the in- 
dustrial pneumatic tool division of the 
Aro Equipment Corp., Bryan, O. 

D. Hamilton of Toronto has been made 
division manager for Ontario. Walter 
Fenn of Hartford has been appointed as- 
sistant to T. F. O’Malley, New England 
division manager. M. K. Bryant, for- 
merly with the factory sales division, has 
been made assistant in the Indiana divi- 
sion. Albert L. Roth of Denver has been 
made division manager for the Rocky 
Mountain area. Gene O’Bannon of Dallas 
has been appointed assistant to W. F. 
Vogel, division manager for Texas. Wil- 
liam Carter of Kansas City will assist 
W. L. Etherton, division manager for Kan- 
sas and Nebraska. Thomas Hughes of Nor- 
folk and Dan Powers of Nashville, have 
been made assistants to J. McEwan 
Cherry in Nashville. Thomas P. Kenny 
is now assistant to A. B. Schuhl, division 
manager in metropolitan New York. 








Specializing In the sale and ap- 
plication of complete lines of 
cutting tools, the Reading Ma- 
chine & Tool Co., Reading, Pa., 
utilizes large window space for 
varied products display. 





'@ 


he Mack 


of CLuality ~ 5 


IN CHAIN PE TONGS 


“ARMSTRONG BROS.” Imp 
three types—Single End Jaw 
Ideal. Proof tested flat link o 
furnished, unless otherwise spe 
18”, Fittings: Y2 to 10”, Flanges: 
All Jaws are drop forged fra 
carefully milled, heat treated, har 
ness and lasting quality. Handle 


* Tongs available in 
ble End Reversible Jaw — 
chain optional (flat link 
Capacity—Pipe: % to 
D4”. 
cial high carbon steel 
and tested for tough- 
forged from spring 


steel selected to give the required st proof tested Chains. 
Catalogue, stock and sell Armstrd os. Improved Chain 
Tongs to your industrial and oil field 


ARMSTRONG BROS OL CO. 


“The Tool Holder 
305 N. FRANCISCO AVE. 


Peop 
ICAGO 12, U.S.A. 


Eastern Whse. and Sales: 199 Lafayette St., Ne N.Y. 
Pacific Coast Whse. and Sales Office: 1275 Mission St., isco 3, Calif. 


Two kinds of 
biting sur- 
faces. Broad- 
er jaws for 
meipé..*' Vv: 
jaws for fit- 
tings, flanges. 


» 


Bs Push out the re- 
™ movable pin— 


Heavy forged _ slip off chain— 


inlug &. 
Greatly in 
crease bears 
ing of jaws on 
base and also 
serveas 
guides pre- 
venting chains 
from jam- 
ming. 


slip on the Flange 
link and you have 
a special tool ex- 
actly suited for 
screwing on 
flanges. 
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THREE DISTINCT LINES 
oF ROTARY FILES 


mu, for che MILL SUPPLY HOUSE 
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' HAND CUT FILES 


Hand cut from High Speed Steel—recom. 
mended for burring ferrous metals. 





GROUND BURS 


Ground-from-solid High Speed Steel blanks— 
recommended for burring on non ferrous 
metals, plastics and wood. 


wee 
i, 






CARBIDE BURS 


Ground-from-solid Cemented Carbide blanks 
—recommended for long life and maximum 
economy. 


Profitable These complete lines—other shapes and 
sizes available in both 14” and 1}/," 


shanks—offer rnaximum turnover with minimum investment. 


FORD 
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Keystoners Hold 
8th Annual Party 


The eighth annual birthday party of 
the Keystoners of Philadelphia, was held 
on June 14 at the Manufacturers’ Golf 
& Country Club, Oreland, Pa., under the 
direction of a committee including Jack 
McCann. (J. H. Williams & Co.); Ed 
McKenna (North Bros. Mfg. Co.), and 
Chairman Eric Federschmidt (Black & 
Decker Mfg. Co.). 

Award for low gross of 72 went to 
A. R. O’Neil, (Linde Air Products Co.). 
E. B. Farwell of the same firm, won low 
net with 71. A field of 71 competed. Can- 
celled by rain was an elaborate sports 
program for non-golfers arranged by the 
committee including Howard Eastman 
(National Twist Drill Co.); Bob Ingra- 
ham (Holo-Chrome Screw Co.) and 
“Rus” Hoehl (Russell, Birdsall & Ward). 
Dinner, followed by a typical night club 
floor show, was enjoyed by about 325 
members and guests from hardware and 
mill supply distributors and industrial 
consumers in the Philadelphia area. 





Talking over Keystoner subjects 
are G. F. Bahnson (Wm. H. Tay- 
lor Co.) and R. B. Ansell (Arm- 
strong Bros. Tool Co.). 





Enjoying themselves at the Key- 
stoners’ birthday party at Oreland, 
Pa., are Paul Lees (York Machin- 
ery & Supply Co.); Lee Muth, 
(Harrisburg Steel Corp.); Dan 
Doosheimer (Standard Tool Co.), 
and Frank Carr and Harry Voll- 
mer, both of Anderson and Ireland. 











/ 


BRUS 


LEM Many uses mean many prospects 


for VAN DORN Electric Sanders 


Van Dorn Portable Electric Sanders give 
ere a fast-moving tool, loaded with repeat 

usiness on a wide variety of attachments. 
Their power and speed are used in so 
many surfacing and clean-up jobs that vir- 
tually every call you make is a potential user. 
Abrasive discs in 19 different grains, sand 
and finish any surface. Wire cup brushes 
take off old paint, rust and scale . . . clean 
castings, tanks, boilers, vats, sheet metal 
and soldered joints. Saucer or cup-type 
grinding wheels remove metal . . . smooth 
welds and casting ridges... grind off 


FOR POWER SPECIFY 


rivets, studs, bolts . . . sharpen stationary 
machine blades. Rotary gouging and plan- 
ing heads shape and semi-finish lumber. 

Currently, you can sell Van Dorn Sanders 
in two models, the 7” Standard and the 7” 
Heavy-Duty. We have not yet caught up 
with the heavy demand for these tools. At 
times you may not have enough in stock, but 
you can build a profitable accessory busi- 
ness with present Sander users . . . while 
lining up sales for delivery when these 
tools are fully available. Van Dorn Electric 
Tool Co., 717 Joppa Road, Towson 4, Md, 


(D1¥., OF BLACK @ DECKER ure, co. J 


PORTABLE ELectric FOOLS 
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It's Profitable 


KESTER Cored SOLDERS 


Kester Cored Solders are nationally advertised—every 
month more than 40 leading publications tell your cus- 
tomers and prospects the benefits of standardizing on 
Kester Cored Solders. 


Kester Cored Solders are backed by 47 years of practi- 
cal experience and laboratory research, and are recog- 
nized as tops in quality and unvarying uniformity. 


Kester Cored Solders are available in the standard flux 
and alloy-combination. For electrical connections, it's 
Kester Rosin-Core Solder; for general work, it's Kester 
Acid-Core Solder. 


KESTER SOLDER COMPANY 


4214 Wrightwood Avenue Chicago 39, Ill. 
Eastern Plant: Newark, N. J. Canadian Plant: Brantford, Ont. 


KESTER 
j,k Sotlen— 


0 Fam NOUS TRF 
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Hardware Trade Outing 








Mine Host to the Hardware Trade 
men, Hal Usher (Oliver Iron & 
Steel Corp.), accepts the thanks 
of the gathering. Ed Dugan 
(Thomas W. Kiley & Co., Brook- 
lyn), president of the association 
sits at the far left with Peter Igoe 
(Igoe Bros., Brooklyn). 





A Hardware Trade foursome ap- 
proaches the 19th hole. They are 
Art Hendricks (A. P. Hendricks 
Co., New York), Bob Mueller (Min- 
nesota Mining & Mfg. Co.), Merle 
Lange! (Osborn Mfg. Co.), and 
Jack Perkins (J. H. Williams & 
Co.). 





Gene Edgerly (Curtiss-Wright 
Propellor), left, won a guest prize, 
as did John Merritt, son of the 
Hardware Trade Association’s 
1945 president, Charles Merritt 
(Reed Mfg. Co.). 















































































“ENGINEER” McKAY CHAIN 
to Soccihie Hyolieatons 








The manufacture of McKay Chain is a specialized job 
calling for skill, workmanship and experience. Chemical 
and physical properties of the materials, link shape and 
size, etc., are “tailored” to the uses and loads to which 
the chain will be subjected. 

On your recommendation depends the proper and effi- 
cient applications of this chain. You can improve service 
to your customers by en, nage gh each individual 
application and recommending the one type of chain 
which best fills the user’s requirements. 

Check the list at the left with your buyers—then 
“engineer” McKay Chain to their specific applications. 
You'll sell more chain; you'll pull repeat business from 
satisfied users; you'll make a better profit on McKay 
Industrial, Commercial and Agricultural Chain. 


THERE IS A McKAY CHAIN 


FOR EVERY JOB! 
* McK-Alloy Chain * Ohio Pattern Cow * Wagon Chains 


* Hi-test Chain Ties * Breast Chains 
* Steel Loading Chain *° TwistLink Coil Chain + Sling Chains 
* Proof Coil Chain * Victor Breast Chains °* Anchor Chain 
* XX Dredge Chain * Passing Link Chain * Trace Chains 
* Crown Dredge Chain + Sash Chain * Repair Links 
* Steam Shove * Conveyor Chain * Feed Chains 
Hoisting Chains * BBB Coil Chain * Heel Chains 
* Twist Link * Harness Chains * Tire Chains 
Machine Chain * Tie-Out Chains * Pump Chain 
* Victor Pattern * Machine Chain * Log Chains 
Coil Chain * Halter Chains * Well Chain 


GENERAL SALES OFFICES - YORK, PA. 


THE C COMPANY - 
PITTSBURGH, 22 PA 


WELDING ELECTRODES . .°. COMMERCIAL CHAINS . .<. TIRE |CHAINS 
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TWICE THE 
it OR ORE UCL - 


FROM THE 
= N. J. Bosted (H. W. Millis & Co., 
SAME TONNAGE Inc., Paterson, N. J.), right, re- 
ceived a runner-up member's prize 
OF STEEL and T. J. McTernan (American 
J Steel & Wire Co.) won the Hard- 
ware Trade Association’s first 




























prize for golfing guests. 


That’s What You Can Offer Your Trade With 
NAYLOR Light-weight PIPE 


This is no pipe dream. With Naylor pipe, you can 











offer customers twice the footage from the same Jack Perkins (J. H. Williams & F 
tonnage of steel and at the same time provide ,» OAs HE ents oF the Syhete : 
. . . . : scores of his foursome as Bob S 
them with a light-weight pipe that will handle Musiiér (Minnessia Mining & 
jobs normally requiring heavy-wall pipe. Mfg. Co.) marks the scoreboard ; 
during the Hardware Trade Asso- 
Though light in weight, Naylor has the exclusive ciation match. 


Lockseam Spiralweld structure that assures great- 
er strength, leak-tightness and safety found in no 
other light-weight pipe. 


Other Naylor advantages include savings in lay- 
ing costs up to 50 per cent. Reduced trucking ex- 
pense. High salvage value. 


The new Naylor Catalog presents the complete 
story. Better send for your registered copy today. 
No obligation, of course. 





NAYLOR PIPE COMPANY Fay Edgerly (National Twist 
5 kia Generel Office Drill), center, was accompanied 
7 EAST FIND STREET © CHICAGO PY ILLINOIS to the Hardware Trade Associa- 

New York Office tion match by brothers Charles 

doa Terk y (Westinghouse Lamp Co.), left, 
and Gene (Curtis-Wright Propel- 
ler). 
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UPSON-WALTON 


IWRC 


iy’ | nee winch lines on trucks 

and tractors ... for hoist 

lines on power shovels and 

in-haul ropes on draglines... 

for hot ladle cranes in steel 

mills and foundries . . . for cable scrapers, stump 

pulling ropes, rotary drilling lines for oil wells, 

mining machines—industry after industry operates 

under conditions which require IWRC (*Inde- 

pendent Wire Rope Center) construction to do the 
best job. 


IWRC construction resists crushing better where 
ropes crosswind on drums, retains its circular cross 
section when bent around small sheaves and drums 
under extra heavy loads. It resists stretching, resists 
heat and increases the ultimate strength of the rope 
itself. 

IWRC construction is available in every type of 
wire rope made by Upson- Walton. 


For best performance, select the U-W rope best 
suited to your needs and specify IWRC, Perfection 
Grade, Layrite Preformed. 


All Upson-Walton Products Available 
Through Your Local Upson-Walton Distributor 


Established 1871 


Copyright 19446—The Upson- Walton Company 


THE UPSON -WALTON COMPANY 


We TT 


AND FACTORY 


Hanus LLANES 7 Rake Rae 


Fettia GY 


CLEVELAND 13 


/ Tackle 


Slacks é 


OHIO 
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GET IT QUICK 


AIR EXPRESS is like 
a warehouse on wings! 


Whatever you need to keep your business rolling — 
you've got it in just a matter of hours when you 

get it by Air Express. 

Yes, delivery speed by air is so fast, it’s the 

next best thing to having your supplier’s warehouse 
right next door. 

Rates are drastically down from prewar days — 
a new economy that makes this service a greater 


money-maker than ever for thousands of firms 
throughout the nation. 


Specify Air Express-a Good Business Buy 



















































































Shipments go everywhere at the speed of flight ce nee 

between principal U. S. towns and cities, with cost ss 

: ; : é : AIR | 2 ths. | 5 tbs. | 25 ths. | 40 ths. |Over 40 ts. 

including special pick-up and delivery. Same-day mies Conte per tb 
n . +s 149 | $1.00] $1.00] $1.00] $1.23] 3.0% 

delivery between many airport towns and cities. mrad 

Fastest air-rail service to and from 23,000 off} Sia tielialoml snl isan 

airline communities in the United States. Service toe | 1.17| 190] 748] 1220] 3070 

direct by air to and from scores of foreign countries Se eee | Zot 

> os ’ ; 1.47 | 3.68] 18.42] 29.47) 73.68 

in the world’s best planes, giving the world’s best | 2350_ 

service. INTERNATIONAL RATES ALSO REDUCED 












Write Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17, N.Y. Or ask 
for it at any Airline or Railway Express office. 


Representing the AIRLINES of the United States 
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Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 








W. S. Wilson Outing 





fan? agi 


W. H. Sawyer and P. Schmidt 
(Goodyear Tire & Rubber Co.) 
look on while R. W. Maloney 
(Pyrene Mfg. Co.) putts on the 
ninth green. 





Wallie Steinert, W. 8S. Wilson 
Corp., takes things easy while he 
recounts his golfing experiences 
for the benefit of H. A. Talbot 
(Bunting Brass & Bronze Co.); 
H. J. Mackin (Goodyear Tire & 
Rubber Co.); R. B. Warren (Good- 
year), and M. D. Kelly, Jr., (W. 8. 
Wilson). 





“It was a rough trip, but we had 
fun,” this quartet reported when 
they finished their round. They 
are R. E. Guinac (Wright Mfg. 
Co.); E. E. Hendess (W. S. Wil- 
son); J. P. Mulligan (W. S&S. 
Wilson), and W. J. McGraw 
(Independent Pneumatic Tool Co.) 














Sure, | use Spang Pipe— 
It’s clean, easy to work 
with, and always of the 
same high quality. 


ATTN: 
PIPE 





SPAN ANT 


Division of The National Supply Co. 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los 
Angeles; New York; Philadelphia; Pittsburgh; St. Lovis; San Francisco; Tulsa 
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STOCK 
BUSHINGS 
or BUSHING STOCK 


Most of the time you can fill your customers’ needs for replacement bronze bushings 
from standard, ready-to-use sizes . . . if you carry the Shook line . . . because there 
are over 800 stock sizes of Shook bushings. Only rarely then need your customers 
fashion bearings from bar stock. For that purpose there are over 450 sizes of machined 
bored and solid bars. With this wide selection you can offer your customers what they 
want ... when they want it. 


As to quality, these bushings are unsurpassed. Made from Shook 664, an improved 
alloy possessing unusual compressive strength, they are machined to very close limits 
. .. ate ready to install without fussing, fitting or filing. 


The Shook franchise is a good one. It gives your customers fine, dependable, long 
lived bearings. It gives pee the rights to handle a profitable, stable line, backed by 
sound advertising and a dealer policy which offers you full protection. 


SEND FOR THIS FREE CATALOG... 


As a first step in looking into the advantages of handling 
Shook bushings and bar stock, send for a copy of Shook 
Catalog 45. Distributors are furnished with a full supply of 
these informative, colorful catalogs for distribution to their 
trade. Catalog 45 lists all sizes of bushings and bars in easy 
to read tables, gives full details on Shook alloys, tells how to 
order grooving and special flanged bushings, describes Shook 
babbitt metals. Better yet, ask for our representative to call. 
Let him show you why distributors look to Shook as their 
source of bronze bearings. 













198 MILL SUPPLIES © JULY, 1946 





The Wilson Outing was particu- 
larly enjoyed by Jack Joyce 
(right) Wilson salesman. Mr. 
Joyce is convalescing as a result 
of suffering a broken knee cap 
during the winter. With him left 
to right are H. B. Christianson 
(Standard Tool Co.); R. Brinker- 
hoff (Minnesota Mining & Mfg. 
Co.), and R. Simmonds (Standard 
Tool). 


Eastern Hardware 
Unit Plays Golf 


Sam Allen of Henry Disston Sons Co., 
Philadelphia, retained his Eastern Hard- 
ware Golf Association championship by 
defeating Jack Smith, low qualifier and 
1945 title-holder, in the final at Shawnee- 
on-the-Delaware on May 25. It was the 
10th annual tournament of the group 
made up of a membership of 200 hard- 
ware and supply manufacturers and dis- 
tributors. Ninety-six competed in six 
flights of 16 each and winners and run- 
ners up of the other flights were: 

Second Flight—F. Marion Willis (R. F. 
Willis & Bros., Inc.), winner; George 
C. Campbell, (International Chain & Mfg. 
Co.) runner-up. 

Third Flight—Dave Roney, (Wickwire 
Bros., Inc.) winner; John Wallace (Clem- 
son Bros.) runner-up. 

Fourth Flight—Charles Howard, win- 





A trio from John H. Graham & 
Co., New York, get together. They 
are, left to right, Archie Birming- 
ham, Harold §S. Graham and 
George M. Eckhardt. 





















-SIMONDS 
Red Tang 
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... they keep your File-Costs down 


RED TANG FILES have the same basic tooth-design 
as Simonds Metal-Cutting Saws. So Red Tangs cut, instead 
of scrape... remove more metal with less elbow-grease. 
That’s why workers like them. And here’s why YOU will 
like them: They last longer ... and deliver more and better 
work per file-dollar. Order Simonds Red Tang Files from 
your Industrial Supply Distributor, or from the nearest 
Simonds office listed below. 
BRANCH OFFICES: 1350 Columbia Road, Boston 
S | M ‘@) N 'D) S 27, Mass.; 127 8. Green St., Chicago 7, Ill.; 416 
SAW AND STEEL CO. Se, San Francisco 3, Calif: 311 8. W. Flt 
FITCHBURG, MASS. Avenue, Portland 4, Ore.; 31 W. Trent Avenue, 


Spokane 8, Washington; Canadian Factory: $95 
St. Remi St., Montreal 30, Que. 
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— WELDOLET 
FITTINGS 


FIT IN WITH 
YOUR LINE 


Whether you now carry or expect to carry 
a line of welding fittings, you'll want to 
stock WeldOlet Fittings because they hold a 
unique place in welded piping construction. 


When it comes to making branch pipe out- 
lets, there is no method so easy, quick, secure 
and inexpensive as the use of WeldOlets. 
They are available for butt-welded, socket- 
welded or threaded branch pipe connection. 


If you handle a line of welding fittings but 
do not sell Bonney WeldOlets, write today 
for the new WeldOlet Catalog and ask about 
our distributor proposition. 


BONNEY FORGE & TOOL WORKS - 645 N. Meadow St., Allentown, Pa. 


WELDQOLETS 
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L. A. Hoeflick, Supplee Biddle Co., 
Philadelphia, (left) chats with 
Douglas W. Franck, Safe Padlock 
& Hardware Co., Lancaster, Pa., 
and H. C. Gilliam, Wood Shovel 
& Tool Co., Piqua, O. 


ner; C. P. Ballinger, (Landers, Frary & 
Clark) runner-up. 

Fifth Flight—John Earle (North 
Wayne Tool Co.) winner; J. S. Sherman 
(Roberts Hardware Co.), runner-up. 

Sixth Flight—Jack Gillis, winner; 
R. O. Recknagel (Corbin Screw Corp.) 
runner-up. 

Ed Griswold was tournament manager. 

L. A. Hoeflich, Supplee Biddle Co., 
Philadelphia, was succeeded by Douglas 
Franck of The Safe Padlock & Hardware 
Co., Lancaster, Pa., as president. H. C. 
“Flick” Gilliam of the Wood Shovel & 
Tool Co., New York, remains as secre- 
tary-treasurer. It was decided to hold 
the 1947 tournament at Shawnee also. 


PTC Outing 


Norm Good (Clipper Belt Lacer) 
putts from his “away” position as 
Don Jones (Dodge-Newark Sup- 
ply Co., Newark) gives him a men- 
tal hex or “whammy.” The men are 
playing at the Cedar Hills Country 
Club in New Jersey. 





Frank McKenna (Seither & Ellis, 
Inc., Newark) prepares to sink a 
putt under the watchful eyes of 
E. W. Walper (Westinghouse) dur- 
ing the match held by the New 
York and New Jersey chapters, 
Power Transmission Council. 


Round table athletes. A friendly 
game of poker at the Power 
Transmission outing. H. B. Diehl, 
with back to camera, and clock- 
wise: C. Brassler, H. O. Ander- 
son, Julius Falk, J. B. Atkins, J. 
F. Atkins and 8S. J. Daner. 


Haddrell Joins 
Yale & Towne 


Cliff Haddrell, until recently a lieuten- 
ant colonel in the Army, is now asso- 
ciated with Lee H. Long, eastern New 
England representative on _ industrial 
trucks, Yale & Towne Mfg. Co., Phila- 
delphia. Mr. Haddrell started his ma- 
terials handling career with the General 
Electric Co., Lynn, Mass. in 1936, and 
was instrumental in installing the first 
industrial fork truck in this plant. In 
1938 he became associated with Bellamy 
Robie, Inc., as a materials handling sales 
engineer, and at the time of his entry 
into service, was vice-president and sales 
manager of their materials handling 
division. 


A heavy plating of chromium over a 
base plating of nickel is one of the 
reasons why so many mechanics pre- 
fer Bonney Tools. If you handle this 
fast-moving line, about all you need 
do is let one of your mechanic cus- 
tomers see any of the tools in the 
complete line. He'll notice imme- 
diately the fine finish, the excel- 
lent balance and the clean 
machining. It is this kind of 
craftsmanship together with 
careful selection of alloy steels 

and custom heat-treatment 

that has made Bonney Tools 

the easiest tools to sell. 


BONNEY FORGE & TOOL WORKS 
645 N. MEADOW ST., ALLENTOWN, PA. 
Chinen + lid. 
St. Clarens & Royce Aves., Toronto 
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Condit and Bressman 


HEAT TREATED |! Field For Masback 


Orland Condit, recently a lieutenant in 
the Army, and George Bressman, a for- 
mer lieutenant of the Navy, have joined 
the outside sales force of Masback In- 
corporated, New York distributing com- 
, pany. Mr. Condit has been assigned to 
| Westchester County, N. Y. and Mr. Bress- 
Only the most modern man to Essex County, N. J. 
equipment is used in 


the heat treating of 
Putnam End Mills. Albany Hardware 


Ceases Retailing 


The Albany Hardware Co., Albany, 
Ga., has closed its retail hardware de- 
partment and is concentrating on whole- 
af sale business alone. The distributing 

fg ' firm now has five salesmen in the field, 

ot 4 AS i € R To - : 4 covering a territory extending 100 miles 

1 outside of Albany. Officials mean to add 

more salesmen in the hardware and 

building supply lines when more mate- 
rial becomes available. 


Hoeflich Joins Thermoid, 
Heads Industrial Sales 


Edward C. Hoeflich has been appointed 
andustrial sales manager, Thermoid Rub- 
ber division, Thermoid Co., Trenton. Mr. 
Hoeflich boasts a good industrial back- 
ground, having formerly been connected 
with the Ace Mfg. Co., Philadelphia, as 
sales and advertising manager, and with 
Henry Disston & Sons, Inc., Philadelphia 
as manager of the steel specialties divi- 


HEAT TREATING . “Ny | sion. 


is a mighty important factor 





in producing end mills that cut faster and last Wheelco Instruments 
longer. That is why Putnam End Mills are heat Promotes Managers 


treated by the most advanced ‘and thoroughly | ‘Prometions of: snc manggers were 
| made at the annual board of directors 


proven methods. . . giving the tool the hard- | and stockholders meeting of the Wheelco 
Instruments Co., manufacturers of indus- 
| trial instruments. Claude A. Gates, New 
taining the degree of toughness required to | York City, manager of Zone 1, was ap- 
| pointed vice-president; C. H. Joy, Cleve- 
keep breakage to the absolute minimum. | land, manager of Zone 2, and at present 
a director, was appointed vice-president; 
R. A. Schoenfeld, Chicago, manager of 
sales make the Putnam End Mills line a profit- | Zone 3 and at present a vice president, 
was named a director of the company, 
able line for the live-wire, aggressive distributor. while .Chacles .L. Sounders, vieogues- 
dent, was named to the office of-executive 
vice-president. Mr. Saunders has his 
headquarters in the main office and 
plant located at 847 W. Harrison St., 
Chicago. 





ness necessary for high speed cutting and re- 


Ever-increasing demand and greater repeat 
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unting Bronze Bars and Standard Bearings are 
procurable from distributors’ stocks in many hundred 
cities. 


The name Bunting long has been synonymous with 


finest quality. The availability is immediate—from your 
nearest Bunting Authorized Distributor. Write for Cata- 
log. The Bunting Brass & Bronze Company, Toledo 9, 
Ohic. Branches in principal cities. 


43 


BRONZE BEARINGS = BUSHINGS x PRECISION BRONZE BARS 
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j YOU prepared to fill whatever need a customer may have for maxi- 
mum building protection against the effects of wear and weather? 


The Sonneborn line of “Building Savers’’ gives you—from a single source 
of supply—a wide variety of products for building construction and main- 
tenance (see chart)—each one a profit-maker in itself and a strong recom- 
mendation for sales of the others—for every type of building. 


Sonneborn ‘Building Savers” are regularly specified by architects and 
used extensively by builders in every type of construction, and are recog- 
nized for outstanding performance in building maintenance. 


Cash in on this ready-made market for profitable sales in your territory. 
For details of the Sonneborn ‘Building Savers’ franchise, write Dept. M7. 





BUSINESS-FINDER CHART 





You Sell lt For 





LAPIDOLITH 


Hardening, wearproofing and dustproofing new or old 
concrete and terrazzo floors, other concrete surfaces. 





Preserving and finishing wood floors, trim, doors, panel- 
ing—in one application. 





CEMCOAT Filler 
ond Dustproofer 


Protecting and decorating cement and wood floors, 
porches, decks. Colors and transparent. 





TRIMIX 


Improving quality and workability of concrete and mor- 
tar mixes. 





STORMTIGHT 
(Liquid ond Plastic) 


Protecting and preserving, patching and repairing roots 
of all types, new or old. 





S. R. P. 
(“Sure Rust Prevention") 


Protecting iron, steel and other metal surfaces, inside 
and out, against rust and corrosion. 





SONOLASTIC Aluminum 
Paint (Ready-Mixed) 


Protecting and brightening interior and exterior surfaces 
—metal, wood, masonry, wallboard, etc. 


Branham Manages Sales 
For Indianapolis Belting 


R. J. “Bob” Branham has been made 
sales manager of the Indianapolis Belt- 
ing & Supply Co., Indianapolis distribut- 
ing firm. Mr. Branham, who has been in 
charge of the steam specialty depart- 
ment for quite a few years, is credited 
with building up the business in that 
division to a very considerable extent. 
He will make his headquarters in the 
office, but will travel around the terri- 
tory contacting the trade. 


e 
Buffalo Bolt 
Elects Officers 


Raymond K. Albright has been elected 
chairman of the board and Rudolph B. 
Flershem named president of the Buffalo 
Bolt Co., Buffalo. Other officers elected 
are: Charles L. Turner, vice-president; 
John J. McLaughlin, vice-president; S. C. 
Wead, secretary and treasurer; Charles 
O. Cornell, comptroller, Ralph B. Plumb, 
assistant secretary and J. E. Murphy, 
assistant treasurer. 


New Plant For 
Ajax Coupling 


The Ajax Flexible Coupling Co., Inc., 
Inc., Westfield, N. Y., has purchased an 
1l acre site and plans the immediate 
erection of a new factory for increasing 
production of vibrating conveyors and 
screens. The first unit in the firm’s ex- 
pansion program is a 50- by 180-ft. build- 
ing. The old plant will be used for de- 
velopment and testing work. 








SONNEBORN'S 
Ceulking Compound 


Caulking, pointing up, sealing, glazing, etc. Knife and 
gun grades. 





Patching and resurfacing concrete or wood floors. 





FLOORLIFE CLEANER 


Cleaning and waxing wood floors and linoleum in one 
application. 





HYDROCIDE Colorless 





Protecting exterior masonry walls against disintegration 
due to excessive water absorption. 


SONNEBORN SONS, INC. 
88 Lexington Avenve, New York 16, N.Y. 


In the Sevttrwest: Sennebern Bres., Dalles 1, Texes 
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W. J. Garin, secretary and office 
mangaer, Sullivan Tool & Supply 
Co., Hartford, was trying to figure 
out just who was to get the mate- 
rial recently received on a back 
order when this picture was taken. 





HERE’S THE PORTABLE SAW 
THAT SAVES TIME AND 
LABOR ON CUT-OFF JOBS 


Wells No. 8 
Specifications 


CAPACITY: Rectangular 
Special Guides 
4H. P., A.C. or D.C. 


: Selective 60, 90, 130 feet per min. 
ar ae ee Approximately 665 pounds 


All around the plant you'll see them — stock room, 
tool room, machine shop, maintenance dept.— 
wherever there is cutting to be done. Write for 
bulletin—or ask for a representative to call and 
give you the details on the low-cost Wells. 





a 


Products by Wells are Practical 


Wolds METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICHIGAN 
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Give Your Men 
a Product They Can 





RUST PREVENTIVE F 
Wnt Youn nurt trouble awey 


AVAILABLE IN 

ALUMINUM 

AND coLOoRS 
* 


Nliwr NE 


89 DAMP-PROOF 


A “ 


RED (S0} 








No Shortage of PUUST-QLEUM 


© The Rust Preventive that Industry Is Looking For 
© Available Today for Prompt Delivery 
© Easily Sold with Simple Sales-Clinching Story 












Have reconversion and plant shutdowns 
curtailed some of your lines—left your sales- 
men with too few items to sell? Then solve 
the present supply-famine with RUST- 
OLEUM Rust Preventive. Here's a ‘‘natural’’ 
your men can go to town on. They sell it to 
the same prospects they've always called 
on —factories, utilities, contractors, public 
work departments. AIP of these need this 
proved rust preventive—and will buy it 
when it's brought to their attention. For a 
fast-seller to bridge the present gap and 
give you another steady future profit-maker, 
give your men RUST-OLEUM now! 

Write today for full details 


Use This Sales-Making 
5-POINT SALES TALK 


. Apply directly over any rusted 
surface. No flame cleaning or sand 
blasting required—just wire brush 
to remove loose paint, scale 
and dirt. 


© Penetrates rust, incorporates it in 
the film — spreads an unbroken 
protective coating on the surface. 


¢ Covers up to twice the area per 
gallon of ordinary paint. 


® Easy to apply—an important sav- 
ing in time. . 


@ Full range of colors. Immediate 
delivery! 
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New Supply Firm 
In Cleveland 


A. H. Godfrey has formed the Godfrey 
Tool & Supply Co., Cleveland, to special- 
ize in the distribution of cutting tools for 
the metals industry. The new firm, of 
which Mr. Godfrey is president, is lo- 
cated at 10012 Carnegie Avenue. 


Surplus War Plants 
Offered For Sale 


The number of surplus war plants: be- 
ing offered for sale by the War Assets 
Administration has increased sharply in 
the last few months. The installations, 
listed by names of operating lessees for 
identification purposes only, include: 

Continental Foundry & Machine Co., 
steel foundry, Wheeling, W. Va.; Pitts- 
burgh Forgings Co. plant, Corapolis, Pa.; 
Republic Steel Corp. plant, Canton, Ohio; 
Crucible Steel Co. of American bar-draw- 
ing mill, Midland, Pa.; Superior Steel 
Products Co. steel annealing plant, Mo- 
naca, Pa.; Speer Carbon Co. plant, 
Punxsutawny, Pa.; Brush Beryllium Co. 
plant, Lorain, Ohio; General Machinery 
Co. plant, Hamilton, Ohio; Morton Mfg. 
Co. plant, Muskegon, Mich.; Sealed 
Power Co. plant, Muskegon, Mich.; Mus- 
kegon Motor Specialties Co. plant, Mus- 
kegon, Mich.; Lakey Foundry & Machine 
Co. plant, Muskegon, Mich.; Foote Bros. 
Gear & Machine Co. plant, Chicago; Na- 
tional Aluminum Cylinder Head Co. 
plant, Cleveland, Ohio; sulphuric acid 
plant, Hammond, Ind.; ship’s deck ma- 


| chinery plant, Bath, Me.; ore-concentra- 
| tion plant, Platteville, Wisc.; leasehold 
| of one acre with one-story building of 


| 45,000 sq. ft. floor space, Toledo, Ohio.; 


fuse manufacturing plant, New Haven, 
Coun.; fuel pump manufacturing plant, 
Elyria, Ohio; aluminum forging and ma- 
chining plant, Anderson, Ind.; warehouse, 
Schenectady, N. Y.; rope and twine plants 
in Remington, Ind., Boone, Ia., Mont- 
gomery, Minn., Darien, Wisc., and DeFor- 
est, Wisc.; turbine generator and jet 
propulsion engine plant, radio equipment 
plant and radar plant in Syracuse, N. Y. 

Several plants have been sold or leased. 
The S. & S. Tool & Mfg. Co., Detroit, 
exercised its purchase option on a plant 
it was operating at 19720 Eight Mile 
Road at a cost of $125,602.20. It in- 
cluded land, buildings and equipment. 

A lease held by the Firestone Tire & 
Rubber Co. on the Jacobs Aircraft Co. 


(Continued on page 209) 





















Steady Sellers 


fag. U. 8. Pot. OF, 


HALL()WELL) 


SOCKET SCREW SHOP EQUIPMENT 
PRODUCTS OF STEEL 

































Distributors have found "HALLOWELL” and “UNBRAKO” products sure creators of good will and 
repeat orders. "HALLOWELL” SHOP EQUIPMENT OF STEEL and “UNBRAKO"” SCREW PRODUCTS 
are steady sellers for two excellent reasons: 1. They have inherent qualities which cause 
them to really make good. 2. We advertise these qualities far and wide in industrial circles. 


The ''Unbrako" 9 gr Set Screw with the Knurled 
Cup-Point (A), is a Self-LOcker, because the 
nae point digs-in and refuses to budge. . 

egardiess of the most chatterin vibration! Yet, 
this screw can easily be backed-out with a 
wrench and used again and again. 


"Hallowell'' workbenches of steel 

(8), are sturdily built for life- 

A times of wear, stand firm and rigid 
. without costly bolting to the floor. 

. Available in about 1300 ready- 








made combinations, with inter- Fig. 732 
Pat'd changeable shelf, drawer, and Pat'd. & Pats. Pend. 
and cabinet units. Drawer is extra. 
Pats. Pend. 


The “Unbrako" Socket Head Cap Screw 
(C), is a time-and money-saver, because 
its knurled head provides a slip-and 
fumble-proof grip, even for oily fingers, 
so it can be screwed-in faster and farther 
before a wrench is needed. 





"'Hallowell'’' Tool Kits (E): 
"Socket Wrench Kit,'' ''Socket 
Screw Kit", “Home Kit", 
"Auto Kit''. The handle of E 
Celanese* plastic is hollow , 
and contains the interchange 

able bits of superior sles 
steel. Bits chucked as shown 


* Reg. U. S. Pat. Off. 


Hallowell" Steel Stools (D) 
... « Comfortable, utilitarian, 
of rugged welded steel con- 
struction. 





Fig. 1249 


"Flexloc'' (F) is a one-piece all-metal, 
self-locking nut that locks on a wide 
range of tolerances. Thin nuts made 
thus are especially superior, and it is 
peoatsaty unaffected by heat to 


"Hallowell" Deluxe Shop Furni- 
ture of Steel (G) combines smart 

Pat'd. & looks with sturdy construction and 
Pats. Pend. up-to-date utility. Avgnente in a 


OVER 43 YEARS IN BUSINESS 
STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA » BRANCHES: BOSTON + CHICAGO < DETROIT:*+ INDIANAPOLIS * ST. LOUIS SAN FRANCISCO 
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BOTH MEN SAY THEY’RE 


JUSTRITE 


MAKE PROFITS FOR YOU 


The men who use them and the men who 
buy them both give Lange Justrite lanterns top 
rating for sati service and economy. 
You'll rate them ion or “‘sales-ability” too— 
they’ve proven themselves best sellers! 


Model No. 1955 Hastens four ways 


Justrite lndueale headlantern No. 1955 is 
designed for all types of maintenance work. 
Fastens four ways—on head, shoulders, wrist 
or knee. Beam can be focused exactly where 
desired. Battery case fastens with shoulder 
straps—hands left free. Used with ordinary 
lens, lantern provides powerful spot 

For wider spread beam can be used with new 
Justrite Honeycomb Lens. Uses standard 6- 
volt dry cell battery. 


ALL-PURPOSE HEADLIGHT 


Model No. 1904 
4-Cell Headlight 


Fastens around head or hat by elastic band. 
Battery case slips in pocket ¢ or clips to belt. 
Can 74 be used with Justrite Honeycomb 
Lens. Uses standard ght batteries. 


Available soon! Gi 
ne bk 4 Emcee 


JUSTRITE aiiiseatiennes co. 
2063 N. Sevthpert Ave., Dept. A-1, Chicago 14, ill, 





GENERAL PURPOSE 


A 
LLLE 4s TUNGSTEN CARBIDE TOOLS 


MILL SUPPLY HOUSES 


Some territories still open for Willeys standard and ‘e 

tools, drilis, reamers, Faas my and diamond tools. tite for fu’ 
information and ~ 

tools by the package. 


Buy Willey’s Standard Tools by 
the bex from your Mill Supply 
Houses. 


cial cutti 
talog No, 28, and special circular covering 


j 


WILLEY’S CARBIDE TOOL CO. 


:nor Hig 


1 ai he bhebeblosese! 





VISES AND MILLING ATTACHMENTS 
Profitable items To Sell 
ANGLE VISES 
TV ""=2/2""-4""-6""-8"" Jaws 
Solve difficult 
angle job. Quick 
accurate angle 
set-ups, save time 
and loss. Ideal 
~ Drilling, Mil- 
ri Grinding, 
ting, Filling 
Accurately 
os and 
graduated. Hard- 
ened steel jaws. 
plain or grooved. 


" DRILL PRESS VISES 


1Va""=22"*-4"" Jaws 


Accurately machined. 
MILLING ATTACHMENT 


pangs gy Spenarions 
possi HE. Fits South 
an 


or grooved. 


— 4 Jaws, Me 
deep, $39.75. 


IMMEDIATE DELIVERY 
Write fer Circeler Ne. 350 


CHICAGO TOOL and ENGINEERING CO. 
Mfrs. of PALMGREN PRODUCTS fer over 28 
8392 Seuth Chicage Avenue, Chicago 17, 
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Geaeduce COSTLY 
TAP BREAKAGE 


© Square, straight tapping 

© Does the job in half the time 

@ Anyone can operate it 

Die makers can be tied bye | for hours 
broken caused by 


Taps not 


7 Adaptors. 
( care Tes ol al tapping require- 
ments). Table size 6“ x 1014", 7° mie 
furnished. List $42.50 F.O.B. 
Li request. 


Advertised in Leading Machine Shop Papers 
eh hesTROm MANUFACTURING CO. 
424 South Sixth St. ©@ Minnécpolis 15, Mina. 


Loi TAP GUIDE 








plant in Pottstown, Pa., was amended 
to include all facilities, structures and 
installations now on the site. The amended 
lease will run for five years and provide 
for the usage of additional facilities hav- 
ing a reported cost to the government of 
$3,555,906. 

A plant formerly leased and operated 
by the Universal Moulded Products 
Corp., in Bristol, Va., was sold to that 
company for $627,000. Used during the 
war for the manufacture of plywood 
items, the plant will be converted to the 
production of radio cabinets, small boats 
and other wood articles. Employment, 
following conversion, is expected to be 
2100 people. 

The Farmers Union Co-op Produce Co., 
of Lake Lillian, Kandiyohi, Minn., 
hought the Commodity Credit Corp. hemp 
processing mill at Lake Lillian for $53,- 
893 and will use it for processing and 
marketing farm products, employing be- 
tween 75 and 100 persons. 

A portion of a plant leased and oper- 
ated by the Typhoon Tackle Co., Miami, 
Fla., was sold for $31,500 and will be de- 
voted to the manufacture of fishing tackle 
and equipment, furnishing employment 
for approximately 100 persons. 








The NEW 


‘DEX-TRUSS 


STOCK STAND 


with ball bearing feed roller 
ACCOMMODATES 
ALL TYPES OF SAWS! 
7 


FINGER- 
TOUCH 
ACTION 


RUGGED 
Construction 
all steel 
electrically 
welded. 


Convenient 
3-WAY 
HANDLE! 
Easily movable 
heavy loads! 
AVAILABLE. 
IMMEDIATE 
SHIPMENT 
ORDER 
TODAY 
WHILE STOCK-ON-HAND LASTS. 
DISTRIBUTORS WANTED 


Welte for descriptive literature 
ILLINOIS IRON WORKS 











115 East 75th St. Chicago 19, Ill. 





Point-of-view can be more than an opinion, 
just as the piano expert crawls under a 
piano to check the number of plies in its 
case, the bracing and construction, just so 
“trick” angles reveal the true value built into 
a lathe—the bracing of the bed, whether the 
apron has a full double wall, a half back 
wall or no backwall, the type and size of 
back gears, ways, the size and finish of the 
spindle, etc., etc. 


In selecting a lathe, 
look at it from any 
angle ... and, before 
you buy, see the 
SHELDON, it’s a good 
lathe from any angle. 


SHELDON MACHINE CO In 
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DIENER 


FIRE PREVENTION EQUIPMENT 


... ABSOLUTELY 
ESSENTIAL... 


Equipment to fight a fire at the very beginning keeps 
the possibilities of fire down to a minimum. DIENER 
Equipment—Fire Fighting and Fire Prevention—is 
absolutely necessary wherever combustibles are stored. 
Rags, waste, alcohol, gasoline, etc. always present 
potential fire hazards and a piece of DIENER Equip- 
ment at the right spot at the right time is good safety 
insurance. Let us send full particulars. 





quality and over-all 
economy in solder- 





FOAM TYPE 
FIRE EXTINGUISHERS 


2, gal, cap. A vital neces- 
sity where gasoline, naphtha, 
oil, enamel, grease, or lac- 
quer are stored. Thick air- 
tight blanket of foam which 
this extinguisher ejects 
smothers flame and prevents 
re-igniting. 


"QUICK - SERVICE” 
OILY WASTE CANS 


Simple construction, extreme 
efficiency, easy operation, 
ositive action, self-closing. 
eavy galvanized iron with 
tight-closing, foot-operatin 
cover—no springs. Raise 
4" from floor. Meets all 
safety requirements. 


ing equipment. The 
name ESICO on 
your soldering tools 
is definite assurance 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave. 


CHICAGO 24, ILLINOIS 














Write Today for 
Complete 


Information 
On the Esico Line 


A real time-saver. 


tomatieally "adv 
ad 
iron and solder, 


leaves operator’s 











jon. 
easily and 








Complete literature on Dudg- 





eon Pp _ 
hydravlic pumps and jocks — 
Address 





available. Write today. 
inquiries to Deportment H. 
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TRADE LITERATURE —— 


Here, arranged in alphabetical order by product, are 
new catalogs, booklets and bulletins with the necessary 
information for keeping your product library up-to-date 


ABRASIVES, COATED—A 14> page 

book with an 8-fold insert describes 
the use of coated abrasives in the plastics 
industry. Book lists the various plastics, 
their characteristics, and the sanding equip- 
ment needed in finishing them. The insert, 
a general guide, groups plastics in classes, 
lists uses.—Behr-Manning, Troy, N. Y. 


CHAIN GRIP—A 4-page catalog de- 

scribes the Granny Grip, a cam-lever 
mechanism and chain that grabs up heavily 
laden steel barrels, steel plate, etc. It gives 
specifications and prices of two units, single 
strand and double strand grips.—Boyer- 
Campbell Co., Detroit 2. 


CLIP, WIRE ROPE-—A recently re- 

leased pocket-size information card de- 
scribes the use and application of Crosby 
wire rope clips. Card lists rope sizes and 
minimum number of clips needed for fas- 
tening—American Hoist & Derrick Co., St. 
Paul 1. 


CONNECTORS—A perforated 1-page 

catalog addition describes a new line 
of split bolt connectors and service entrance 
connectors. Specifications and prices are 
included.—Ideal Industries, Inc., Sycamore, 
Ill. 


CHUCKS, COLLETS, SLEEVES—A 36- 

page booklet lists sleeves, sockets, 
cutter bars, bushings, arbors, drifts, centers, 
chucks and collets. Size, description and 
price, together with illustrations of the 
various items, are contained in the literature. 
—Collis Co., Clinton, Iowa. 


A DIESEL NOZZLE TESTER—A 4-page 

folder describes a nozzle tester that 
tests all models of diesel nozzles and in- 
jectors. The folder illustrates the unit, 
hydraulically operated, and lists its uses.— 
Buda Co., Harvey, Ill. 


DRILLS, REAMERS—An 8-page bulle- 

tin lists the complete line of Celfor 
Tools, including the recently added carbide 
cutting tools. The literature outlines the 
manufacturer’s distribution policy, and de- 
scribes the performance of his drills, ream- 
ers and cutting bits—Clark Equipment Co., 
Buchanan, Mich. 


DRILL, HIGH-SPEED—The recently 

introduced Jet Drill, described as hav- 
ing greater penetration and greater accu- 
racy, is illustrated in an 8-page bulletin. 
Diagrams on its operation and a photograph 
of ite parts are included.—Republic Drill & 
Tool Co., Chicago. 


Q DRILLS, SCREW MACHINE—A 3-fold 
circular describes stub machine screw 
drills, listing fractional, wire gage and let- 
ter sizes, overall length, length of twist and 
prices. This specialized tool does away with 
cutting down regular drills —Chicago- 
Latrobe Twist Drill Works, Chicago 10. 


10 DRILLS, SCREW MACHINE—Short 

length screw machine drills, recently 
introduced by this manufacturer, are listed 
in a 3-fold bulletin. It shows fractional, 
wire gage and letter sizes, together with 
overall and twist lengths, and _prices.— 
Whitman & Barnes, Detroit 16. 


11 ELECTRONIC TEMPERATURE CON- 

TROL—A new development in tempera- 
ture control is described in a 4-page bulletin. 
The flexible, multi-position electronic pyro- 
meter controller is diagrammed and its per- 


formance outlined—Wheelco Instruments 
Co., Chicago 7. 
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12 FANS, EXHAUST—A new bulletin 

describes 5 models of exhaust fans, 
giving all measurements, capacities for mov- 
ing air, revolutions, motor hp., weights and 
prices. Automatic shutters are also de- 
scribed.—George B. Klee Co., Cincinnati 23. 


HEAT TREATMENT—Described as a 

simple discussion of the problems of 
heat treatment, a 55-page catalog outlines 
the metallurgical principles involved in the 
treatment of a steel part. Illustrated with 
many charts, it tells of the many processes 
of hardening and toughening.—Carnegie- 
Illinois Steel Corp., U. S. Steel, Pittsburgh. 


14 JACKS. HYDRAULIC—A bulletin de- 

scribes the 6 models of the Liftmaster 
in capacities from 3-tons to 30-tons. All 
specifications are given, and the jack’s quali- 
ties discussed.—Joyce-Cridland Co., Dayton 3. 


15 JACKS, HYDRAULIC AND ME- 
CHANICAL—An 8-page catalog illus- 
trates and gives necessary data on more 


than 20 kinds of ratchet, screw and hy- 
draulic jacks and trench braces. The liter- 
ature also lists the particular jobs that the 
units were designed for—Buda Co., Harvey, 


Il. 


16 LIGHTING—A profusely-illustrated 24- 

page brochure outlines the moderniza- 
tion of the theater with light. Utilizing 
three of the manufacturer’s newer type lamps, 
the book sketches inexpensive and effective 
ways of using them in all the basic areas of 
a typical theater—Lamp Department, Gen- 
eral Electric Co., Cleveland 12. 


} PACKAGING—A recently issued cata- 

log describes round steel reinforce- 
ment for cartons, boxes, crates, bundles and 
all types of shipping in fiber, and corru- 
gated or wood containers. It illustrates new 
reinforcement methods and pictures hand 
and automatic round steel strapping ma- 
chines in 20 3-color catalog pages.—Gerrard 
Steel Strapping Co., Chicago 32. 
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18 PUMPS—A bulletin describes rotary ” 
type, positive displacement pumps used | 
for moderate or low viscosity liquids under ~ 
medium pressure. The folder contains com. } 
plete specifications, dimensions and per- | 
formance charts for either the gear-in-head 
design or external gear and bearings— 7% 
Quimby Pump Co., Newark. 


RACKS, PLATE AND SHEET—A new | 

bulletin covers steel racks and roller © 
racks for material handling in warehouses, # 
Details on construction, sizes and weights 4 
are given for plate and roller racks, and for | 
rod and bar racks—Massey Machine Co., ™ 
Watertown, N. Y. 


20 TOOLS, DIAMOND—A 20-page cata- | 

log contains engineering data on the © 
application of diamond tools. Entire pages § 
are devoted to instructions on standard 
grinding wheel dressers, to the use of dia- | 
mond dust, to the speeding of jobs done 
with diamond wheels, and to internal grind- ~ 
ing with diamond mounted points.—-Preci- 
sion Diamond Tool Co., Elgin, Ill. 


1 TOOLS, PIPE—Many pipe tools and | 
accessories are listed in a condensed } 
catalog issued by Beaver. Pipe and bolt 
machines, in all models, are described and | 
priced. Dies, cutter heads, vises and cutting © 
oils are listed—Beaver Pipe Tools, Inc, 7 
Warren, O. 


22 TOOLS, PNEUMATIC—A new catalog © 

offers illustrations of air tools and | 
their practical on-the-job applications. Ca- 4 
pacity and specification tables are presented, ~ 
and concise ordering instructions are given ” 
on the same page with each tool. Drills, nut- © 
setters, screw drivers, grinders, chipping | 

(Continued on page 231) 


HOW TO ORDER 
YOUR LITERATURE 


. Be sure to fill out, completely, 
one coupon for each piece of 
literature you order. (See sam- 
ple below.) This gives your re- 
quest. authority and helps the 
manufacturer to address your 
copy completely. 

When you have filled out 
completely one space for each 
catalog or bulletin you want, 
detach along the scored lines 
and drop the cards in the mail, 
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(at SUPER 
LLECT RIC ~AOIST 


BOB-CAT 













a 
Faithful Horse 
for 
Control and 
Dependability, 


° 


iB 
Write for all the interest- 
ing facts,—features never 
before found in any one 
hoist. It is really all the 
best hoists built into one. 
Sold only through the’ bet- 
ter jobbers and mill supply 
houses, — the best ones 
carry it in stock. 


Lisbon Hoist & Crane Company 


Pioneer of Better Holsts, Lifting 
and Conveying Equipment 
LISBON, OHIO 


UTTLLLELL| 


WT 








A SAVING AT EVERY TURN 








DARNELL CORP LTD 


LONG BEACH 4 
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ALIFORNIA 


60 WALKER ST NEW YORK 13 NY 


36 =N 


| 


BE 
TLL 


Choose just the right caster 
or wheel for your needs from 
the Darnell line of nearly 
4000 types. These precision 
made casters and wheels will 
help you speed up produc- 
tion... will pay for them- 
selves many times over. 


MANUAL 


CLINTON 





I 


CHICAGO 6 ILL 









ll 








MORGAN ssn VISES 


NEVER LOSE ACCURACY 
AND PRECISION . 


Reliable, efficient, economical, and production without ‘iis or shut- 
steady performance is what to ex- downs. Practically no maintenance 
pect MORGAN VISES. Spe- or attention is needed to maintain 
cial semi-steel castings, tested and constant accuracy and precision. 
proved by actual breaking strain, Sell these essential tools for = 
assures a vise that will sustain peak —_ returns. 







@ Machinists 
Bench 

© Combination 
Pipe 


© Coachmakers 

®@ Woodworking 

© Solid Nut 
Continuous 
Screw 


®@ Quick Action 
© Lightning Grip 


MORGAN 
VISE 
co. 


108-112 N. JEFFERSON ST. 
CHICAGO 6 U.S.A. 











LOAD BINDERS 





Manufacturers of Certified sp 
and Malleable 


6611 OLIVE ehOAD — ST. LOUIS 5. 5, MO. 



















..- show a better balance 
on your profit sheet 


Feature the balance of Magor tools... 
the more the user “hefts and handles” 
them ne the more he stays sold 
on Magor. And the more he knows 
about shovels, spades and scoops, the 
more that holds true! Users appreci- 


And you'll appreciate the profits that 
Magor prices assure you. 
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G weve aeN 


They Can— 
And You Can— 
with GLOBE KANRY-TEX 


With the canning season begun— 
with the need for top-production 
and efficient operation of para- 
mount importance—canners and 
food processors are more-than-ever 
loosened in Globe Kanry-Tex. 





Engineering skill and research, plus 
talented workmanship in its manu- 
facture, has made Globe Kaary- 
Tex the outstanding leader in the 
food industries field. 

You can benefit from this leader- 
ship and repeated demand for 
Kanry-Tex. And right now is the 
time! Ask us for complete infor- 
mation. 


Globe Woven Belting Co. 


1400 CLINTON ST. 
BUFFALO 6, N. Y. 





























Lloyd Kimball, Barker, Rose & 
Kimball, Inc., Elmira, N. Y., was 
planning trips to Shawnee Coun- 
try Club and to Chicago when 
this picture was taken. Three 
days later—the railroad strike. 





Haseltine Official Gives 
Operational Statistics 


Harold H. Cake, vice-president, J. E. 
Haseltine & Co., Portland, Ore., con- 
trasting present operating problems with 
those of the war years, told of some in- 
teresting recent developments in his firm’s 
territory. 

“Two-thirds of our business now comes 
from the country, against a normal of 50 
percent,” he said. “This is probably 
due to the fact that the shipyard business 
folded almost overnight, and having, dur- 
ing the war cut down on our normal 
metropolitan activities more than in the 
outlying districts, the former has been 
slower in getting back to the peacetime 
percentage.” 

“Total volume of business is now down 
50 percent from wartime peaks, but our 
paper work has gone up one-third— 
though we thought at the time that we 
were overburdened with paper work.” 

“The increase in paper work is due, 
I feel, First, there is a 
great increase in the number of small 
orders. These come from those who are 
starting small businesses or from those 
who had been shut off from buying dur- 
ing the war. The second factor is the 
back order situation. We are now catch- 
ing up on these and the materials are 
coming in dribblets. multiplying the 
paper work. As an example, our hard- 
ware department recently received 50 
lawn mowers. There are a number of 
our dealers who would have been glad 


to two factors. 































































__ WESTONS... 


st 





‘ are easy to read accurately — : a in 
even in difficult locations nd oe 


& - Not only are WESTON dietikemeceerk inberently — 
_ accurate over the entire scale, but their gauge-type. 
© dials with bold figures and divisions can be read 
- easily... without error or guesswork . even in 
dim light or when mounted in ical eee : 


» Jocations. 


» Their all-metal construction, too, enables ak to 
maintain their dependable: accuracy over tong 
periods, despite vibration or subjection to tempo- 
rary over temperatures. There are no vital parts to « 


t 


_ break or leak, nothing under pressure. 


WESTON thermometers are available in types, 
sizes and stem lengths for equipment mounting, as 
well as for all industrial and processing require- 
ments. Ask for Bulletin. 


Weston. Aid THERMOMETERS 


rei Electrical Instrument Corporation, 617 Frelinghuysen Ave., Newark 5, N. y 
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Aren't Repeats 


the Thing 
that Counts ? 


Your customers in plants of practi- 
cally every kind and size are repeat 
prospects for handy, many-purpose 
Smooth-On No. 1 Iron Repair Cement. 
Especially the ones who have been de- 
pending on Smooth-On for years to 
seal cracks, stop leaks, tighten loose 
parts in their plant equipment and 
tools. 


Other customers may need only a sim- 
ple reminder from you or your sales- 
men that Smooth-On, used in emer- 
gencies, can save costly delays, make 
effective, durable repairs. 


Be sure that you are always sufficiently 
stocked with Smooth-On to take care 
of repeat orders. And make good use 
of the Smooth-On selling helps— 
especially the popular 40-page, fully 
illustrated free Smooth-On Repair 
Handbook. packed with practical re- 
pair suggestions and short cuts. 


Have you checked your 
Smooth-On stock lately? 


SMOOTH-ON MFG. CO., Dept. 25 


570 Communipaw Ave., Jersey City 4, N. J. 


Say to Your Customers: 
Do it with 


SMOOTH-ON 





pplies 
aippers and aumerous other haad tools. 
Sold by Leading Jobbers 
DAMASCUS STEEL 
PRODUCTS CORP. 


ROCKFORD, ILLINOIS 


wii? 
TESTED 











Write Dept. P for details or 
see your necrest distribytor 


T. 6. PERSSON COMPANY 


224 GLENWOOD AVE, BLOOMFIELD, NEW JERSEY 
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to take the entire lot—which would have 
meant only one billing. We could not do 
that, however, but had to spread them 
around among several dealers, thus mul- 
tiplying the paper work by the number of 
dealers served. Aside from that, some- 
one had to decide who was to get the 
mowers—so we had to hold a time-con- 
suming conference.” 

Mr. Cake summed up by pointing out 
that recent price changes had slowed the 
machinery of billing and paper work 
generally, because clerks can no longer 
depend on their memory, but must con- 
stantly look up the day-to-day prices. 





Electric 
Tools 


(Continued from page 91) 





how to contact the customer. After this, 
he goes on to a specific territory under a 
key salesman and they work it together 
for another month or two when the terri- 
tory is turned over to him and he is on 
his own. 

Salesmen’s calls and other sales pro- 
motion are especially directed to picked 
fields. Up until recently, two fields have 
been covered intensively — industrial 
plants of all kinds, and contractors. More 
recently, a third is being developed, which 
is that represented by the home and 
hobby shop owners. According to H. J. 
Zonne, the kind of sales and engineering 
service rendered calls for salesmen having 
specialized knowledge of the fields in 
which they work. They must think, act, 
and even dress the part, if necessary. In 
the case of the contractors, they are an 
entirely different class of men from the 
plant managers, purchasing agents, and 
superintendents. The approach is differ- 
ent. The problems are different. It is 
possible to be “one of them” in either 
field, but impracticable to attempt it in 
both, 

In the case of the third field developed; 
the hobby shop owners, it will be largely 
built up around counter sales, where 
gadget gossip, tricks of the trade and the 
swapping of information with the thou- 
sands of enthusiasts will prevail. A 
special exhibit and demonstration de- 
partment for this purpose will be set up 
in the new addition to the building now 
underway, which will practically double 
present floor space. 





“Outstanding 
operation | 
simplicity 


GREENLEE HYDRAULIC BENDER 


“In every respect, our GREENLEE 
Hydraulic Bender is very satisfactory and 
its simplicity of operation is outstand- 
ing.” Thus reports Southwest Electric 
Company of Dallas, Texas. 

“There is a minimum of spoilage 
with a GREENLEE Bender and it pro- 
vides substantial savings on fittings and 
manufactured bends—p/us important 
labor savings,”’ continues the report. 

Your customers, too, will like the 
“simple as A. B. C. operation” of a 
GREENLEE. A beginner can quickly 
learn to use it. And be sire to tell your 


customers how with a GREENLEE, one 
man can ina few minutes make smooth, 
precise bends in pipe up to 4”, rigid 
and thin-wallconduit, tubing, bus-bars. 

The GREENLEE is compact, portable 
. » . easy to carry from job to job, set 
up and operate when and where wanted. 
And, remember, whatever the bending 
job, there’s a GREENLEE Hydraulic or 
Hand Bender to do it easier, faster, 
better. Write today for complete sales 
facts. Greenlee Tool Co., Division of 
Greenlee Bros. & Co., 1927 Herbert 
Avenue, Rockford, Illinois. 


80th Anniversary 
1866-1946 


GREENLEE 


= 


YOUR SALES OPPORTUNITIES WITH THE 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers * 
Cable Pullers «+ 
Bits « 


Spiral Screw Drivers + 


Bit Extensions * Draw Knives 
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Steel and Copper Tube Benders «+ 
Knockout Punches and Cutters 
Automatic Push Drills « 


Chisels and Gouges « 


GREENLEE LINE 


Hydraulic 
* Radio Chassis Punches «+ Joist Borers 
Auger Bits «¢ Expansive 


And Many More 
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“HANDI’. ..- 1S THE WORD FOR IT! ALRATD 
ANVILNA 


MARKER 


ALL-PURPOSE ELECTRIC HOIST 


Here is the handy, easy to install, simple to operate elec- 
tric hoist. They do all kinds of lifting jobs up to 500 lbs. 
They free workers from handling tiring loads, allowing 
them to work better. They save manpower, speed produc- 
tion, cut costs. 
Low in price, P&H Handi-Lifts are available for three 
of mountings—bolt, hook or trolley. Operate on 3 
60 cycle, 220 or 440 volts. They are sturdily built 
years and years of service—compact and lightweight. 
Use them anywhere—they’re dust, Send for 
weather and acid-proof. Have flexi- 70, Bulletin 
ble chain lifting, safety limit stop 2° complete 
for smooth, safe operation. story! 








General Offices: 4538 W. National Ave., Milwaukee 14, Wis. 








| front office to shipping room 
you'll find dozens of uses for Amer- 
ican “5000 series Marking Crayon. 
And you'll find it will do an outstanding 


Each month, more SpeedWay Drills 
come off the production line; are be- 
ing shipped each day. But, frankly, 
though we are beginning to cut into 
our mountainous pile of back orders, 
there's a deal of waiting still for a lot 
of people who are ordering SpeedWay 
Tools today. However, because they 
are worth waiting for, we suggest that 
you place your order now with your 
local SpeedWay dealer for earliest pos- 
sible delivery. 


SPEEDWAY MFG. CO. 
1832 S. 52nd Ave., Chicago 50, Ill. 


No. 89 equipped with Snap-Rel 
Chuck ee vue: 


No. 89-J with Jacob chuck (as 
illustrated) $5.00 extra. 
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job. 


This popular marker has long been a 
favorite throughout the country because 
it marks easily and clearly on both 
rough and glazed surfaces. 


For boxes, barrels, cases, cartons, pack- 
ages, bags, glass, tin, granite-ware and 
any rough or glazed surface, there's 
nothing like American “5000” Marker... 
the all purpose marker needed all 
through your plant. 


Send for the FREE booklet de- 
scribing the full line of “AMER- 
ICAN” Marking and Checking 
Crayons—the product of 111 
years of crayon manufacturing 
experience. 

Dept. ML-11 








Eternal 
Vigilance 


(Continued from page 93) 





special items as the case may be. Each 
man also ought to carry special factory 
catalogs where need for them is indi- 
cated. 

The second need is a simplified daily 
call report. These will vary, of course, 
depending on the particular requirements 
of individual firms. In our case, the 
only information required is the date, the 
salesman’s name, the name of the firm 
called on and the town, the individual 
interviewed and his title, and the items 
presented and the results of the call. For 
the salesman’s convenience the daily call 
sheets are made up in the same size as 
the catalog sheets—8%% x 11-in. 

If the salesman makes a quotation to 
an account, he attaches a copy of the 
quote to the call sheet. Other pertinent 
information may be noted also, such as 
the date on which a call-back should be 
made, literature wanted and the like. An 
office girl makes up a card for each ac- 
count listed in the call sheets which 
shows: the name of the firm, the contact, 
the salesman, the call, requests for litera- 
ture and call back dates. 


Selling Full Line 


The next sales tool put into the hands 
of the salesman is a product list. Opin- 
ions probably differ, but I think this is 
a very important tool. It is simply a 
list of 52 major items with space pro- 
vided for checking off in each month 
the ones sold to each account. A separate 
product list is made up for each account. 
Thus, a salesman merely by running his 
eye down the check marks gets a quick 
idea of his strong and weak points on 
each account. He then is in a position 
to know quickly where to direct his efforts 
to broaden and increase the account’s 
purchases. And, if nothing else, the prod- 
uct list serves to keep salesman con- 
scious of the full line. 

These reports, simple as they are, pro- 
vide the means for a very revealing 
check-up on each salesman. And this in 
turn affords an excellent target for con- 
tinuing sales training effort. For ex- 
ample, every 30 days I get a recap 
showing the number of calls and volume 
of dollar sales for each salesman. If not 





SOCKET HEAD CAP SCREWS: The dependable screws for punch, die and 
jig work and all kinds of tool and machine assemblies. ‘‘ Pressur-forming”’ 
preserves continuous steel fibres which are made to conform to the contour 
of the screw head, strengthening points formerly weakened by cut fibres. Ends 
of fibres turn in toward the socket to impose maximum resistance to key 
pressure. Cap screws are ‘“‘Duo-process” threaded to a high Class 3 fit. Heads 
perfectly concentric with bodies. . . Stocked in all standard lengths from 
No. 8 to 1” diameter, N.C. threads; many sizes also stocked in N. F. threads. 
Flat point is standard. Nos. 4, 5 and 6 and diameters over 1”, either N.C. 
or N.F. threads, are special. ALLENOY steel is standard; other metals on 
special order. Dardelet and Whitworth threads can be furnished. 


HOLLOW SET SCREWS: Now made in most sizes by the Allen ‘‘ Pressur- 
formd” process which so shapes the metal fibres as to reduce fatigue failure 
and provide a strong-walled socket to withstand extreme key-pressure. Allen 
lead screw threading produces smooth, precision threads to a high Class 3 fit. 
Sockets are deep, true in hexagon shape, smooth-walled and clean- 
bottomed. . . Stocked in all standard lengths from No. 8 to 1” diameter, cup 
point, N.C. threads; many sizes also stocked in cup point, N. F. threads, and 
oval, flat, cone and half-dog points, N.C. threads. Full- dog point set screws 
are special. Nos. 4, 5 and 6 and diameters over 1”, either N.C. or N.F. 
threads, are special. ALLENOY steel is standard; other metals on special 
order. Dardelet and Whitworth threads can be furnished. 


HEX SOCKET SHOULDER SCREWS: Increasingly used in punch and 
die work for locating and for retention of spring strippers on press tools; also 
commonly employed as fulcrums or pivots in machine designs involving 
links, levers and other oscillating parts. Head and body diameters ground to 
perfect concentricity and close dimensional tolerances. 


FLAT HEAD CAP SCREWS: “V"’-head specially adapted to assemblies 
requiring a hex-socket screw that will set up perfectly flush when countere 
sunk. Heads true and accurately concentric with bodies. Stocked in all 
standard lengths from No. 4 to 4” diameter. 


HEX SOCKET PIPE PLUGS: Standard in ALLENOY steel; also available 
in duralumin, brass, bronze, stainless steel and other metals. Standard sizes 
from \%" to 1” ( Briggs Standard Pipe Thread). 

‘*TRU-GROUND” DOWEL PINS: Made of ALLENOY steel, 
heat-treated and ground to .0002” tolerance. Finely polished 

surfaces. Tensile strength from 240,000 to 250,000 psi. Will 

not ‘‘mushroom” when driven into a tight hole. Stocked in 162 

standard sizes; diameters from 4" to 1”, lengths from %%” to 6”. 


Sold only through the Industrial Distributor. 
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THE ALLEN MANUFACTURING COMPANY 


HARTFORD, ALLEN je «= CONNECTICUT; U.S.A 
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WALDEN 


WORCESTER 


MICROJUSTABLE 
WRENCH 


Designed and 
Engineered by 


STEVENS-WALDEN, unc. 


Drop Forged, Heat 
treated. STRONG 
WHERE STRENGTH 
IS NEEDED.. 


Adjusts snugly to any size nut by 
quick acting thumb screw. Ma- 
chined with Micrometer precision, 
Bright plated and highly polished 
This wrench is a prime necessity in 
every machine shop and garage. 
Made in seven sizes from a vest 
pocket size of 4 inches in length 
to the 18 inch large size. 





STEVENS WALDEN, INC. 














BALL 
BEARING 


BENCH 
TYPE 




















HEAVY-DUTY 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of qual- 
ity. This means complete satisfaction in service which 
builds a profitable market for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 














Believe It or Not=— 


THIS LITTLE GADGET 


IS ACTUALLY A KEY 














M any r ar and large volume users of Key Graphite Paste 
and Key-Tite Pipe Joint Compound were developed by 
some one sending in a coupon clipped from one of our trade 
journal ads, similar to the one shown below. 

We give careful attention to every coupon sent in, and when 
the prospect has been developed to the ordering stage, we 
notify one of our several hundred jobbing outlets to follow through 
to the ultimate sale. 

This type of cooperation gives the man on the sales front a 
Key to doors that are sometimes “‘out-of-bounds” to routine callers 
—and we are very glad to supply the KEY. 
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enough calls are shown or if dollar vol- 
ume is down, the warning is clear and 
it is time to talk to that salesman, find 
out what is wrong and decide how best 
to correct it. 

Perhaps the most important element in 
a continuous sales training program is 
the sales meeting. Of course, there are 
good sales meetings and bad ones. The 
surprising thing is that it takes com- 
paratively little effort to make them all 
good. For example, we have sales meet- 
ings twice a month, on the first and third 
Fridays. We try to have a factory engi- 
neer give us information pertaining to 
various lines: they are our school teach- 
ers for that night. Also, we always 
try to get some actual demonstrations 
using the equipment being discussed. 
If it is welding, the factory man puts on 
a demonstration in.our shop. If the 
subject is a lathe, we have one set up 
ready for operation. 

One important feature of these sales 
meetings is the method in which our 
salesmen participate. They are not on 
the receiving end solely. First of all, 
meeting chairmanships are rotated among 
the men. The man selected for a given 
night does all the planning and setting 
up. At the meeting he has to make a 
talk on some of his experiences in con- 
nection with the line. Finally, he is re- 
sponsible for putting equipment back 
where it belongs. 

We hold these meetings in our own 
quarters. Once in a while we will stand 
dinner, but we have found that if we 
start at 7 p.m. this gives folks time to go 
kome and get back. We close at 8:30 
sharp and this gives the men time enough 
to keep social engagements. 

There is nothing really spectacular in 
a successful sales training program. Ex- 
perience proves that largely it is a mat- 
ter of intelligent planning and persistent 
hammering away at weak points day in 
and day out. 





Pioneering 
With Decibels 


(Continued from page 87) 





ence and a thorough grounding of prod- 
uct application behind him. Although it 
was a new line for Erskine-Healy, and a 
new field for young Mr. Healy, the com- 
bination was a logical one from the view- 


































| a the Application, 
Use and Maintenance of 
CARBIDE-TIPPED CUTTING TOOLS 


at the WENDT-SONIS FREE SCHOOL 


For tool salesmen, shop fore- 
men, tool room foremen, engi- 
neers, lead men, machine sales- 
men ... for anyone interested, 
Wendt-Sonis maintain this free 
factory school. Here you will 
learn what should be known 
about carbide - tipped cutting 
tools. No books, no wearisome 
written work—just hard, prac- 
tical facts and actual shop ex- 
perience. And it’s free! 





THE MAN WHO SHOWS 
THIS CARD, KNOWS 


Upon completion of the course — 
which lasts one week—each “grad- 
uate” is given a card attesting his 
having learned about carbide-tipped 
cutting tools. It “shows that you 
know.” For salesmen, particularly, 
this is valuable. 
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Write or wire for further information, schedules and applications. 
Class registration limited. Director of training, WENDT-SONIS 
COMPANY, Hannibal, Missouri. 
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Help Your Customers to MODERNIZE NOW 


Recognized as STANDARD EQUIPMENT 
LOWER PRICES in Up-to-Date Plants from Coast to Coast 








£.0.8. FACTORY 


Busy Plant Men Need 
this Handy, Portable 
Electric Welder 


A many-purpose, completely portable, 
heavy duty welder, ready to plug into 
any standard 110-V, 60-cycle AC outlet, any- 
where. Does both electric flame and metal- 
lic arc welding, also brazing and contact 
soldering. Handles any metal from tough 
tungsten steel to thin aluminum. 


The Magic Wand Welder consists of 
powerful transformer with double-duty 
electrode holders and polarized outlet plug, 
built into a sturdy, shock-proof carrying 
case. Comes complete with welding, braz- 
ing and soldering rods and fluxes, spare car- 
bon electrodes, welding helmet and Instruc- 
tion Manual. Weighs less than 30 Ibs. 
packed. Easy to use in close quarters. 


PRICED FOR QUICK SALES 


Sold through distributors. Write for full 
information, discounts, open territory, etc. 
Address inquiry to: 


JOHN H. GRAHAM & CO., inc. 


General Sales Agent 
Dept. L, 105 Duane St., New York 8, N. Y. 


Magic Wand 
WELDER 


NEW YORK 
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Heavy Duty, Self-Indexing 


BED TURRETS 


Replacement of Conversion units for the 
following makes of Lathes 






MUR si sctcccceasé Craftsman ........ 
0. a ae Power Craft ...... 
South Bend ....... Clausing ......... 


MODEL 
BT-2 


Model BT-3 For Most Makes of Large Turret and Engine Lathes 


Heavy Duty, Self-indexing, H ‘ i . 
Standard Mounting NEW «REDUCED. PRICE $650.00 
Tue econ Double Locking TOOL POST TURRETS 
9 


Circle Mounting 
Cross Slides, Splash Pans with motor mounting plates 
and other equipment for every make and size of lathe. 






Easy Sales on Time Payments 


The greater efficiency of LYNN Equipment means it 
pays for itself and leaves an additional profit. 


Prompt Deliveries—Wire or Write or Phone for Details 
NEW YORK 6 Murray St. CHICAGO 185 N. Wabash 
Cortiandt 7-6164 





Room 1111, Dearborn 2581 
DETROIT Box 463 N. W. MILWAUKEE 1225 W. Clybourn, 
Station Tyler 5-5413 Broadway 3439 


LYNN MFG. CO. 1137 So. 7th St. Minneapolis 4, Minn. 




















Inaccurate saw filing can ruin the cutting efficiency of the best saws, 
perhaps crack or break them. The machine precision of Foley Saw 
Filing can increase your sawing output 25% to 40%. The Foley 
automatically joints the saw as it is filed, making all teeth uniform ia 
size, height, spacing. Foley-filed saws run cooler, cut fast, do beautiful 
work—and stay sharp longer. 

30-DAY TRIAL of the Foley Saw Filer is offered through you—to 

show your customers what a difference Foley-filed saws can make. 


‘ FOLEY (icicic SAW FILER - 


FOLEY MFG. CO., 63 2nd Street N.E., Minneapolis 13, Minnesota 


Please send literature on the Foley Automatic Saw Filer 
and dealer proposition. 
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point of sound business. 

At the start, considerable missionary 
work on the advantages and efficiency 
of sound systems for industrial plants 
was necessary, said Mr. Erskine. How- 
ever, as equipment improved and more 
plants began using sound systems, many 
of those who had not installed equip- 
ment began to make inquiries and show 
interest in demonstrations. Mr. Erskine 
said that he found demonstrations a very 
practical method of selling as it was 
invariably more convincing than mere 
talking. The products in the new de- 
partment were strange to many prospec- 
tive customers—the inventory consisted 
of disc and wire recorders, office inter- 
master control 
sound systems, amplifiers, speakers, mi- 
crophones, transcription and record play- 
ers, 16 mm. movie projectors, silent and 
with sound, as well as all parts for serv- 
ice and maintenance. In addition, Mr. 
Erskine has to superintend the establish- 
ment of a service and repair department 
to assure his customers of maintenance 
and repair protection. 


communication — units, 


Why They Buy 


Mr. Erskine explained, in part, how the 
use of these products was justified in 
industrial plants. Movie projectors en- 
abled plants to utilize training, product 
and other educational films to increase 
the efficiency of employees; master con- 
trol sound systems give audio coverage to 
intraplant communications, bring man- 
agement into closer contact with em- 
ployees throughout the plant by per- 
sonal address and improve employee 
morale. The master control system gives 
a plant a complete broadcasting unit as 
a typical installation by Mr. Erskine il- 
lustrates. In a large confectionary plant, 
Mr. Erskine installed a system which 
featured four paging and announcing 
microphone positions. Speakers were 
distributed throughout the entire plant 
after checks with sound measuring instru- 
ments to insure complete coverage. 

One of the “mike” positions was at 
the telephone switchboard, a central dis- 
tributing point for all messages, emer- 
gency announcements, etc. Another was 
at the control room from where prepared 
announcements, messages, transcribed 
programs, recorded music, etc., could be 
distributed either generally or selectively 
to only those departments they were 
intended for. Another microphone was 
installed in the personnel office for its 
contact with employees and employee ac- 
tivities, and for issuing directions. 

In addition to utilizing the system for 
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LARGE in VALUE.. 





LONG in LIFE... 
BIG in QUALITY... 


THE SKINNER 







HAND & POWER OPERATED MACHINE CHUCKS—AIR 


—FACE PLATE 
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346 CHURCH STREET, 


SERIES 3900 SELP-CENTERING SCROLL CHUCK 


o-JAW 
SCROLL 











LARGE IN VALUE... because 
Skinner 3-Jaw Self-Centering Scroll 
Chucks are made with the most modern machines 
and by the most modern methods —there is 
more for your money in Skinner Chucks because 
accuracy is built in to last. 

LONG IN LIFE... because every moving part is 
made of alloy steel, properly. heat-treated, then 
ground to gage—and every moving part is 
grease lubricated froma single Alemite fitting. 
Interchangeability is a “must” in every Skinner 
Chuck. 

BIG IN QUALITY... because, for 58 years, 
Skinner has provided chucks to meet the latest 
machine tool requirements. Skinner quality starts 
with modern design and makes itself evident in 
every step of construction. There are no better 
chucks made, 


Write for your free copy of Catalog No. 58. 


CONSULT YOUR SKINNER DEALER FOR DETAILS 


CHUCK COMPANY 
CONN. 


NEW BRITAIN, 
OF QUALITY” 





JAWS—MACHINE VISES 





































CHUCK EQUIPMENT 











For The Man 
Who MUST 
KnowAbout 
PUMPS 


If it is your job to see to it that the right pump is used 
for the pumping problem at hand, be sure you have the 
latest information on Viking Rotary Pumps. 


These pumps are self priming; capable of delivering 
against discharge pressures up to 200 pounds per square 
inch; smooth, even flow with no pulsation; operate at 
slow speed for long dependable life; only two moving 
“gear within a gear parts assure low cost operation 
and service. 


If your problem is pumping any clean liquid regardless 
of viscosity, send for free bulletin 464SMM today. It will 
help you in making the right selection. 


VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 











HUTTON WHEEL CORPORATION 


2112 


WALNUT STREET sT oes te ee ee oe 
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Shop Foreman 
Millwright 





Here's an outfit that fits into every 
corner of every department of every 
shop! Your salesman can talk to any- 
one in authority over the whole plant, 
and be sure of an interested prospect! 


Takes the tool to the job! 


Drills — grinds — buffs — sands — wire 
brushes—polishes! Steps up production 
. « « Eliminates costly handling... 
Increases the safety factor . . . Makes 
light work of the heavy jobs! 


Builds a Big Repeat Volume! 


A single sale of a STOW Flexible Shaft 
Machine opens the way for a fine ac- 
cessory business, as the versatility of 
the unit allows it to be used with many 
tools and attachments for many pur- 
poses. It’s frequently used, too, on pro- 
duction work, with a subsequent market 
for replacements. 


You'll be Glad to Recommend it! 


Since 1875, STOW, the inventor of Flexi- 
ble Shafting, has improved and de- 
veloped its product, until today STOW 
Shafting—which is the heart of this 
machine—is the most reliable product 
of its kind on the market. 





Write For Distributer Proposition 


( TO U MANUFACTURING CO 


























paging and announcing, this firm also 
uses it for programming music from 
transcriptions or recordings for the bene- 
fit of employees, for tuning in on stand- 
ard or frequency modulation broadcasts 
of music, news, important speeches or 
events which ordinarily might induce 
absenteeism; for generating fire alarm 
signals or other general important in- 
formation. Remote control is possible 
as each “mike” position has equipment 
for making and breaking power to the 
control unit. The unit is designed to 
permit “piping” in music, speeches, an- 
nouncements, programs and news over 
telephone wires from distant points and 
for broadcasting the same over the plant 
sound system. 

Selling industrial sound equipment, 
added Mr. Erskine, calls for more tech- 
nical knowledge and a greater capacity 
for service than most industrial supplies. 
In most plants, normal noises of opera- 
tions present innumerable difficulties in 
the way of good performance of the 
equipment and these problems must be 
solved before a sale is made. Since the 
products are new to most customers, 
these customers must be taught their use 
and care. Once sold, the equipment must 
be checked periodically to see that it is 
performing smoothly and, if not, that the 
necessary adjustments or repairs are 
made. 

The strides made by the new depart- 
ment have vindicated the judgment of 
Erskine-Healy officials in pioneering with 
industrial sound equipment but they are 
keeping their fingers crossed. The new 
department must meet the same rigid 
standards of performance which the other 
departments in Erskine-Healy maintain. 
Mr, Healy thinks it can as he believes 
that the future for industrial audio elec- 
tronics looks bright. 





Inspection 
Invited 


(Continued from page 97) 





“over-the-counter” sales, from small items 
to heavy machinery items. There is a 60 
ft. counter, where several salesmen are 
always on hand, ready to give “service”. 

The one-floor building was decided 
upon because, Mr. Lewis said, experience 
taught them that customers like to obtain 
material without waiting for it to be 
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Bond General Purpose Truck 


For warehouse, shipping room, load- 
ing platform—anywhere in the 
plant, Wheels, set inside frame, 
turn freely —won't catch on bags or 
other obstacles. Round, cold rolled 
steel axle easily replaced. Parallel 
sides add efficiency to handling of 
cases and barrels. 
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Bond Keg and Case Trucks 


Two sturdy, well-constructed 
trucks at an unusually low 
price, Both made of 1-inch 
square high-carbon steel tub- 
ing. Can be equipped with 
plain or roller bearing semi- 
steel or rubber tread wheels. 


No. 4691—The Truck No. 4692— With Sted 
with a Thousand Uses Guards for Handling Bags 
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GEM WELDED STEEL 
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GEM manufactures a 
complete line of Sup- 
ply Cans, Tallow 
Pots, Torches and 
Heavy Welded In- 
dustrial Oilers. Write 
for price lists and 
distributor plan. 


GEM MANUFACTURING COMPANY 


1229-1243 GOEBEL ST., NORTH SIDE STA. PITTSBURGH 12, PENN. 
SUPPLY GANS © TALLOW POTS © ‘TORCHES °* HEAVY WELDED INDUSTRIAL OILERS 


# 10 
Memo 1, 
MR. DISTRIBUTOR 
cece 
TODAY 


for discounts 
and complete 
information 





Remember, 
the fast mov- 
ing nation- 
ally adver- 
tised line of 
PRECISION 
collets and 
lathe attach- 
ments is sold 
only through 
the industrial 
distributor. 


It spells 
PROFITS 








for you! 
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carted from upper floors or the basement. 

“Every effort was made to plan our 
new quarters for efficiency and to give 
customers a real service,” Mr. Lewis 
added, pointing out that overhead trol- 
leys are installed in the warehouse to 
facilitate easy handling of heavy lines. 

Also a feature of the warehouse is that 
freight cars or trucks can load and un- 
load at the same time, without interfer- 
ing with each other. A long platform 
runs across the back of the warehouse, 
with railroad tracks leading right up to 
the platform. Space also is arranged for 
incoming and outgoing trucks, and all 
transactions can go on at the same time 
without waits and interruptions. Floor 
level scales for outgoing and incoming 
shipments also are conveniently arranged 
so as not to interfere with other opera- 
tions. : 

Neat and uncluttered arrangement of 
warehouse stock is stressed at Hollis’. 
The stock is so arranged that the right 
size and kind of material can be obtained 
in a few seconds. For instance, rolls of 
belting are arranged, starting with one 
size and going on down the line. All 
other items are arranged in a similar 
manner. 

Hollis & Co. has been in business 27 
years. The firm has six outside salesmen 
at the Little Rock office and operates a 
branch office and warehouse at Shreve- 
port, La., with four outside men. 

Hot and cold showers and dressing 
rooms are provided for the convenience 
of the employees. 

The architects were Ginnochio and 
Cromwell of Little Rock, who designed 
the building according to the ideas of 
Mr. Hollis and Mr. Lewis. 





Gear 
Tolerances 


(Continued from page 98) 





circulation. The many comments re- 
ceived were indicative of lively interest on 
the part of both gear makers and users, 
and especially of the need for such stand- 
ards. Finally, each section became an 
AGMA Standard, and each was published 
in trade magazines. Since June 1943, the 
material has been available in printed 
form as a Proposed American Standard 
sponsored by both the AGMA and ASME. 

Despite this publicity and several years 




































«i practical application, it is not claimed 
that this standard is perfect. Changes 
will be required from time to time as 
progress is made in manufacture, inspec- 
tion, and application of gearing. Neither 
is it intended that these tolerances form a 
tigid specification for gear accuracy. 
Rather, it is emphasized that ultimate 
performance is the final criterion in ac- 
ceptance or rejection of gears, 
though definite inspection methods and 
tolerances prove an invaluable aid in lo- 
cating the cause when gears fail to oper- 
ate properly. 

The gradual trend toward manufacture 
of more and more gears on an inter- 
changeable basis, demands for quieter 
and smoother gearing, and higher load- 
carrying capacity call for maintenance 
of gear tolerances within ever closer 
limits. 
tt ita ‘eae ln ta Santa 
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its value to industry. This article is a digest of Mr. 
Davenport's report. 








“The Good 
Old Days" 


(Continued from page 107) 





dence. These are specialization and de- 
centralization. Both trends, in my opin- 
ion, are clearly defined. For instance, in 
my early days there were three main 
supply firms in the Chicago area. Be- 
tween them they employed over 80 sales- 
men who ranged to the Rocky Mountains 
and north and south. Today such terri- 
tory coverage is the exception. And, the 
full line supply house, in addition to more 
intensively serving a smaller market 
area, is face to face with the competition 
of the specialist. 

“T have been brought up in the tradi- 
tion of the well-stocked, full-line supplier. 
Naturally; I:am a proponent of the gen- 
eral line house. But the competition of 
the specialist is real, and just because a 
house has the broadest representation in 
stocks does not necessarily mean that it 
will get, for instance, its full share of he 
cutting tool business, power transmission 
business, or what have you, in competition 
with a firm specializing in one of those. 

“Part of the answer seems to be spe- 
cialization for the general line house— 
specialization, that is, within the frame- 
work of the full-line structure. By this 
| mean departmentalization, the establish- 
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HERE’S YOUR 
BEST SELLER 





Ball-sealed oil ducts 









@ Drop-forged, heat-treated hook 





which gives visual warning of over- 
load 









@ Automatic load-brake prevents 
slipping 








@ Hook assemblies permit rocking 





and swiveling 









@ Load chain is high-carbon, heat- 
treated steel 

















Ford Triblocs are ea8y to sell—for a lot 
of reasons. Tell your prospects that many 
other hoists have some of Ford's features, 
but no other has all of them. Ford Tribloc 
is a quality spur-—gear, ball-bearing hoist 









for endurance and economy at low cost. 
Remember—if you need help on some special 
problem a skilled Ford engineer 

will help you. 














York, Pa., Philadelphia, Chicago, San Franciso 
Denver, Los Angeles, Portland, Bridgeport, Conn. 


co 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 







In Business for Your Safety 
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CAPITAL 


INDUSTRIAL 


BRUSHES and BROOMS 








They meet ALL demands | 


@ When your customers come back 
again and again for CAPITAL Industrial 
Brushes and Brooms then you know you're 
selling the right line. This is the line of 
industrial maintenance equipment that 
works for you day in and day out—it's 


modern, practical, and complete. Your 
customers can expect longer wear and 
fewer replacements from every CAPITAL 
brush or broom they buy. Good busi- 
ness will be yours if you investigate 


NOW. 


. ae 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 








CAP SCREWS 
® 
SET SCREWS 


. 
MILLED 
STUDS 


= 
COUPLING 
BOLTS 


* 
SCREW 
MACHINE 
PRODUCTS 











A highly attractive repeat 
business-building line 


Ability of many plants throughout industry 
to use Ottemiller quality and ea 
as a basis for standardizing has resulted in a 
profitable repeat order business for many dis- 
tributors. The precision of Ottemiller screw 
machine products is a big factor in speeding 
assemblies and assuring strength and per- 
manency wherever they are used for holding 
purposes. 
} 
/ {}. 


WM. H. (Qo ML KOK CO. 
YORK, PENNA 





Here's an Item in 
a Class by Itself 


“BELT. 
SAVER” 
Pulley used 
on bucket 
elevator 


Used as a 
tail pulley on 
belt 


conveyor. 


Distributors selling 

“BELT-SAVER” Pul- 

leys know by act. 

ual experience that 

they are rendering 

an outstanding ser- 
vice to their customers. By replacing ordinary pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying 
hard or abrasive materials, conveyor belt life has been 
tremendously increased. Case after case is on record and 
open to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors proves that “BELT-SAVER” 
is in a class by itself. Full details on request. 
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BEARINGS 


SPROUT WALDRON & CO. ‘Jm 


MUNCY, PA. 


Manufacturing Engineers Since 1866 


CONVEYORS 
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Here is a product that can be 
used by all your industrial 
clients. 
Wherever constant power in a 
portable tool is needed, you 
can recommend Elliott Flexible 
Shaft equipment. These rug- 
ged, multiple purpose ma- 
chines are used in a large va- 
riety of industrial operations, 
such as grinding, snagging, 
burring, buffing, drilling, die 
finishing, rotary filing, cutting, =... 
sanding, and polishing. 
Supplied in pedestal, suspended, and bench types with 
plete line of attach Write today for Bulletin 448. 
Franchises are available for several desirable territories. 
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ment in the various categories of spe- 
cialty line of hard-hitting sales staffs who 
are armed with adequate product knowl- 
edge and who have the additional bless- 
ing of having behind them a full line 
house which can fill all of an order. 

“Above all,” he said, “one lesson to be 
learned from 50 years of experience is 
that to stay out in front requires an alert- 
ness to the constantly changing economic 
picture. With this alertness to change 
must be tied a flexibility which will per- 
mit shifts to match the changing picture. 
The man who puts his company to the 
fore and then thinks he can take it easy 
inevitably is heading for trouble,” Mr. 
Channon said. 

The history of Great Lakes Supply 
Corporation stems back to 1878 when 
Captain James Channon, then a master 
aboard Great Lakes sailing vessels, joined 
his brother, Captain Henry Channon, in 
the operation of H. Channon Company, 
ship riggers. About 1885, Captain James 
Channon left his brother to form a ship 
chandlery business with George C. Fin- 
ney. And in 1893 he resigned from Fin- 
ney & Channon to form the predecessor 
company to Great Lakes Supply Corpora- 
tion. In 1896 the company expanded its 
activities and added industrial supplies 
to its marine supplies and changed the 
name to its present one. 





Know 
The Answers 


to quiz on page 112 





ANSWERS: 


1. The smaller the diameter and the 
shorter the length, the greater the pres- 
sure resistance. 

2. (b)—rubber cement. 

3. If valve leaks, even slightly, heat is 
constantly entering the unused hose, and 
this speeds deterioration. 

4. By periodic check for leaking valves; 
by detaching hose from valves in the 
plant at night and during shutdowns. 
5. The inner fabric tube resists bursting 
pressure; the rubber exterior protects 
hose from abrasion and impact. 

6. (c)—heat and oil. 

7. Braided and wrapped. 

8. Braided—alternate layers of braided 
yarn and rubber vulcanized together; 
wrapped—rubber impregnated fabric 
plies are wrapped over a rubber tube, 
this is covered with rubber, and the 





Years Mean 
Nothing to 


2 BRONZE SEATS GROUND TO A 
TRUE BALL JOINT MAKE THEM 
LAST AND LAST! 





Darts don't die in a single service. Because of their two bronze 
seats, which are ground to form a true ball joint, they un- 
couple as easily as they close—may be used over and over 
again. Body and nut of high-test air-refined malleable iron are 
practically indestructible. 
Thus, in the long run, Darts 
cost least. 


sillllly 
% 
a 


Sell lasting satisfaction 
—Sell Darts. 


E. M. DART MFG. CO., PROVIDENCE 5, R. I. 
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Sek Simpler 
Yo. Z2 Yacks 


For General 
Mlaut Work 


Simplex No. 
22: 10-tons ca- 
pacity, 12'/" 
lift. Height 
closed 211/,". 
Toe lift 21/4" 
from ground 
level. Also 
furnished with 
non - rotating 
chain cap. 


Your customer may pay a higher 
price, but he cannot get a better 
jack than Simplex No. 22 for 
general maintenance work, mov- 
ing machinery, heavy crates, 
etc. This single-acting, ratchet 
lowering Jack combines speedy 
operation with lifting range— 
plus maximum safety. It has all 
the Simplex safety features, in- 
cluding drop forged alloy steel 
heat treated parts, unbreakable 
trunnions, cadmium-plated steel 
springs, and every Jack is tested 
before shipment to lift its full 
rated capacity on the toe. 

It's listed in our new pocket 
catalog No. 45—do you have a 
supply? 


Templeton, Kenly & Co. 
Chicago 44, Ill. 


Better, Safer Jacks Since 1899 





MEET ALL YOUR CUSTOMERS’ NEEDS WITH 


WiLCox “Dependable” 
DROP FORGED HEAVY HARDWARE 


When customers buy chain and wire or manila rope, they also need 
Shackles, Thimbles, Turnbuckles, etc. to complete the job. There's extra 
wlume for you in sales “tie-ins” with WILCOX Drop Forged Fittings. 





WILCOX SHACKLES — Drop forged from the finest steel, 
under rigid quality-control which assures maximum 
strength, safety and service. 


Anchor Shackles (Screw Pin) 

Anchor Shackles (Round Pin} 

Chain Shackles (Screw Pin) 

Chain Shackles (Round Pin) 

Safety Shackles eed Type) 

Safety Shackles (Chain Type) =" 

Weldless Drop Forged Steel — 
Hot Dip Galvanized or Self Colored. 











We can make prompt shipment of WILCOX Drop Forged Wire 
Rope Clips and Sockets, Connecting Links, Turnbuckles, Thimbles, 
Hooks, Eye Bolts and Ring Bolts. 


Give your customers full satisfaction with the complete 
WILCOX line. It builds consistent, volume, ee business. 


Pays to Sell Wi.Cox 


It Pay ; EN 
SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 


Stainless 
Steel 
1) - BOLTS 
Be SCREWS 


AA 
NUTS 


C OL WASHERS 


Magic Type 


dt a . 
EQUIPMENT _A Complete Line 
(aa) for Standard Avauapie trom of 

Type Taper i 
’ an Ge heaedasa Stainless Steel 

Type Taper 

Shank Drills BOLTS SCREWS NUTS 
(e) blank q i n- A Be 
is for Hand T ° 

for Hand ioe , 








\ 


A 


MUU lag 


a 


{ ~~ 


PEC Cneen eye 
Wet 


Taps Gis 


‘e) for Straight r rial 
ee Sh k Drills WASHERS RIVETS FITTINGS 
u ir using up A I s 5 4 en A T an 
Soe ee tole 
e or : Monel, A 
broken shanks 
® Taper Tools made 
by men experienced 
in their manufacture 
—we can give im- ° 
mediate attention to ; 
a | customer's or- « 


dtuinless 


SCREW & BOLT CORP. 


THE COLLIS opal 121 Church S¢ 


CLINTON, IOWA New York 7, N. Y, 














MILL SUPPLIES © JULY, 1946 





whole is vulcanized. 

9. (d)—use a smaller coupling. 

10. (c)—condense the steam and create 
a vacuum which tends to pull the tube 
away from the carcass. 

11. (d)—installing a vent or relief 
valve in the line. 

12. Hang the hose near the outlet valve 
on a rack designed to eliminate single- 
point suspension and distribute weight 
over part of the hose length. 

13. Use a short length of hose where 
flexing or strain occurs, and replace it 
when it shows serious wear. 

14. Approximately five; bursting pres- 
sure should be about five times working 
pressure. 

15. (a)—covered with a spiral wrap- 
ping of wire. 

16. (b)—an oil filter. 

17. (b)—a cool, dry, ventilated room. 
18. (c)—hardens and cracks the rub- 
ber. 

19. Burrs and sharp edges, which 
should be removed. 

20. Prevent kinking; don’t drag over 


rough surfaces or around sharp corners; | 
keep away from hot objects, acid fumes, | 


and oil in any form. 

21. Compressor, oil filter, fittings, main- 
tenance tools, 

22. Impact tools. 

23. It can be covered with woven 
asbestos. 

24. (d)—promptly cleaned. 

25. Use a hose with synthetic oil-resist- 


ant tube and internal and external wire | 


windings. 





Trade 
Literature 


(Continued from page 212) 





hammers, riveting hammers, compression 
riveters, air hoists, special air motors and 
accessories are listed.—Keller Tool Co., 
Grand Haven, Mich. 


VALVES—Placing emphasis on basic 

principles of manufacture and the 
way in which a valve user benefits from 
scheduling, production, inspection and re- 
search procedures, a new booklet takes the 
reader on a trip through the manufacturer’s 
plant.—Edward Valves, Inc., East Chicago, 





Your Customers’ Products 


Tt A 


of safe, assembly-speeding 


Western 
Socket Cap and Set Screws 


Today’s buyers demand more attractive 
streamlined products, which puts most of 
your customers in the market for Western 
Socket Screws—the ideal fasteners to 
achieve the smooth graceful surfaces re- 
quired, free from unsafe, unsightly pro- 
truding bolt heads, especially on moving 
parts. And also important, these flush-with- 
surface screws do not increase manufacturing 
costs. Their heat-treated alloy strength 
permits use of fewer screws; precision- 
made and fully inspected, they fit instantly, 
cutting assembly time and expense —a 
profitable sales argument for you. 





It pays you to write today 
for the informative catalog 
of Western Socket Screws. 





Western Automatic 


722 Lake Ave., Elyria, O: 


Ind. Machine Screw Company an f 


4 VALVES—A bulletin describes and il- 
lustrates 20 basic designs of improved 


el: adage —_— ae S Asse lies Since 1873 
cilewy‘ aid: vellel vilees. ‘Tho wales ln ener Precision: Screw Products, Parts and Assemblie 
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“Retool with Reltool!” 


A Representative Line of 
FINE METAL CUTTING TOOLS 


The Reltoo! Line of metal cutting tools takes care of the volume re- 
quirements in the field of metal cutting tools; gives the industrial 
distributor continuous, profitable turnover on items for which there 
is constant demand, 

@ METAL SLITTING SAWS 

The Reltool “Saw Line” includes: High Speed Hollow Ground Slit- 
ting Saws, Screw Slotting Saws, Metal Slitting Saws with Side Chip 
Clearance, Metal Slitting Saws with Staggered Teeth and Side Chip 
Clearance and Formed Tooth Copper Slitting Saws. 

@ COMBINATION CENTER DRILLS 

Reltool Combination Center Drills, both Regular and Bell Type, are 
made in both the Standard and the new SHOCKLESS Design, which 
reduces breakage to a minimum. Both types embody features which 
result in greater cutting efficiency and longer life. 


@ TOOL BITS 

Reltool bits are made in three grades, UTILITY for general use, Pre- 

mium Cobalt #8 and Premium Cobalt #12, both ground on 4 sides, 

for heavy duty lathe and planer work on cast iron and alloy steels. 

@ SPECIAL CUTTERS ; 

Reltool Rotary or Slitting Shears and Discs and Circular Knives are 

made only on special order, to customer's specifications. 
cossmanion DISTRIBUTORSHIPS AVAILABLE 


CENTER DRILLS Qualified Industrial Distributors who can provide adequate 
yon ny sales representation are invited to consider the Reltool Fran- 
chise. A number of choice territories are still available. 


Reltoot corporation 


\ RELIABLE METAL CUTTING TOOLS 


710 WEST MICHIGAN STREET MILWAUKEE 3, WISCONSIN 

















Since (903° 


Strand Flexible Shaft Machines have answered the call for 
portable, rotary power with efficiently designed, solidly con- 
structed flexible shaft machines that insure constant speeds with 
dependability and greater operator convenience. 

If your job calls for grinding, polishing, buffing, sanding, drill- 
ing, reaming, screw-driving oi nut-setting—especially in out-of- 
the-way places, a Strand machine will do it faster, better, and 
stand up to it longer. Hundreds of attachments can be easily 
interchanged. 125 types and sizes. Models include vertical and 
horizontal type machines from % to 3 H.P. Distributors in all 
principal cities. 

Send today for 112 page catalog showing coniplete line. 


Strand N. A. STRAND & iia 


~ ) +N WOLCOTT AVE. CHICAG 
Pt Shar T: ae 
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Speeanst Way to 
LOCATE CENTERS 


MASTER OPTICAL 
i, 


CENTER ¢ LOCATOR 


Your customers will be asking about the 
new Center-Locator that saves time and 
makes a drill press do the work of a jig 
boring machine. Holes are drilled and 
spaced to within .001" . . . round holes 
drilled in the material . . . holes counter 
bored with an ordinary drill . . . no drill 
run-outs. Enthusiastic machinists claim it 
is the simplest, speediest, most positive 
and accurate method of locating centers 
and drilling holes yet devised. HOW 
TO OPERATE: Simply lay out work with 
height gauge, locate center through the 
powerful magnifier — then replace magni- 
fier with any of the 16 drill bushings fur- 
nished. Ask for literature. 

Advertised in Leading Trade Journals 


MASTER SPECIALTY COMPANY 





3008 E. Lake St. ° Minneapolis 6, Minn. J 








NEW! Takes but a second 
to close or opén! 


Gee" QUIKCET VISE. 


CHECK THESES 
FEATURES 


Ready for further work without adjustment. 
Prompt Shipment 
Write for Complete Catalog 
of Speed Clamps and Vises 


G AND SPECIALTIES COMPA Y 


+ Chicago 22, Ilino 





Ne 
Pr 


tion were developed for the chemical, petro- 
leum, marine and equipment-manufacturing 
fields. Construction and operation specifica- 
tions are given.—Farris Engineering Co., 
Palisades Park, N. J. 


VALVES—A 12-page booklet contains 

descriptions and illustrations of con- 
trol valve operating units. It contains factual 
data that can be used in writing up an 
order or specification on machinery and 
production equipment. Also listed are air 
valves, hydraulic valves, descaling valves and 
swing, rotating and ball bearing joints.— 


Cc. B. Hunt & Son, Inc., Salem, O. 





New 
Products 


(Continued from page 103) 





can be instantly located in any position, 
being threaded into a shoe located in ring 
on nose housing. To locate handle in new 
position, operator loosens it with 1% 
counter-clockwise turn, moves to desired 
position, then locks handle securely by 
4 clockwise turn. The drill has a speed 
oi 1000 r.p.m., weight of 6}-lbs. and over- 
all length of 854-in—Aro Equipment 
Corp., Bryan, O.—Mut. Suppties, July 
1946. 


Lathe File 
Carbide 


cl oe 


A NEW LIGHT WEIGHT cemented carbide 
file for bronze, brass and gardened steels 
is now available. The Carboloy insert 





GREAT athletes, like great 
chains, require tremendous stami- 
na. Many TAYLOR MADE Alloy 
chains — put into service before the 
war—are still in use. Here are the 
reasons why. Alloy steel with twice 
the tensile strength of wrought iron, 
stress-free links made from two U- 
shaped half links and trained experi- 


Tayo MaDE- 


enced craftsmen are united to give 
you chain that has great resistance 
to shock... grain growth and 
work hardness. When you buy 
chain, buy TAYLOR MADE chain. 
See your mill supply distributor or 
write the factory direct. 


S$. G. TAYLOR CHAIN COMPANY, 
Dept. M7, Box 509, H 


d indi 
’ 








hotw “THE BEST BY TEST SINCE 1873." 
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UPLE- 
Con with 
LE=-HI the HOSE 
COUPLING LINE 
that really SELLS! 


CONSIDER THESE FACTS — 
THE Pe ccsqaad experi- 


product better! &, S j 


Saletx BELT LACING 


REG. U.S. PAT. OFF. 


nae le is easy to apply with any standard make 
are precision made, complete! 4 


Aye belt lacing machine, lacer, or it can be 
ng tage maging og LEHI applied with a hammer by using the in- 
have 4 


other sim 
Couplings 
the job! 


expensive Safety Tu-way Lacer. 


Safety's patented binder bars hold every 
hook in exact alignment, distributes ten- 
sion uniformly over the full width of the 
belt assuring efficient performance and 
long life. They also lap snugly over and 
protect belt ends and prevent belt fraying. 


SAFETY BELT-LACER CO. 


5388 N. Menard Ave. Chicago 30, U. S. A. 


“PRECISION BRAND 








Se 


° TIME. 
° WASTE 
* BOTHER 


: | CONVENIENT TO USE 


HOSE ACCESSORIES CO. ae 4 IN 1 ASSORTMENT 
2714 W. 17th Street, Phila. 32, Pa, | “S - . BRASS or STEEL = —> 


Ga Contains an assortment in most 
populer sizes of Precision Brand 
Shim Stock. 4 seperate thick- 
nesses 6x50” each. Tota! 1200 
squore inches. Put up in easel 
type display dispensers cello- 


SELLS SEU i) | ‘ : ; , : ’ phone wrapped. 
SEU! } SHIM PACKETS 
v BRASS or STEEL 
LE-Wi Series 100-8 Flat Stock—Total 6 Pieces. Each 33/,%x6” SINGLE ROLLS 
Universai Type Nese —120 sq. in. 2 pieces each .001, .002, BRASS or STEEL a 
Cc i 17 Air .003. 48 packets to the box. Single rolls 6”x100” 
SS, each. 600 sq. in. to 


alk the carton. All popu- ©. = 
r lar thicknesses. 
These feoturas moke ' ; Celloph 


# EASY! 


QUICK ACTION—Fast, easy — 

coupling and uncoupling. SHIM STEEL 

POSITIVE LOCKING—Se- : HEAVY SIZES 

Cons. Fully interchangeable. a Me a: 

LONG LIFE —B Alloy nesses up fo . - Comptete range. 

resists rust and corrosion. CONSULT YOUR JOBBER 

Heavy construction that can # REG.U.S. PAT. OFF. 

really “take it,’ 

Watch that sales curve go up when PACKAGE GOODS DIVISION 
ene parade PRECISION STEEL WAREH IN 

LE-tit MAKES A GOOD CONNECTION! Srvysoorile TEI HOUSE, INCORPORATED 


KINZIE 





moisture-proof. 


an fell: 
LLINOIS 
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is 4-in. long by 34-in. wide and is a single ° n 
cut with 34 teeth per in. on the same j len 

angle as standard mill files. The one- nN CS in a l 

piece insert may be turned over and the 


opposite face used when one side be- REAL MONEY 
comes worn. The holder is of aluminum, 


for light weight. The new tool is designed 


primarily for deburring or chamfering . 
hardened steels which must be operated | [Investigate p il ptal— 





at speeds of 450 ft. per min. on engine 
and turret lathes—Henry Disston & 


Sons, Inc., Philadelphia —Mut Surp.ies, T 
July 1946 ke VEW 
Fluorescent Lamp FLEXARD 


4500 Degree UNBREAKABLE 


INTERCHANGEABLE with fluorescent lamps | HACK SAWS 


of the same wattage ratings now used in 
existing fixtures, a new 4500 deg. white 
lamp, in 40 watt T12 and 100 watt T17, 
is now on the market. The lamp is offered 
for many applications where lighting can 
be improved by using a colored light 
source “warmer” than standard 6500 deg. 
daylight lamps and “cooler” than the 
standard 3500 deg. white types. Initial 
ratings for the lamps are 50 lumens per 
watt for the 40 watt size and 40 lumens 
per watt for the 100 watt size.—Sylvania 
Electric Products, Inc., New York.— 


Mix Suppuies, July 1946. PRICE LOWER 
QUALITY HIGHER 


Soldering Iron 


Heat Controlled Sell Your Trade These SAFETY Blades 
Here is an UNBREAKABLE BLADE 


your customers will buy again 


With improved manufacturing methods 
this blade offered at our new lower price 
enables you to offer a better safety and 
service hand blade with a lower price 
to your customer plus more profits to 
you with repeat ers. 


“Spartans Cut Cutting Costs” 
SPARTAN SAW WORKS, Inc., Springfield 71, Mass. 


AN IRON WITH BUILT-IN THERMOSTATIC rtd j ? 


heat control is now available in both 225 
watt and 450 watt sizes. The 450 watt 
iron, though having ample power for al- 
most any soldering job including sheet mM ET 0 FP + i TTI n G S A Ul c 
metal work, can be used for delicate radio 

work because the power is always kept 
under control by the thermostat. The 
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Milwaurce FILER! 


for Filing, Sawing 
Lapping, Trimming 


Users call this versatile, efficient, bench- 
type reciprocal filing machine “The Handi- 
est Machine in the Shop!" 


It is used in Tool, Die and Machine Shops, 
Foundries and Manufacturing Plants for a 
variety of Filing, Sawing, Lapping and 
Trimming operations. It permits quick, ac- 
curate set-ups, speedy inspection of internal 
filing and sawing... with instant return 
to original setting. Saw overarm is sub- 
stituted for file roller support arm in a few 
seconds. 


The Milwaukee meets the needs of the 
skilled toolmaker, promotes accurate work- 
manship on the part of any operator. 
Biggest Dollar Value in Its Field! 
Write for Literature... 


Inquiries are invited from responsible Industrial 
Distributors who wish to add a profitable, fast mov- 
ing item to their small machinery line. 


Ylwaiukee 


CHAPLET & MANUFACTURING CO. 





NEW SAFETY GUARD 


- One-piece, all- 
metal guard now 
available to all 
owners and pur- 
chasers of the Mil- 
woukee Die Filer, 
at slight extra cost. 
Easily installed; 
protects workmen 
from wheels and 
drive belt. Does 
not interfere with 
speedy shifting of 
drive beit. 






























610 W. VAN BUREN ST. 


A Modern Catalog 
For Standard-Shannon’s 
100th Anniversary 


¢ Tools Made of HIGH 
SPEED STEEL, are priced 
in red. 


¢Nationally Advertised 
Lines are tied up with 
manufacturers advertis- 
ing by use of their trade- 
marks. 





¢ Action illustrations dem- 
onstrate the use of many 
products. 

¢ Every Catalog is Printed 
from New Plates. 








WEINBERG & MOREE, Ive 


CHICAGO 7, ILLINOIS 
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Beek on Gam 
rtcen0-Seal™ 


HOSE CLAMPS 


FOR GREATER 
PROFITS... 


e EASY TO INSTALL 
© UNIFORM PRESSURE 
® LONGER HOSE LIFE 
e NO LOOSE PARTS 


© CAN BE RE-USED 
MANY TIMES 





AIRCRAFT STANDARD PARTS CO., INC. 
1777 WIMETEENTH AVE, ROCKFORD, ILL. 
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manufacturers state that one of the big- 
gest advantages of the iron is its fast 
heating time—only 90 seconds after plug- 
ging in it is ready to use. Because of the 
thermostat, the tips (of which there are 
seven different styles) never overheat and 
last longer.—Sound Equipment Corp. of 
Calif., Glendale 4.—Mu.t Suppuies, July 
1946. 


Valve 


Compressed Air 





A NEW Four-way hand-controlled operat- 
ing valve is now being merchandised. It 
is the full-ported poppet type, but instead 
of having the usual four poppets, it has 
only two. All ports are on one face with 
both outlet connections at one end to 
facilitate piping. There are no stuffing 
boxes or springs. Since all the working 
parts are contained in the upper housing, 
the installation of the valve can be made 
permanent without the use of sub-bases 
or mounting brackets. The removal of 
four screws permits the removal of the 
housing from the fixed base whenever 
servicing is required—Numatics, Mil- 
ford, Mich—Mut Suppuies, July 1946. 


Lathe Attachment 
For Small Parts 


DESIGNED FOR ATTACHMENT to either the 
Atlas or Logan lathes for the produc- 
tion of small parts automatically, a new 
lathe attachment has been put on the 
market by Dunn. It is claimed that a 
good many small parts, particularly those 
that require only form and cut-off opera- 
tions, now being produced on large auto- 
matics, can be done just as rapidly with 
the attachment, and with the same preci- 
sion. The attachment employs the use of 












Ao | 
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COMPLETE 
PROFITABLE 








DISTRIBUTOR 
SERVICE 


All requirements of grinding wheel 
users are covered by the 7 sizes in 
which Calder Dressers are avail- 
able. In spite of the ever-increasing 
demand for “Calder”, the needs of 
your customers can be met with a 
minimum of replacement parts and 
simple stock inventory. 


———— — The value of the Calder line has al- 


ready been established and is the 
result of faster cutting, greater ac- 
? { curacy in dressing and longer cutter 






























life. These advantages are being 
capitalized on by alert distributors 
everywhere. 


DIAMOND DRESSING TOOLS Calder Dressers feature cutters of 


Seas tackle tn the followin electric furnace-heat treated high 
ry sizes are qreliiie te Ge carbon tool steel, Greater hardness, 
— line: age de ye toughness and maintained clean, 
Pall aang ib ae sharp cutting action are assured. 
avafiable,  Caldecs uncondl- Bushings are threaded right and left 
tional Lee of a hand for automatic tightening by 
pent. Tay tig bony terms cutter rotation. They are long wear- 
user. ing, cannot become loose and are 








easily replaced when necessary. 





CALDER MANUFACTURING CO., 


PRINCE ST., LANCASTER, PA., U.S.A. 
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Sell tHE “Dexler wits NEW! 


with Confidence FERGUSON 


Here is an automatic air separator you can sell , 
over-the-counter with absolute assurance of cus- 
tomer satisfaction. It is backed by an unconditional 


: tT TY 
guarantee of performance as advertised or money TURN-IT-OVER 


refunded after 30 day trial. 


The Dexter Separator positively and continuously 
eliminates oil, moisture and dirt from compressed 
air lines — and does it without filters, moving parts 


or manually operated drains. 

It’s a “natural” to sell to customers who use air CO NVEYOR 
for spray painting, sand blasting, pneumatic tools, 
cleaning or drying purposes, pneumatic controls 
and instruments. 


All popular sizes available for immediate delivery. Now . . . a dual purpose con- 
veyor in ONE unit! 





Write today for jobbers proposition. 
Cash in on this market. 


The LEAVITT 


MACHINE COMPANY 
170 East River Street, Orange, Mass. 


Also Makers of Dexter Valve Reseating Machines 

















Yes ... simply turn it over and you 
transform the unit from one type 
conveyor to another. 


Write .. . right now . . . for de- 
scriptive folder and prices on this 
NEW dual-purpose FERGUSON 
“TURN-IT-OVER" roller gravity 


conveyor. 


WHEEL CONVEYORS 
ROLLER GRAVITY CONVEYORS 
BELT CONVEYORS 
PORTABLE BELT CONVEYORS 
DOLLIES 


Pas 


BRAKE Complete Labor Saving Material 
Write for complete 


decier information 1 DELETE ea 


\ (DI-AGRO pronounced “DIE-ACK-RO”) 
115 West Avenue 








JENKINTOWN PA. 





SO. « MINNEAPOLIS 15, MINN. 
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face cams to control the operation of 
rocker arms which, in turn, control the 


operation of form and/or cut-off tools at- | 


tached to them. Either circular or flat 
form tools or a combination of both may 
be used. The stock is cam fed through 
a tube by feed fingers.—Dunn Engineer- 
ing Co., Detroit 21.—Mitt Supp ies, 
July 1946. 


Plastic Hammer 
Double-Head 


SAID TO HAVE BEEN given severe tests un- 
der actual working conditions before be- 
ing put on the market, a new plastic, 
double-head hammer is non-breakable, 
fire proof, acid proof, non-conducting and 
light in weight. It is described as being 
particularly useful on flat metal surfaces 
where mars, dents and blemishes on dies 
and fixtures must be avoided. The base of 
the head is accurately machined from spe- 
cial aluminum alloys, securely fastened to 
the head but interchangeable. The handle 
is of hickory.—Schmidgall Mfg. Co., 
Peoria 2.—Miut Suppties, July 1946. 


Shop Elevator 


Low Cost 


TERMED A LOW Cost ENTRY in the portable 
elevator field, the Service Lifter is said 
to be ideal for a variety of uses. The 
compact unit can be used as a die table, 
lifter and transporter of heavy fixtures, 





' 


THE TOOLS 
GOOD 
WORKMEN 


/ 


To men who know and depend on good tools, the fine 
craftsmanship and quality materials that go into every pair 
of Klein Pliers are important. They know that the perfect 
balance—the spring to the handles—prevents tired hands. 
That the keen cutting knives give years of service. That the 
fitted hinge assures perfect alignment of jaws. That Klein 
Pliers will measure up to any job. 

Today, even though the full line of Klein Pliers is in pro- 
duction, the demand for these quality tools exceeds the sup- 
ply. However, keep Kleins on order—your requirements 
will be filled as soon as possible. 


This handy Klein Pocket Tool 
Guide—which shows the Klein 
line and contains other useful 
tool information—will be sent 
to you upon request. 


Since 1857 


us IKLEIN 


3200 BELMONT AVENUE om, gow Vem > 
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This Ad and others are 
appearing regularly in 
leading trade journals— 


—_ 2 


Am. Machinist, 
Motor, Tool & Die 
Journal, Southern 
Automotive Jour- 
nal, etc. 


Are you prepared to 
supply your custom- 
ers’. needs in TUBU- 
LAR MICROMETERS 
and SNAP GAGES 


Write for Discounts 
and Sales Helps 


TUBULAR 


MICROMETER CO. 


St. James, Minn., U. S. A. 











INSIDE MICROMETER SETS 
TU-MI-CO TUBULAR Construction— 
Ait ep light, easy to assemble and handle. 

All tips and. connecting surfaces are 
= <= lapped for lone, ‘trouble-free ser 

com 

pre. fens pa only rels, wrenches, 
TUSULAR MICROMETER co. 
MINN. 











"HH. K. PORTER, INC., BOSTON 49, MASS. 


the kind you know about 
— the name Porter on every 
handle and behind that name, 
nearly 70 years of reputation 
building service. 
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NOW You Can 
Answer Those 


Complaints! 


You hear them wherever you go: 
“There must be some kind of metal 
that will stand up better than this." 


"We could get better production if we 
could put Righer pressures on those 
hose lines." 


"I'd like to find some way to cut down 
our hose replacement costs." 


It will pay you to listen for complaints 
like those, for NOW you can answer 
them with 


MULCONROY 
HOSE SPECIALTIES 


Exclusive, special-purpose con- 
structions to supplement your 
present line of industrial hose. 


SELL MULCONROY FLEXIBLE 
ALL-METAL HOSE to replace the or- 


dinary kind that fails too soon . . . and costs too 


much . . . because it can't 
stand the pressure, tem- 
perature or wear involved 

in a particular application. (ioe 
SELL MULCONROY FLEXIBLE 
METALLIC "R. D. M." (Rubber- 
Duck-Metal) HOSE, where the best of 


«| conventional rubber hose wears, cracks, bursts or 


burns out at too costly a 
rate. There's a special 
“R.D.M."" hose that, size- 
for-size, will go far beyond 
the limits of ordinary con- 


structions. 


SELL MULCONROY FLEXIBLE 
"NEW PROCESS” HOSE where ali the 


strength, durability and safety of the other two 


types are required, but a 
tough, long-wearing, oll- 
resistant fabric cover will 
prove advantageous. 


Fifty-nine years of design and manufac- 
turing experience confined solely to hose 
specialties, is your assurance of saftis- 
factory service from every MULCON- 
ROY product. e 

important territories available. Write for catalog, dis- 


count sheet, suggested resale prices and other informa- 
tion. 


Where Others Stop!” 


MULCONROY COMPANY 


5329 JEFFERSON ST., PHILA. 31, PA. 





and for tiering boxes. It can also be used 
to load and unload trucks, drain drums 
and install machine parts. Hand crank, 
which raises platform 3-in. with each revo- 
lution, is removable, while a specially de- 
signed automatic clutch locks the load in 
any position. Specification: Overall 
height. 6-ft.;-lift of platform, 4-ft.; 8-in. 
from floor; lowered height of platform, 
5%%-in.; platform size, 24- by 24-in.; ca- 
pacity, 500-lbs.—Service Caster & Truck 
division, Domestic Industries, Inc., Al- 
bion, Mich.—Mui. Suppties, July 1946. 


Miniature Magnifier 
Vest Pocket 


A SMALL, COMPACT miniature magnifier, 
measuring 114-in. by 214-in. and weigh- 
ing only three quarters of an ounce, has 
been placed on the market. The manufac- 
turers advise that this item is the first 
with a rectangular lens, thus giving a 
much larger field of vision than usually 
obtained in miniature magnifiers. It is 
also said to be ground from the finest op- 
tical glass in such a fashion that distor- 
tion and aberration is eliminated. The 
unit has a magnification of 314 times and 





Prove it to yourself with FREE SAMPLES 


If the test of the pudding is in the eating, the test of an abrasive 
is in the grinding. It will pay you to test WELDISKS yourself -— 
to prove to your own satisfaction that WELDISKS are superior 
abrasives for use on high-speed pneumatic grinders as well as on 
any portable electric grinder. You will be amazed to find that 
WELDISKS outlast ordinary disks by as much as 2-to-1... partly 
because of their cold-setting cement (a scientific formula — not glue 
or resin) that actually improves with age, and partly because of 
their laminated backing of fibre for stiffness plus cloth for strength. 
A test of WELDISKS will convince you of their superiority. Write 
for free samples. State size of disk, grade of grit, and brief descrip- 
tion of work to be done. WELDISKS will be sent promptly without 
obligation to you. 


© Abrasive Products Inc 


% a2 Sta, Soa 
obey 4 
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POWER BLADES 


Keep your customers completely satisfied 
—and assure repeat sales—with extra tough, 
extra sharp SUPER-STERLING Power Blades. 
Made from the finest tungsten or molyb- 
denum high speed steel, they are attractively 
packaged. 


These fine blades are available in every 
standard specification. Also available in 12” 
and 14” lengths with the patented SUPER- 
STERLING Broach teeth. 


Switch to SUPER-STERLING and increase 
your saw blade sales — Write today for 
information on the complete line ... your 
territory may still be open. 


The Complete Line.....PLUS 


< DIAMOND SAW WORKS, | 
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BUFFALO 
CASTERS 


Series C Ball Bear- 
ing 
dou 


as side thrusts. To 
of many Buffalo 
casters. Write for 
catalog. 


e Industrial users of casters are 
impressed with the facts you can 
give them on Buffalo casters. 


Some of the products we make 
for you fo sell: 

¢ Ball bearing swivel casters 

¢ Ball bearing stem casters 

¢ Thread guard casters 

¢ Double wheel casters 

¢ Rubber wheel casters 
BUFFALO CASTER 
& WHEEL CORP. 

187 Breckenridge Buffalo, N. Y. 














A 
PROFIT 
PRODUCER 
That’s Easy to Sell 


Monarch 
one man 
Car Door 
opener 
Is a Fast Selling 
Profit item 
HERE'S WHY 


| One man instead of © gang con open the most 
| binding box car door 


@ Monarch Car Door 
ner. 
Write—Wire—Phone pom a ie, details of attractive 


MINING SAFETY DEVICE CO. 


| DEPT. MS-2 BOWERSTON, OHIO 





is, say the makers, twice as powerful as 
any other hand maynifier on the market. 
—Edroy Products Co., New York 17.— 
Mitt Suppuies, July 1946. 


Tool Bit 


Shearcutter 


THE MANUFACTURERS have announced the 
development of a new tool bit, termed 
revolutionary, which takes cuts two and 
three times -its nominal size. Utilizing 
the principle of molecular cleavage, this 
invention actually cuts metal with a knife- 
like action instead of chiseling it off, 
the makers say. Standard in size, the 
tool embodies a scientifically pre-sharp- 
ened cutting edge and chip pressure 
channel which insures true shearcutting. 
It is said that the tool may be used on 
copper, brass, bronze, plastics, cast iron, 
steel and other ferrous and nonferrous 
alloys without changing the original 
grind.—Fearless Tool Co., Los Angeles 
6.—Mi Supp.iss, July 1946. © 


Valve 
Cuts Turbulence 


A SOLID ONE-PIECE STEM and plug is em- 





In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc. —a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
tion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
end are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 


Type 330, at top, is made in 1/," to 18” sizes, 
with strainers of bronze, monel metal or 
18-8 stainless steel. Below are Y” strainers, 
type 340, available in /,” to 6” sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
straight flow, and offset strainers. 


KIELEY & MUELLER, rnc. 


MANUFACTURERS OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET ¢ NORTH BERGEN, N. J. 


ployed in the new 30 deg. globe pattern 
valve now on the market. The flow stream 
is carried through the valve in the direc- 
tion of the closing, which serves, say the 





66 YEARS OF CONTROL PROGRESS 
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Paper—Cloth— Combination 


© Silicon Carbide* Aluminum Oxide Garnet 
in full range of Standard grit sizes 


eLapping Compounds 


The Michigan line is known to manufacturers 
for the way it keeps them out of trouble ... 
for the wide range of production applications 
it meets, from snag grinding to precision 
lapping! ee 


Distributors like the Michigan line because 
it’s a quality line, which brings in repeat 
orders and allows a liberal profit margin. 
Write your name in the margin of this page, 
tear it out and mail it to uu—-GET OUR 


DEAL—Youw’ll find it mighty interesting. 
a es o a 


Ihe a ew ee 


aA s 
OVE’ COTTE a of 
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BEHIND THE FINEST 
OF PRESSURE GAUGES 


Powerful advertisements like this are 
telling the Marsh story to your cus- 
tomers every month in a long list of 
business publications. 


It will pay you to tie in with this 


telling of the Marsh quality story to - 


every important field—a story that is 
confirmed by the performance of the 
hundreds of thousands of Marsh prod- 
ucts now in service. 

Marsh Gauges and Dial Thermom- 
eters have become “The Standard of 
Accuracy” in every branch of industry. 
‘Marsh Traps include all basic types 
for a wide range of service require- 
ments. Marsh Heating Specialties in- 
clude radiator traps, air valves, vents 
and packless radiator valves in a com- 
plete range of types and patterns. 

Write for latest information and prices 

JAS. P. MARSH CORPORATION 


2079 SOUTHPORT AVE., CHICAGO 14, ILL. 
Export Dept.: 155 E. 44th $1., New York 17 





the gauge 
with the ” 
“RECALIBRATOR 


- i nd 
Marsh “Recalibrator runt hes been 
ta gov sD 
vauel best cof cadiustment—the finishing 
La 


touch to @ superlative gavge- 


MARSH 


GAUGES © VALYES « TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 


The 











manufacturers, to eliminate turbulence 
almost entirely. Expansion takes place 
directly into the downstream line after 
the flow has passed through the valve, 
thus wire drawing and cutting action is 
almost entirely removed. The valve stem 
is not directly carried by the handwheel, 
which removes any chance of the stem be- 
coming distorted or bent. All threaded 
surfaces and operating parts are pro- 
tected from paint, dirt and damage by 
an encasing cap shield. Essential oper- 
ating parts are provided with constant lu- 
brication by a special factory-sealed 
process.—Grove Regulator Co., Oakland, 
Calif —Mit Suppuies, July 1946. 


Flush Ball 
Longer Life 


A NEW TOILET TANK flush ball has been 
developed incorporating several new fea- 
tures. It is in three parts. a synthetic 
neoprene rubber base, a polystyrene plas- 
tic top and a patented expandable plug. 
The rubber base is so molded that uni- 
form wall thickness is maintained, mak- 
ing it possible for one ball to fit all size 
valves. The manufacturers say that the 
plastic top is a further guarantee to main- 
taining the ball’s contour, and that the 
reaction of the plastic to water is nega- 


tive thereby preventing the rubber from | 


collapsing from steady usage.—Rayco 
Co., New Haven 11.—Muu Supptirs, July 
1946. 


Knurling Tool 
Automatic And Hand 


A NEW TYPE OF KNURLING TOOL for use 
on both automatic and hand screw ma- 
chines has been announced. This turret 
tool permits high-speed precision knurl- 
ing behind shoulders or at any distance 
from the end of the work, without using 
back rests. During advance and with- 
drawal, the knurls clear the maximum 








ER DIVIDEND 
SYLVANIA SUGAR 








Dexter Valve Reseating 
PAYS OFF! 


Here is absolut-— 


@ The Dexter Machine 

it, one man reseats wu 
valves right on the line 
no replacement, and onl) 
needed to do it. No mai 
use valves, you need . 
Reseating Machines an. 
the outfit that converts 
into a paying investment 
coupon today. 


Jobbers Wanted 


The Leavitt Machine Company 
170 E. River Street 
Orange, Mass. 


Please send information on how a Mill 


Supply Dealer can make money selling 
Dexter Valve Reseating Outfits. 


Name 





Title__ 





Firm 





Address 
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WITH POWERFUL PRESSES 
THAT NEED NO POWER 


It’s as easy to sell as it is to use 
FAMCO Arbor Presses. They re- 
deliv no power... yet an arm can 
eliver up to 15 Tons pressure. 
Famco Cost-Cutting” Machines are 
also easy to install and are space 
savers. They're portable—just the 
thing for doing hundreds of assembly 
and dismantling jobs. Two of the 
32 ruggedly constructed bench and 
floor type models available are illus- 
trated above. The line includes 
plain lever, simple ratchet, or com- 
bination compound and _ simple 
ratchet types. Investigate the many 
sales features of Famco Machines. 
Write today for catalog and in- 
formation on distributor franchise. 


Famco Foot Presses for light form- 
ing and stamping are available 
in 10 models (for bench or floor 
mounting). Low in cost; low upkeep. 





Famco Foot Powered Squar- 
ing Shears will cut up to 18 
gouge mild steel with ease, 
accuracy ond speed. Rug- 
gedly constructed and avail- 
able in five sizes. 





FAMCO Machine COMPANY 
1321 18th St. © RACINE, WISCONSIN 








ARBOR PRESSES © FOOT PRESSES 
SQUARING SHEARS 


246 








DISTRIBUTORS 


Meet Toughest Belting 
Requirements with "BUFFALO" QUALITY 





@ The Solid Woven Cotton Belting illustrated 
and the Buffalo products listed below are building good will 
for distributors everywhere by delivering Jong, dependable 
service wherever they are in use. 


PlasTex Food Conveyor Belting 
Paraffine Treated Belting 
Sifter Brushes—Buffalo Webbings 


Write Dept. B for Complete Information 


BUFFALO WEAVING .& BELTING COMPANY 


Buff N New York 
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EVERY FACTORY ADVERTISING 
NEEDS GOOD 
CLEANING TOOLS LIKE THIS 
+ CADILLAC WILL 
PROVE BEST 


‘ ‘ 


TWO MINUTES, ) 
PLEASE | | 


Take a minute to tele- 
phone your mill supplies 
dealer and request deliv- 
ery of a CLEMENTS- 
CADILLAC CLEANING 
TOOL. Take another 
minute to convince your- 
self how easily this pow- 
erful, portable cleaner 
does a thorough cleaning 
job. . . yes, it takes just 
about a minute to elim- 
inate hazardous dirt and 
dust from most any ma- 
chine. 











DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN-DEMANI 
CLEANING TOOL 





This Powerful 
Combination 
BLOWER and 
SUCTION CLEANER 


blasts damaging dirt and | AMS UB BED, 
dust from hard - to - get - at IN LEADING 
places ... INDUSTRIAL 
MAGAZINES 


A 


TIME-SAVING © EASY-TO-USE 
CLEMENTS 


CADILLAC 


portable electric 


CLEANING TOOLS 


Will save your equipment 











IF YOU 
WANT A 


SELLER 
WRITE US 
FOR DETAILS 


Manufactured by 


+ CLEMENTS MFG. CO. 
j 6624 S$. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 
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stock diameter of the machine. Advance 
of the tool is stopped wherever desired 
when its two adjustable operating studs 
meet the spindle nose guard of the ma- 
chine. As turret advance continues, the 


two knurls—carried by spring-loaded | 


sliding wedges—are forced radially into 
opposite sides of the work, simultaneously 
and to equal depths. When the turret is 
backed off, the knurls separate fully and 
automatically to permit free and rapid 
withdrawal.—Barnaby Mig. & Tool Co., 
Bridgeport 8.—Mu.u Supp.irs, July 1946. 


Paint Anchor 
For Old Finishes 


A CLEAR LIQUID SUBSTANCE, developed to 
prepare paint, enamel and varnish glossy 
surfaces for covering coats, and for re- 
moving wax and grease, has been devel- 


oped. The liquid, known as Hold Tite, 


added to new paint in a ratio of 14-pt. 


to one gallon of paint will cause new paint 
to bind or anchor more tenaciously to 
old surfaces. Wiping the old surface off 
with a cloth dampened with Hold Tite 
quickly cleans and deadens surface gloss, 
say the manufacturers.—Gillespie Var- 
nish Co., Jersey City 6.—MILL SupPLigs, 
July 1946. 


Machine Vise 


Maximum Capacity 


Utitizine 90 percent of the longitudinal 
capacity of the flat table surface of any 
machine with “T” slots, a new machine 
vise can be adjusted to hold work from 
zero to the maximum capacity of the 
table. The unit does not incorporate the 
usual vise base, but makes use of the flat 
table surface of the miller or other ma- 
chine, thus allowing the full capacity 
from table surface to cutting tool, as well 
as full length. The vise is of heavy semi- 
steel castings, heavy ribbing, steel jaws, 
heavy 1-in., 6-thread steel lead screw and 
bronze nut—both running in oil. True 
alignment is assured by keyway in the 








Experience gained over the past seventy 
years has been applied in the development of 
JACKSON products to make them sturdy, de- 
pendable and long-lived. JACKSON products 
offer the outstanding advantages of having 
been time-tested and proved under practically 
every service condition. There are no “weak 
sisters’ in the Jackson line. 


From one source of supply it is therefore possi- 
ble to meet all requirements of your industrial, 
railroad, contracting and road-building custom- 
ers. These users have supplied the proving 
ground from which has grown their preference 
for JACKSON products. The preference on 
which alert distributors are building wider and 
bigger business. 








JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 


Est. 1876 
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AS: another example of how Curtis Air 
Cylinders speed up production, make 
material handling easier, and save man- 
power for other jobs. Curtis Air Cylinders 
in this large foundry quickly, easily, and 
accurately handle heavy molds. 

Curtis Air Cylinders and Air Powered 
Hoists are engineered to meet your custom- §& 
er’s individual requirements — designed to » 
handle practically any lifting, pulling, or 
pushing operations — they are saving time, 
labor, and cutting costs in hundreds of 
industries today. 

They provide exceptionally accurate con- 
trol of loads, cannot be injured by overload- Wi 
ing, and because of their simple, rugged 


in| 
construction, with only one moving part, ties 
they'll stand up under the heaviest kind of continuous service. 
P 
It will pay you to send for Bulletin A-4-B, which gives full information. - 
pay § or oh 
CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company kee 
1919 Kienlen Avenue, St. Louis 20, Missouri INDUSTRIAL NEED pics 
Established 1854 din 
CURTIS sr. touts + New YORK * CHICAGO * SAN FRANCISCO « PORTLAND Protect workers in hazardous He 
suicidal Ricca aah Somleebabebi cus ael iss aise ras jobs, conserve precious man ove 
hours with ADVANCE Safety nis 
ALWAYS A DEMAND FOR THESE Clothing. Every garment, every rul 
glove designed for greatest an 
. freedom of action plus maxi- cal 
DRI LLIN Gano TA PPI NG mum safety and protection. The op) 
* PRODUCTION BOOSTERS ADVANCE line is complete— dre 
including leggings, aprons, 49, 
ra Suits, chaps, sleeve and arm 
TAPPING ATTACHMENTS OPERATED | @Memw | protectors, asbestos gloves, 
Make 2 high-speed. sensitive 00T - steel reinforced gloves and Le 
tapper of fhout | TAPPING MACHINE | pads, etc.—each thoroughly 
Qadly om i Has hair-trigger sensitive | ag tested under actual working 
a ee i" taps. QUIL central friction myn me 3) conditions! 
CLAMPS available to assure automatic f lente Woes . By the makers of the famous 
wo “ein detells ae the opere- “TIGER-GRIP” Gloves 
d SOLLETIN No. 2 oo has to do is feed ~ Send For N. 
ask for 7 and step on en or ew 
weal. Unskilled operators CATALOG g 
RILL CHUCKS can maintain — re ADVANCE'S new 
KEYLESS D to 12,000 holes | 4 complete catalog 
acon of key speeds rates UP | pictures and de- 
Elimination ves energy. per hour. . scribes our full 
up —_— . ‘deal for For full nny 4 f uipe of peocective 
mates “qperetart. Also ask for BULLET! . , gloves, Lo 
woe slipping and fe poaneel pacbese 
5 en : iqhest que’ 
* tightening. Fg eruction TAP CHUCKS | ei ee 
ity Seca em hard service. Grip is visible. as Better y Purpose 
ess r ° s ° 
5 sizes for No. ° ble 2 proper. nett aleeni for 
drills. —— . every time taps D 
ale dt . VANCE 
po po teil dotelle, ‘ For full og 6 A 
eTi e. ULL . 
ask for BULL ask for 8 GLOVE MANUFACTURING CO. fo 


Write ter te Betletins ond ~ 
eraiis o e ecier set-up DETROIT 26, MICH. 
ETTCO TOOL CO. 600 Jehnson Ave., Brooklyn 6, N.Y. 


Detroit. Toledo» Chicago+-Rome, Ga. 
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base, riding in the “T” slot. The vise 
is manufactured in 5-, 7-, and 9-in. jaw 
widths.—Porterfield Mfg. Co., Los An- 
geles 21.—Mut Suppties, July 1946. 


Load Cart 
Drop Side 


WITH A DROP SIDE so designed as to lock 
in eldsed, half-open, or fully opened posi- 
tion, a new load cart has been placed in 
production ‘by Market Forge. Capacity, 
when handling such materials as coal, 
sand, ashes, etc., is approximately half a 
ton, with volume of 221% cu.ft. Inside 
dimensions are 60-in. by 36-in. by 18-in. 
Height of bottom above floor is 18-in., and 
overall height 36-in. Wheels may be fur- 
nished in pneumatic, semi-steel or cushion 
rubber, and are 16-in. in diameter. Larger 
and smaller size carts are available and 


can be furnished with drop sides on the | 


opposite side of the truck or with two 
drop sides.—Market Forge Co., Everett 
49, Mass—Mit Supputrs, July 1946. 


Loop Forming Vise 


Wire Rope 


A NEW visE has been developed which 
forms a loop in wire rope by simply turn- 
ing one hex nut with an ordinary wrench. 
The vise automatically compensates for 
rope sizes within its designed range and 





The new BLU-MOL 
“TENSIOMETER” 


offers longer blade life, 
more accurate cutting 


A small cylinder quickly attached to hack saw machines, the Blu-Mol “Ten- 
siometer” improves performance and cutting life because it applies the exact 
tension required by any size blade on any type of work. By positively 
controlling any desired tension from 0 to 4,000 pounds, the Tensiometer 
definitely: 


1. Improves the accuracy of cut. 
Maintains constant tension in spite of length- 


ening of the blade due to. heating and eye 
elongation. 


Absorbs shocks, minimizes blade breakage. 
Promotes faster cutting. 


Greatly increases the cutting life of any blade. 


There is nothing else like the Blu-Mol Tensiometer. 
It is an exclusive Millers Falls development. It is 
merchandised as a service through Millers Falls 
distributors of Blu-Mol high speed molybdenum 
and tungsten high speed blades. 


This is the most sensational merchandising oppor- 
tunity in the hack saw field for years. Write us 


ils. 
MILLERS FALLS today for further details 


TOOLS 
f One Thing in Common — Quality! 


MILLERS FALLS COMPANY 


GREENFIELD ° MASSACHUSETTS 
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by carrying the complete 
CLOVER LINE 






_ 


CLOVER COATED ABRASIVES, —in aii grains, 
grades, backings, coatings, sizes and shapes. 


ee 









CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


a 









CLOVER GRINDING WHEELS, —technical, 
general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is e// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. co., Norwalk, Conn. 


CLOVER 


ee 











wyco 
INNERLINER 


Makes core run more 
smoothly. 


Transmits more power. 
Prevents excessive 
wear. 


Protects plane wire 
core from frictional 
contact. 


Prevents core erystal- 
lization — prolonging 
life. 

Insures cool and truer- 


running shafts, free 
from vibration. 








When you need a replacement shaft, see 
that it is a WYCO. Turn that extra motor 
into a flexible shaft machine with a WYCO 
—¥2 HP Shaft 6 ft. long complete with 
coupling to fit your motor—$28.25—other 
sizes from 4% to 2 HP. Remember WYCO 
Shafts include the greatest advance ever 
made in flexible shafting — the WYCO 
Patented Non-Metallic 
There are no kicks about shaft 


breakdowns when it's a WYCO. wvC0 
Send for catalog. 


WYZENBEEK & STAFF, INC. 
344 W. HUBBARD ST. 





CHICAGO 22, ILL. 


Innerliner (left). 
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A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
ind try wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 





Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


. WESTERN CHAIN CO. 


1819 NO. BELMONT AVE. 
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holds the loop firmly through the splic- 
ing or clamping operations. The unit is 
equipped with a swivel base, allowing op- 
eration in~ either ‘vertical: or~ horizontal 
position, and the base rotates through 360 
deg., clamping in any desired position. 
The vise illustrated takes rope sizes 14- 
in, through 44-in., while a larger model, 
equipped with hydraulic booster, accom- 
modates rope %%-in. through 114-in.— 
Nunn Mfg. Co., Evanston, Ill—Mu 
Suppuies, July 1946. 


Utility Tool 
Flexible Shaft 


WEIGHING BUT 8-LBS., a portable flexible 
shaft utility tool capable of getting into 
small corners and tight places, is now in 
production. The unit is equipped with 
a No. 0 balanced Jacobs chuck to handle 
all drills grinding wheels, buffers and 
countersink bits with shanks of 1-in. 
diameters or less, and is powered by a 
1/15-hp. motor. Shaft is 364-in. long, 
and normal speed of the handpiece is 500 
to 3000-r.p.m. at gear reduction end. 
Speed is controlled by foot rheostat.— 
Dumore Co., Racine—Mit. Svuppuies, 
July 1946. 


Saw Horse 
Folding 


CLAIMED TO BE equally as sturdy as any 
one-piece, a new folding saw horse as- 
sembled with 14-gage steel hardware is 
now being marketed. It presents the usual 
2-in. by 6-in. by 42-in. white pine top and 
a 9-in. by 36-in. tool tray, but in knocked- 
down form is only 8-in. by 8-in. by 42-in. 
and occupies less than one quarter of the 
storage space required by a one-piece 
horse. All hardware is out of the way, say 
the manufacturers, and there is no chance 
of nicking saws or other tools.—Unique 
Tool Products Co., Chicago.—Mutu Sup- 
PLIES, July 1946. 


DISTRIBUTORS 
get COMPLETE 
COOPERATION 








? 


To maintain the OTC 
Basic Service that has 
built a continuously in- 
creasing demand for 
OTC TOOLS, and to as- 
sure each OTC Distrib- 
utor a real opportuni 
in his trade area, OT 
is committed to the fol- 
lowing policy: 


1 to grant the OTC Franchise 

only to selected distribu- 
tors with organizations and 
facilities that measure u 
to the high OTC standards 
and to the Market Possibil- 
ities of the OTC line. 


to back up OTC Distribu- 
tors with complete, whole- 
hearted cooperation in tool 
engineering service, in 
sales educational effort, in 
advertising and selling 
help. 

3 to protect the interests of 
OTC Distributors by main- 
taining fair prices and 

rofit margins and by re- 
erring to each OTC Dis- 
tributor all inquiries from 
his territory. 

Full details are given in booklet 

"OTC Merchandising Plan”. 

Write for a copy. 


OWATONNA 


TOOL CO. 
312 Cedar Street 
Owatonna, 
Minnesota 
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MAINTENANCE 
TOOLS 





CHICAGO “Sefety Pius” line 
includes: 


Socket Head Cap Screws 
Socket Set Screws 


e Stripper Bolts 
ya Square Head Dog Point Set 


Screws 


ee ” Socket Pipe Plugs 
SAFETY PLUS”PRODUCTS | z= 
Products 
There's no ‘‘second reaching” to find a fit when . 
Chicago"Safety Plus’’fastenings are used in your Complete line includes: 
assemblies. Dimensional uniformity in Chicago Hexagon Head Cap Screws 
Screw Products is the result of close tolerance Square Head Cup Point Set 
testing through each step of production. A thou- crews 
sand fit as perfectly as one. Headless Set Screws 
The Chicago Screw Company has no secret Fillister Head Cap Screws 
formula for its‘ ‘Safety Plus’’ Socket Screw Products Flat Head Cap Screws 
—their excellence is simply the result of accu- a Pins 
rate workmanship and the use of only the finest s she 2 se H 
materials. You'll find them superiorin every way. — exagon 


These Gine Products are sold ‘ae 
ovly thru mae Dishributors 











THE CHICAGO Screw Co. 


STABLISHEDSD. 1872 


1026 So. + ae AVENUE CHICAGO 24, ILL. 
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No “battle fatigue” 


Perhaps some plant owner on 
whom you’re calling will whimsi- 
cally tell you his idle, broken 
down hoist is suffering from battle 
fatigue and he doesn’t know what 
to do about it. 


Here’s your chance to tell him 
that’s not so with the ‘Load- 
Lifter’! To tell him that the 
‘Load-Lifter’ Electric Hoist is 
built to handle tough lifting jobs 
within its capacity all day long, 
week in and week out. Tell him 
that the ‘Load-Lifter’ is easy to 
maintain, costs little to operate. 
Tell him it’s widely employed in 
a great variety of industries and 
departments within industries, to 
perform all kinds of difficult lift- 
ing jobs and the moving of heavy 
loads. 


Tell him about the special 
features, not found in their 
entirety in any other hoist, that 
make the ‘Load-Lifter’ a most 
economical, practical, and conven- 
ient host. Here are a few: 

. one place to oil 

. two-gear reduction drive 

. self-contained, ball-bearing motor 
. improved mechanical load brakes 
. fool-proof upper stop 

He'll be glad to know that the 
‘Load-Lifter’ comes in such a 
wide variety of combinations and 
speeds, he’ll find one to suit his 
needs. 


Write for Catalog 215 to help 
you sell ‘Load-Lifter’ Hoists. 


LOAD LIFTER 
Hoists 


ANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
"Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





L. C. Doolittle J. A. Strachan 


Weatherhead Co. 
Names Managers 


Four divisional sales managers were 
made recently by the Weatherhead Co., 
Cleveland. J. A. Strachan was made 
sales manager of the Original Equip- 
ment Division covering sales of all pro- 
ducts to original equipment manufac- 
turers in the refrigeration, air condi- 
tioning, railroad, marine, chemical, food 
and beverage processing, and dairy 
equipment fields. 

D. W. Holmes becomes sales manager 
of the Standard Parts Division covering 
all products sold through distributor 
channels. T. V. Scott was appointed 
sales manager of the Liquefied Petrol- 
eum Products Division covering the 
petroleum and L,. P. G. equipment in- 
dustries while L. C. Doolittle heads up 
the Aviation Division as sales manager 
of all products to original equipment 
manufacturers in the aviation, machine 
tool, metals processing and machinery 
fields. 

All will make their headquarters in 
Cleveland, Ohio. 


Peacetime Equipment 
Seen Slowed Down 


New automobiles, refrigerators, stoves, 
sinks, bathroom fixtures and like items 
will not be available for all who want 
them now for at least five years, accord- 
ing to a survey conducted in Detroit by 
the NV. Y. Journal of Commerce. Because 
of material shortages, labor difficulties 
and machinery bottlenecks, representa- 
tives of the nerve center of the mass pro- 
duction industries have revised their 
earlier predictions of two and one-half 
to three years to satisfy the huge demand 
to the longer period of at least five years. 

Detroit industry, however, is optimistic 
about the long range outlook for a sus- 
tained period of high output, the journal 


brings CUSTOMERS 


your way! 


Case after case of bottled drinks . .. they’re just one of the count- 
less products moved daily on Victor Belting. You can serve bottlers 
well — and serve scores of other big belting users, too — when you’ 
handle VICTOR — the most complete textile belting line in Amer- 
ica. There’s a Victor Belting that’s preferred by almost every in- 
dustry for efficient and economical service in elevating, conveying, 
or power transmission. 

Victor Belting is a repeat seller, too. It has won acceptance, 
keeping satisfied users coming back for more. The demand for 
Victor Belting is especially heavy today because much belting 
that has served under the strain of wartime needs replacing right now. 

The Victor line includes balata belting, solid woven cotton 
belting, and canvas stitched belting, in numerous widths and plies. 

Serve and satisfy more belting customers. Sell Victor Belting. 
Write today for details on the all-inclusive Victor line. 


THESE INDUSTRIES USE BELTING — SELL THEM VICTOR 
Meat Packing * Grain & Feed * Bottling 


Canning * Baking * Stone Products 
Packaging * Mining * Dairy Products 
Confectionery * Ceramics 


VICTOR BALATA & TEXTILE BELTING CO. ) EXTILE 


Manufacturers of TEL AND T 


found. Leaders believe the slower return Solid Woven, Canvas Stitched and Balata Belting Ao 
cnn GOWP AM 


to peak production of consumer products 
will help to avoid the kind of industrial 
“boom” and the resulting “bust” that fol- 
lowed the first World War. 


53 Park Pi., New York 7, N. Y 
345 W. Hubbard $t., Chicago 10, Ill. 
Factory: Easton, Pa. 
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WICKWIRE SVENCER 
STEELDIWASION 


THE CALIFORNIA 
WIRE CLOTH CORPORATION 


Mf AND IRON CORPORATION 


Sess combined research, production and distributing facilities of 
three famous companies are now offered to American industry by 

The Colorado Fuel and Iron Corporation. Thus, a mew nation-wide 

service is made available in steel, wire products, and allied 

specialties under the trade-marks of Wickwire Spencer, Calwico, 

and CF&I—each a standard of industrial progress in its own right. 


The East and Middle West will continue to be served by 
Wickwire Spencer Steel Division. The Colorado Fuel and Iron 
Corporation will serve the Plains and Mountain States with 
CF&I facilities as before plus the products of the. eastern and 
western divisions. The California Wire Cloth Corporation 

(a subsidiary) will supply its own products and in addition the 
products of the other two divisions to Pacific Coast customers. 


The well-earned reputation for quality which these three 
companies have enjoyed will be maintained in the new and 
greater Colorado Fuel and Iron Corporation. 


WICKWIRE SPENCER STEEL DIVISION WW: 
The Colorado Fuel o~ Iron Corporation 


THE CaLirornia Wire CLOTH CORPORATION 


EASTERN SALES OFFICES EXECUTIVE OFFICES ‘WEST COAST OFFICES KEY CiTy OPrices 
500 Pith Ave, WY. 18, LY. DENVER COLORADO OAKLAND, CALIFORNIA SEE PHONE BOOS 
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Wilcox Heads Department 
For Mine & Smelter | 


Glenn C. Wilcox, who joined the Mine 
& Smelter Supply Co., Denver, in 1944, 
has been made manager of the distribut- 
ing company’s hardware and sporting 
goods division. Mr. Wilcox gained his 
experience in the hardware field through 
association with the Richards & Conover 
Hardware Co., Kansas City supply firm, 
and the former Simmons Hardware Co., 


St. Louis. 


Cleveland Cap Screw 
Marks 30th Anniversary 


At a banquet attended by more than 
300 factory and office employees, the 
Cleveland Cap Screw Co., Cleveland, re- 
cently celebrated 30 years of operation. 
J. W. Fribley, president, honored 155 
employees of five years or more standing 
with service pins. Three of the four 
founders of the company, J. W. Fribley, 
C. M. Prell, treasurer, and Y. J. Hard- 
licka, attended the party. 


Chester Incorporates, 
Changes Name 


Now known as the Chester Hoist Co., 
Lisbon, O., the former Chester Mfg. Co. 
recently found it necessary to incor- 
porate. Formerly operated as a partner- 
ship, the company now has the following 
officials: Hal F. Wright, the founder, is 
president; Mary T. Wright, vice-presi- 
dent and Harry E. Hill, secretary and 
treasurer. 








After nearly three years’ service 
with the Coast Guard in northern 
waters, John Chandick is in train- 
ing as a machinist at Wm. H. 
Taylor & Co., Inc., Allentown, 
Pa. 

















GOVERNMENT-OWNED SURPLUS 


RINGS, LOOPS, SNAPS, 
HALTER SQUARES 


ie 
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36 DIFFERENT TYPES AND SIZES 
Here is a chance for manufacturers to get back Manufactured when superior metals were avail- 
into the production of items that have been cur- able, these durable, well-made World War I 
tailed by the unavailability of hardware accessories buckles and accessories are unused and in good 
. »» an opportunity for distributors and retailers condition . . . are available in sufficient supply to 




















to offer customers merchandise that has been un- meet volume production and sales requirements... . 
obtainable for years and is still in short supply. are offered at considerably less than standard prices. 
BRASS, BRONZE, NICKEL AND STEEL 
LOOPS BUCKLES 

Slide... 2"... brass with black nickel finish, bronze Center Bar... 
finish. 44" to 1%" sizes . . . bronze, bronze-finished, brass 
Strap ... %", 1", 2". . . brass wire, steel wire . . . with black nickel finish, brass-plated iron. 
enamel finish, bronze finish. Barrel Roller... 
RINGS "to 1}4"sizes . . . bronze, brass with black nickel 


finish, black japanned, steel japanned. 


1%"... D steel . . . black finish. Tongueless Ber .. . 


134"... bronze. 54" to 2" sizes . . . bronze with black nickel finish, 
SNAPS brass with black enameled finish. 

;"... steel with brass roller bar in loop. Loop Buckle... 
a. aks rm Aan ch finish with tien — 1". . . black nickel finish, enameled zinc tongueless. 
74"... iron bronze finish, brass roller and loop eye. Strap Buckle... 

1"... olive drab steel. 
HALTER SQUARES End Buckle... 

14" x 1%"... bronze. , 1". . . bronze-finished brass . . . for web strap. 


TO INSPECT this merchandise or to obtain folder giving detailed 
descriptions and prices contact the regional office of the War Assets 
Administration that serves the territory in which you are located. 


WAR ASSETS ADMINISTRATION 


Offices located at: Atlanta - Birmingham - Boston - Charlotte - Chicago - Cleveland - Dallas - Denver 

Detroit - Helena - Houston - Jacksonville - Kansas City,Mo. - Little Rock - Los Angeles - Louisville 

Minneapolis - Nashville - New Orleans - New York + OklahomaCity - Omaha - Philadelphia 

Portland, Ore. - Richmond - St.Louis - Salt lake City - San Antonio - San Francisco - Seattle - Spokane 
Cincinnati + Fort Worth 


553-C7 
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COFFING 
HOISTS 


They handle 
"A thousand 
and one” 
different jobs 
EFFICIENTLY 

















““SAFETY-PULL” 





“QUICK-LIFT" 
ELECTRIC 


Your customers for HOIST 
COFFING HOISTS are 


in mines, machine shops, 





steel and aircraft plants, 
shipyards, transportation — 
and wrecking outfits . . . in fact wher- 
ever there is a construction, mainte- 
nance, or production job to do. 
COFFING HOISTS are adaptable to 
a great variety of applications for lift- 


ing, pulling and moving. They are easy 

















to operate, safe to handle, and give 
dependable, economical service. Stock 
COFFING HOISTS and you can SELL 
all requirements with good, steady 
profits. 








SPUR GEAR 
CHAIN 
HOIST 








COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 
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Hajoca Names Sadley 
As Vice-President 


A. A. Sadley, associated with the 
Hajoca Corp., Philadelphia, since 1907, 
has been elected a vice-president of the 
distributing firm. Mr. Sadley has served 
in such diversified occupations as cost 
accountant, statistician, auditor, assistant 
vice-president and, as a trained engineer, 
has supervised the corporation’s new 
building program. 


Plant Addition 
For Duro Test \ 


The Duro Test Corp., North Bergen, 
N. J., has recently completed a new 
structure to add 68,000 -sq. ft. of space 
to the firm’s facilities. Termed a modern 
streamlined factory, the new building is 
constructed of steel, concrete and red 
brick. Duro Test manufactures fluores- 
cent and incandescent lamps and elec- 
trical fixtures. 


Neumiller Of Caterpillar 
Given Honorary Award 


L. B. Neumiller, president of Caterpil- 
lar Tractor Co., Peoria, has been awarded 
the annual honorary membership in the 
Alpha of Illinois Chapter of Beta Gamma 
Sigma, national scholastic fraternity, for 
distinguished service in the field of com- 
merce and industry. Membership in the 
fraternity is held a signal honor since 
the organization corresponds to the posi- 


| tion held by Phi Beta Kappa in the fields 





of literature, arts and sciences. 








R. E. McCorkindale, president, 
Chase & Cooiedge Co., Holyoke, 
Mass., distributing firm, looks for- 
ward to the breaking of the deliv- 
ery log-jam. 
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ECONOMY HEADLESS SET SCREWS 


ECONOMY HOLLOW SET SCREWS 





ECONOMY SOCKET HEAD CAP SCREWS 


ECONOMY 


PRODUC 


The benefits to ind 
ECONOMY Screw Machine 


TS 
so 


are 
is “ae oth a good margin of 
profit. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 30 


ss aoraorrreoereoereoerwororwoworreweooerrerrweoworwoororerrreoerweoereorerreoereoreoerworwnr'owownwwvewewwweweweewwww™ 
PABA AGG eG AAA ALA AGA GGA GAGA OG A OE 

















of many reasons WHY your 
customers prefer 
LOVEJOY L-R 

Flexible Couplings: 


1. Little or no servicing. 

2. No shut downs for cushion changing. 
3. Smooth, quiet operation. 

4. Bimination of internal friction. 


LOVEJOY 
, L-R 
LED) type “c" 


New safeguarded 
coupling 







Pat. and Pats. Pend. 


A complete line of couplings for every duty 
1/6 to 2500 H.P. A substantial line for sub- 
stantial profits! Send today for our liberal 
proposition. 


LOVEJOY 


Flexible Coupling Co. 
5067 W. Lake St., Chicago 44, Illinois 


” 
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EYE END 


STUD END 


COUPLING 


4121 SOUTH LA SALLE STREET 
CHICAGO 9, ILLINOIS 
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ce Utica Toots 
Bas?™ NEVERSLIP FOR MORE TOOL 


Bag? SLIP-PROOF ADVANCE SAFETY CAR 
WRENCH 


% No matter what your customers’ car moving probiems are, there is a 
BADGER Car Mover that does that particular job BEST. BADGER Car Movers 
are built for just one thing—to keep freight cars in service—and they do this 
job well and get those cars back on the line with a minimum of time loss. 
They are easy to handle, safe to use. and require very little if any mainte- 
nance or repair. It's good business to stock BADGER Car Movers and also 
ADVANCE Safety Car Wrenches and Slipproof Spurs. 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 





UTIC 
Co., Inc. DROP FORGE ETOOL 


CORPORATION 
UTICA 4,NEW YORK 


Lubricator 
33 JAM 3 
ELMIRA Bee 4 
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Meet Every Customer's 


THE DESMOND-STEPHAN MFG. CO. 
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Grinding Wheel Dressing 
and Truing Needs with 











Desmond Diamo-Carbo Dresser 
Best all-around tool room dresser 


Build immediate prof- 
its and resale openings 
in your territory now 
with DESMOND Dres- 
sers and Cutters. 
There is a DESMOND 
tool for every dressing 
and truing job... and 
the results your cus- 
tomers get with them 
will open the door for 
resales every time! 





Desmond Diamond 
Hand Tools and Nibs 


We are ready to help 
on individual dressing 
problems, so write to- 
day — get acquainted 


with DESMOND Grind- 
ing Wheel Dressers 
and Cutters—the only ——ttoo 


complete line made! 
Catalogs and price 
sheets will be fur- 
nished on request. Get 
yours now. 





Desmond No. 21 Dresser 


SIMPLEX Stee! Slide VISES 


Welders’, Filers’, Production, 
Machinists’ and many other 
types avalilable—all with the 
exclusive Steel Slide. 


Write for complete 
Catalog Information 





Stationary Base Type 
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Coating 
BOUT AD STL 











It's Here— 


an All-Purpose 
ALUMINUM 
COATING 


Whitlam’s amazing new VERTEX 
Aluminum Coating does perfectly all 
the jobs of special formula paints. Can 
be used inside or out, as a prime or 
Galh. on Gay trpe of custese. & hly 


lon, 5 gallon, 30 and 55 me con- 
tainers. Distributors will d many 
opportunities to sell this new aluminum 


The COLUMBIAN VISE & MFG. C0. | ===" 


9028 BESSEMER AVE. ° CLEVELAND 4, OHIO 


J.C. WHITLAM MFG. CO. 


WADSWORTH, OHIO 














FOR RESULTS 





unsurpassed 
by any other 
cutting oil .. 


DEMAND 


SULFLO 


Acclaimed By 
Maintenance 
Men All Over 
The Country 


a 
Bee 














The only patented cutting oil on the 
market that contains finely divided sul- 
phur in suspension. Speeds work—cuts 
perfect threads, makes tighter joints. 
Dies pull easier and last longer. Demand 
Sulflo—it sticks on the job. 


Sulfic For pipe threading with 


hand tools. Packed in cans 
Ne. 1 and drums. 


Sulfio For pipe threading with 
Machine— machine tools. Packed in 
Kut bulk. 


Sold Only Through The Trade 
Dealers From Coast to Coast 


SULFLOu.wwc. 


ELIZABETH 4, N. J. 
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STEEL GRIP 


Sreet-crip Safety Apparel keeps 
gaining wider approval from manage- 
ment as its many values are learned. 

Management is vitally interested in 
safety to workers and they find this 
Safety Apparel is worthwhile protection. 

Every part of the body is provided 
for in our various types of apparel. 
You can sell the proper clothing for 
every worker regardless of the haz- 
ards of his job. 

We have had more than 35 years 
of experience in originating and pro- 
ducing Safety Apparel. Each item 


60! GARFIELD BLVD. 





has proved its protective value in 
many of America’s largest factories. 
In representing our adequate line 
you'll find that you will always have 
the correct design, quality, comfort, 
and utility answer. 

Each plant you sell becomes a 
source of growing profit because the 
use of STEEL-GRIP Safety Apparel 
grows as its great protective value is 
demonstrated. 


STEEL GRIP 


MUCEESOT ELE 


DANVILLE, Itt. 
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or -G a -Whkene 


featuring a 


compact and 
complete line of 
SAFETY EQUIPMENT 
relate) 
WELDING and 
CUTTING APPARATUS 


METRO 


is your assurance of 
i hCtame@ler- Van md 
PRODUCTS 


Profitable to Handle 





METRO 
MANUFACTURING 
CO. 

Long Island City 1,N.Y. 
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CM Bulletin 142 illustrates and describes 
every operating feature that makes the CM 
Meteor Heavy Duty Electric Hoist an out- 
standing production time-saver . . . cutting 
deep into materials handling costs. Helical 
gears, aeroplane cooling, low headroom, 
safety limit brake, simplified maintenance 
... these and other advantages are ex- 
plained in terms of operating efficiency 
and service life. Various types trolleys RC a i 
and accessory equipment, lift and speed kann Ghetes: tan tala 
tables, dimensions, etc., are included. room. Hook suspension, plain, 





Capacities from % ton and up. 


geared or motor driven trolley. 


We invite you to write today. 
Just ask for Bulletin 142. 


CHISHOLMeMOORE 


HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corporation) 
GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 
SALES OFFICES: New York, Chicago and Cleveland 
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backfires 


The Manager's Page . . . where the views expressed are his own 


Et’S KEEP THE RECORDS STRAIGHT in this matter of written 
distributor policies. In two studies, made within the past 

90 days, manufacturers selling through distributors tell us 
that about thirty percent of them have such policies in writing. 

In one case, we asked the direct question: “Do you have a 
written distributor policy?” Out of 404 replies only 105 said 
yes, 288 said no and 11 did not answer the question. In another 
study, in which we asked for a copy of any written policy the 
manufacturer had, the percentage of those complying to the 
total replies, was less than thirty percent. 

You can’t kid distributors on this point and it does no good 
to be kidded or kid ourselves. Maybe a written policy isn’t 
important! I just happen to feel it is for the very simple reason 
that the distributor then definitely knows the rules under which 
he represents the manufacturer. Memories have a way of get- 
ting twisted when two parties to a verbal understanding run 
into a clash of ideas at some future date. The manufacturer 
does not like such clashes of ideas any more than the dis- 
tributor does. Most of them are avoidable through the simple 
device of a written policy. If you like the term written fran- 
chise better—then call it that. E 





i 


Mr. Henry Wallace seems to like concert tours and loves to 
sing as only a ward of the taxpayers with Washingtonitis 
can sing. He is singing about the small businessman who is in 
a hell of a fix because monopolies are squeezing him to death. 
As a leading spirit in the greatest monopoly this country has 
known, government in business and organized labor, Mr. Wal- 
lace speaks with authority on matters of monopolistic squeeze. 


The little fellow is in the squeeze all right. but so is business. 
Take the government and unions off the neck of smalk business 
sv he can let out his collar and breathe, and he'll somehow 
manage tv get by with the tight-fitting pants that ordinary 
husiness monopolies put on him. Anyway, that’s what the 
butcher, baker and candlestick maker tell me. 

Business is relative anyway. It also has a way of being 
unstable. There are a lot of big companies today that will 
be “also-rans” tomorrow, concerns that are brave when the 
cherries are ripe and yours for the picking, but who flinch 
at the thought of planning for the next harvest. It takes cour- 
age to pay rent, daily running expenses and the cost to check 
day in and day out, on the trees when the cherries haven't 
formed or at best, are small and green. A lot of concerns 
haven’t the courage nor vision to prepare the way for tomor- 
row’s crop. 

The reason so many little businesses become larger or really 
hig is because they plan their market job and work their plan 
whether in or out of cherry picking time. The reason some 
bigger businesses don’t grow, or probably lose their position 
of bigness, is because they shoot the works at cherry picking 
time and hole up between harvests. By the time they get or- 
ganized for the next picking, progressive competition, small, 
medium or large, has stripped off the cream of the crop. 

This isn’t a bad time to check our thinking and planning in 
respect to tomorrow's business. It’s very easy to get a warped 
picture of what’s ahead after what business has been through 
during the past eight months. Maybe some businesses will 
fare better this month and next by keeping the herd in the shed 
and holing up until the storm passes, but those that keep rang- 
ing for pasture land, firm in the conviction that green grass 
can be found if you seek it, will eat more regularly and longer. 


A. M. MORRIS 
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These STARRETT Dial Indicators 
Fit Into Any Production Inspection Picture 


ture Starrett accuracy and workmanship; 


By mounting appropriate models of 
these standard STARRETT Dial Indica- 
tors on tool spindles, production jigs or 
simple fixtures, “special” indicating de- 
vices can be tailored to fit almost any pro- 
duction inspection application. Each indi- 
cator has special advantages but all fea- 


clear, easy-to-read dials; maximum con- 


venience in installation and operation. 


NEW STARRETT DIAL 
INDICATOR CATALOG 


New Starrett Dial Indicator Cata- 
log “EG” just off the press describes 
and illustrates the complete line. 
Write for your copies today. 


THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 
World’s Greatest Toolmakers 





You can depend y IDO: 


AMERICAN CABEE 


You get more than a sling when you order American Cable ACCO—REGISTERED. 
You get a sling that has been load-tested to twice its rated capacity before 
it leaves the mill. That assures you of mechanical reliability; gives you 
confidence in known strength and safety....You get a Certificate of Test and 
Registry which gives your sling a Serial number, states its type, certifies to 
the proof-—testing and its established load capacity....You get a sling that is 
tagged with a metal plate on which has been stamped the sling's number, type, 
“size and load rating in pounds. This tag is in front of your workmen at all 
times, still further assuring maximum safety. 

American Chain and Cable is the only company offering registered wire rope 
slings — always made of TRU-LAY Preformed wire rope of Improved Plow Steel. 
Send today for free literature. 


ao r 


Wilkes-Barre, Po., Atlanta, Chicago, Denver, Emlenton, Pa.. Houston, Los Angeles, New York, Philedelphia, Pittsburgh, Portland, San Francisco, Tacoma, Seattle, Bridgeport, Conn. 


In Business for Your Safety 








